





OCTOBER 1961 3/6 
Hthere does the executive's time go? 


What we can expect of public relations 
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Cleaners 


CLEANING FOR INOUSTRY ISOUR BUSINESS Al/so operating from principal towns throughout the country 


ABOUT OUR 
COMPLETE SERVICE 


We're happy! Cleaners Limited look after 

our Offices .. . they solved the cleaning problem 

well and truly. They clean the paintwork, windows, 
disinfect telephones, and are specialists in the 
treatment of every type of flooring. 

Nothing is too large or small for their skilled personnel. 
Staff morale and efficiency are always high 

in offices kept bright by Cleaners. 


I t ] Head Office: Service House, 25 Villiers Street, London W.C.2 
e ( TRAfalgar 7175 (10 lines) 





Please send me free of charge and without 


obligation your Service Brochure 
NAME 
COMPANY 


ADDRESS 





Cleaners Ltd., Service House, 25 Villiers St., London W.C.2 - TRAfalgar 7175 (10 lines) 8.10. 
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Where does the time go? 


Executives divide their time between communications and creative 
work. A survey by George Copeman shows how the problem 
of making the allocation can be solved 


71. Why older men are sacked 


Vanity is the snare that traps them George Copeman 
72 Men of goodwill 
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“By my estimate, that’s a saving of some 


Fluorescent lighting is, in any case, economical, but a 
remarkable new ATLAS development enables further big 
cost reductions to be made 

15% saving on capital cost of lighting fittings 

15% saving on cost of installation wiring 

35% saving on cost of electricity 

25% saving on total annual lighting costs 

(compared with standard twin 5 ft. 80 watt fittings) 
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25°/, on today’s lighting costs” 


A Q +4 — e. ope ent solved from the exter e ATLAS range of fluorescent 
i with new Ny nt jeal Tie tungster THtNGS, af 1 the ATLAS LIGHTING ADV 

' ' . Sp a!, without cost or obligatior 
av ein twin8 ft. sizes of the ATLAS ATLANTI ffer technical assistance and provide complete lighting 
f fitting nhict in be used to build moplet specifications. Ask your secretary to write for further in 
ng tallations for almost any indusiria rormatior r to arrange an appointment with an Atla 
irp } | HTING LIMITED, Thorn House 
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atlas fluorescent lighting 
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speech transmission 


MODERN 
TELEPHONES 


Be (GREAT BRITAIN) LTD 


é STAND N° 173 


BUSINESS EFFICIENCY 
EXHIBITION 
OLYMPIA LONDON 
OCTOBER 2nd-1ith 


See how you can contact everyone in your organisation—no 
matter where they are in the premises—with your own Radio Paging System 
It's simple, economical and features the unique facility of speech 
transmission for personal, spoken messages. 
Modern Telephones’ Stand No. 173 is worth a visit for other reasons too. Whatever your business, 
you are sure to see something of interest to you. We shall be showing and demonstrating: 
Internal telephones—from simple push button systems to automatic exchanges with unlimited capacity. 
Special facilities— designed for people like you, there are loud-speaking master stations, 
secretarial telephones, priority instruments, and many more! 
In addition we shall be showing programme instruments, clocks, time recorders plus 
other modern equipment to help make your organisation more efficient. 


New! We are proud to announce we shall be exhibiting for the first time an 


entirely new design of automatic telephone with many novel features. 
Produced in a wide range of new colours. 


STAND No. 173 IN THE GALLERY 


MODERN TELEPHONES Great Britain) LTD. dept 84 


90/91 Tottenham Court Road, London, W.1. Tel: MUSeum 9192 
A company of the Olding Group A subsidiary of Vickers Ltd. 
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ECONOMIC PROSPECT STATE OF THE NATION | 


Industry underwrites 
the future 


Capital expenditure by the manufacturing industries is rising at a very encouraging 
3 rate. In the second quarter of this year it was 10 per cent up on the first quarter at seasonally 
adjusted prices, and all the signs indicate that the trend has continued since. The bulk of 
the new investment was in the form of plant and machinery, and was 32 per cent higher 
than in the similar period last year. The relative rise in expenditure on industrial buildings 
was even steeper, however. The distributive and service trades experienced a fall in new 
investment of about 1} per cent, which was mainly the result of lower spending by the 
shipping industry. Expenditure by other sectors of this group may well have reversed this 
trend in the current period. 


Better news > Overall industrial production remains sluggish, but 
export orders are beginning to show an upward trend. 
fi rom exrpor ts There are signs that we can expect more of the economy’s 


slack to be taken up in this direction. 


> The slow but steady rate of improvement in our overseas 
trading position, apparent over the last few months, is 
being well maintained. | 


> But pressure on our gold reserves remains high, and the 
Government has had to resort to emergency borrowing to 
maintain the strength of sterling. 


>» The demand for labour has begun to ease slightly. 


C. . > Building order books remain long, and there has been 
> apt ta only a marginal fall in the rate of new orders. 


industries do > The machine tool industry is especially healthy, with 


: lengthening order books and a substantially rising export 
we demand. 


> The supply of new houses is still being outpaced by 
demand, and prices are rising sharply. 


> Retail sales have fallen off slightly, but there are no signs 
of a major reduction in consumer spending. 


> The future of the Government’s policy of wage restraint 
is precarious. 


> The total volume of bank credit is falling in response to 
Government restrictions. 


>» Raw material prices give no indication of departing 
from their long-found stability. The recent improvement in 
our terms of trade is being maintained. 
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ELECTRON IG 
EXCHANGE 


PIE 
oo.ne ELECTRONIC te 


The first of its kind in the world, the Pye twenty line electronic telephone excnange 
sets new high standards of speed, efficiency and reliability for internal telephone 
systems. It is fully electronic, employs no moving parts and is completely silent 
in operation. 

The telephone instruments provided with the exchange are of the most modern 
British Post Office design. High speed dialling, a development made possible only 
by electronics, ensures fast connection. 

The Pye electronic telephone exchange is available on a rental basis for a period 
of 7 or 14 years. Service is undertaken from 30 depots in the United Kingdom, each 
with a fleet of radio controlled vehicles. 


Please write for illustrated leaflet. 


PYE TELECOMMUNICATIONS LTD CAMBRIDGE 
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THE MONEY THAT MANAGEMENTS SAVE THROUGH MOB/L ECONOMY SERVICE 


More than 


£3,000 saved 


in a year 
at Reckitt 
& Sons Ltd 


OCTOBER, 1961 


RECKITT AND SONS LTD Of Hull, asked Mobil to suggest improvements in the 
maintenance and lubrication systems at four of their factories. Mobil advised 
using a card index system to ensure regular and correct lubrication, reducing 
the number of oils stocked, reclamation of used oil, and several other 
schemes of preventive maintenance and purchasing rationalisation. 

In one year, after applying Mobil’s recommendations, Reckitt made a direct 
saving of over £3,000. A further immediate saving of over £900 is probable. 
World-wide experience of industrial lubrication has been built up by the Mobil 
Organisation over 90 years. The Reckitt case is one of hundreds in which the 
recommendations of the Mobil Economy Service have successfully cut 
lubrication and maintenance costs. 

Specialist knowledge methodically applied is the value of the Mobil Economy Service 
The total lubrication requirements of a business and the minimum number of 
lubricants in the smallest quantities it needs must be assessed. And everyone 
concerned must know how to achieve the best lubrication results with the 
greatest economy of labour. These 
are tasks undertaken by the Mobil 
Economy Service — and the big 
savings resulting from its recommen- 
dations are a measure of its success. CONOMY 
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makers of fine blotting paper in 24 colours 


REGO. TRADE MARK 


T. BS. FORD LIMITED - 30 New Bridge Street * London, EC4* Tel: CiTy 2272 
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OUTLOOK FOR INDUSTRY 


STATE OF THE NATION 2 


Small Car Market takes the Wheel 


During the next two months motor-car production is expected to fall by 
about 15 to 20 per cent, current production is running at approximately 75 
to 80 per cent of last year’s rate. It seems that demand is following the normal 
seasonal pattern, and sales and production are almost certain to fall from now 


until the end of the year. 


The majority of the experts believe 
that over the year as a whole produc- 
tion will be 20 per cent below 1960. 

It appears as though the outlook 
of the motor industry over the next 
two years will be dominated by the 
small car market. 

Outside the motor-car industry the 
situation, particularly in the Mid- 
lands, is patchy, though still com- 
paratively buoyant. Orders for com- 
mercial vehicles are beginning to fall 
off after a rather long boom period, 
and a number of manufacturers are 
having to cut back on production. 
In the heavy vehicle section of the 
industry the situation is slightly 
healthier—with the exception of the 
demand for buses which has been hit 
by the decline in public transport. 


Steel. Another sharp drop in steel 
output has occurred, recent figures 
show that in August the average 
weekly rate dropped to 338,400 tons. 
This is the lowest level recorded since 
August 1959, and represents a fall of 
about 20 per cent on the same figure 
for 1960. It indicates that the indus- 
try was working at about 78 per cent 
of available capacity during that 
month. Some of the decline can be 
considered to result from holidays, 
but it is thought that the most im- 
portant factor was a continuation, 
or an acceleration, of the stock with- 
drawals which became evident during 
the second quarter of this year. 

It is now fairly certain that the in- 
dustry will fail to achieve its output 
target of 24m. tons for 1961. At the 


BUSINESS SHORT-TERM PRODUCTION FORECASTS 


Consumer Goods 


Production of consumer 
will continue to 
rise during October at the 
same rate of increase. 
Further outlook unchanged. 


Capital Goods 

° of producers’ 
will continue to 

rise in October but at a 


lower rate of increase. 
Outlook still good. 


A summary of the analysis will be supplied on request. 


These forecasts are based upon the monthly analysis made by 
BUSINESS of orders received in contract engineering and 
contract design. The Editor wishes to thank members of the 


ENGINEERING 
FEDERATION OF 


INDUSTRIES ASSOCIATION, 
ENGINEERING DESIGN 


CONSULTANTS, and other design consultants for their 
co-operation. 
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half-year the industry had produced 
an approximate total of 12m. tons, 
but in July production was going for- 
ward at an annual rate of under 
19.8m. tons, and last month it was 
down to 17.6m. tons. 
Tractors. Agricultural tractor manu- 
facturers appear all set for another 
record year, although many of the 
big manufacturers are running at 
capacity level the smaller manufac- 
turers have been recording the big- 
gest percentage gains in output. 
There has been a cumulative rise 
in output of farm tractors and ma- 
chinery of 3 per cent in the first 
seven months of this year. 
Gramophone Records. With its best 
selling season still to come the indus- 
try looks like achieving a new peak 
level of business this year. A 16 per 
cent gain in manufacturers’ home 
sales in the first seven months of 1961 
helped to raise total home and export 
turnover by 8 per cent, despite a fall- 
ing off in exports. 
Coal. Total consumption, both in- 
land and export, is estimated to have 
been about 130.4m. tons during the 
first 35 weeks of this year. This com- 
pares with 132.3m. tons in the com- 
parable period of last year. 


Commodities 

Cotton. A rise of 344,000 bales in the 
probable size of the American cotton 
crop has been forecast. The latest pro- 
duction estimate is 14,262,000 bales, 
against 13,918,000 bales in August. 
Wool. Sales in the first two months 
of the Australian wool season—July 
and August—totalled 298,507 bales. 


Consumer goods 

Clothing. Retail sales of all clothing 
in the U.K., adjusted for seasonal 
factors, fell by 3 per cent in the 
second quarter of this year. 





Mallory are the only firm to specialise 

in powerful miniature batteries. Some are as small 
as a ladybird; many are not much larger. 

Yet they can push a signal across more than 400,000 
miles of space; have helped the airborne recovery 


of a satellite from orbit; 

a 0 ry made ‘invisible’ hearing aids more than a dream; 
fostered the trend towards pocket-size radios, 
tape recorders, paging systems... All this could be 


achievement enough. But remember the transmitter 
a r e a 0 Mm e swallowed like a pill?—essentially a Mallory battery. 

A substitute pacemaker for the human heart?— 

also Mallory. A battery driven wristwatch that runs for 


s 
more than a year; self adjusting camera shutters 
and lenses; illuminated novelties of many kinds— 


these and more are Mallory powered. 


a Mallory pioneered miniature cells for 
| e q S field transmitters during the war. Uniquely dependable 
and long lived, they can be of great help to all 


manufacturers who plan to make their products 





smaller and retain full power. 





Mallory Batteries Limited, Crawley, Sussex 
Sales Office: 33 Duke Street, London W1 


M AL ae) R miniature batteries for powerful applications 





In USA, Mallory Battery Co, N. Tarrytown NY 
in Canada, Mallory Battery Co of Canada Ltd, Toronto 4 
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Time cost 






your calls 
hod Srm automatically 
Sane and save money 
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» TIMER 


Subscriber Trunk Dialling — STD —is rapidly spreading to exchanges throughout the 
country. It has been widely publicized and business managements, with or without actual 
experience, are already aware that if STD is to save £SD all calls should be dealt with as 
quickly and concisely as possible. 

That is why the SMITHS TELEPHONE TIMER is essential to the economy of every 
business office on an STD exchange. As soon as a Call is put through the user just 
switches on the Timer and the appropriate scale reveals what is being spent from the start. 
In addition, a bell rings every three minutes. The dial markings on the Timer coincide 
closely with the rates contained in the G.P.O. List of Dialling Codes and Call Charges. 


Remember, to save £SD on STD every- 
one needs the SMITHS TELEPHONE 
TIMER, whether in the office or in the 
home. IT WILL PAY FOR ITSELF OVER 
AND OVER AND OVER AGAIN! 









in Ivory or 
Black finish 









QMITHS CLOCK & WATCH DIVISION 


Sectric House, London, N.W.2 
Showrooms : 179 Great Portland Street, W.! 
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Car production is running about 25 per cent below last 
year's rate. 

Engineering exports in the second quarter were 15 per 
cent up on the year. 

Average rate of unemployment for the UK as a whole 
is 1.4 per cent. In Northern Ireland it is 7.5 per cent. 

















KEY INDICATORS 


INDUSTRIAL PRODUCTION 


There are signs that export orders may at last be 
starting to take up the slack between capacity and 
actual output in certain industries. Figures for the 
mechanical and electrical engineering industries and 
machine tools show that while overall new orders con- 
tinue to flow at a satisfactory rate, demand from abroad 
is proving more buoyant than at home. By contrast, 
home demand for cars and heavy engineering products is 
likely to become more sluggish. 


EMPLOYMENT POSITION 


The d d for lab has begun to ease slightly. 
After declining steadily for seven consecutive months, the 
number of unemployed took an upward turn in August— 
the latest month for which figures are currently available. 
At the same time, registered vacancies, which have been 
increasing since the beginning of the year, began to fall. 
Although this was the month for a major influx of school- 
leavers, unemployment among young people has not 
significantly increased. 





TRADE GAP 


The improving trend of our overseas trading posi- 
tion is being well maintained. in August the trade gap 
narrowed again to £22m., compared with £28m. in the 
previous month. The result was doubly encouraging as it 
was mainly due to a rise in exports. These increased in 
value by t17m. over the month to £324m. Imports were 
also up, however, by £7m. to £361m. Since the beginning 
of the year the average trade gap has been £47m., com- 
pared with £78m. over the last nine months of 1960. 


GOLD AND CONVERTIBLE RESERVES 


Special factors have produced a marked increase in 
our gold and currency reserves. In August, the latest 
month for which figures are available, the balance rose by 
£369m. to £1,245m. The main factors behind this rise were 
the UK’s heavy drawing on its credit with the IMF, and the 
repayment of French debts under EPU. These moves were 
partly offset by repayments from this country to the 
European central banks and EPU. ignoring special factors, 
reserves increased some £45m. by normal processes. 


GOVERNMENT SPENDING 


EXPENDITURE ‘BELOW THE LINE’ 


Government capital spending—expenditure ‘below 
the line’—is now running well below the current 
estimate for the financial year 1961-2. By August total 
expenditure in this category had reached some £270m., 
compared with an estimate for the whole financial year of 
£1,089m. A revision of the estimate is to be expected as 
a natural corollary of the ‘little budget.’ 


The charts showing Five Year Trends use mostly monthly or quarterly averages so that they are comparable with the 
charts alongside them showing the more recent trends. Details of the statistics used in the charts, and other related statistics, may be had on application 
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CAPITAL SPENDING 


FACTORY BUILDING APPROVALS 


The building order book remains at a high level. 
New orders worth £491m. were placed with builders and 
civil engineers during the second quarter of this year, 
compared with £521m. in the first quarter. The fall is of 
little significance as the first quarter result was an all-time 
high, and the position is still regarded as completely satis- 
factory. For the first six months as a whole, new orders 
were 9 per cent greater than in the similar period last year. 


MACHINE TOOL ORDERS 


The machine tool industry continues to flourish. 
The state of the export market is especially encouraging. 
At almost £29m., the export order book at the end of June 
was over £1m. up on the previous month. New export 
orders in the first half of 1961 were 11 per cent up on the 
same period last year. Although the order book for the 
home market was very slightly down in June, the overall 
figure for the month was £113.7m., compared with 
£17 2.5m. in May. 


HOME BUILDING STARTS 


House prices are rising sharply. According to the 
Co-operative Permanent Building Society, new house 
prices rose by 7 per cent during the first six months of 
this year. Prices of existing houses rose by 6 per cent in 
the same period. The increases were most marked in the 
higher price ranges, and in the London area. The building 
boom continues as strongly as ever. Starts in the second 
quarter totalled 96,000, compared with 73,000 in the first. 


CONSUMER SPENDING 


RETAIL SALES 


Retail sales have fallen off slightly after the ‘little 
budget.’ In August, the latest month for which complete 
figures are available, the index of retail sales was main- 
tained at 117—the record level which it reached in the 
previous month (revised figure). But since the index takes 
account of value as well as volume, the August figure, 
which reflects the price increases imposed by the Chan- 
cellor, conceals a slight drop in the actual volume. 


WAGE RATES 


A major battle between the Government and the 
Unions over wages policy is now almost certain to 
take place in the later months of this year. A strike 
threat in some field important to the national economy— 
—possibly road haulage—is expected to be made in the 
near future. Prior to the ‘little budget’ wages had shown a 
remarkable stability. In July, the latest figure available, 
the index rose only 0.1 point to 125.1. 
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industrial development schemes covered 30.8m. sq. ft. 
in the first half of the year. 


Home orders for machine tools rose by 4 per cent in the 
first six months of 1961. 


Export orders rose by 18 per cent. 
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Retail sales in August were 6 per cent up on the year. 


Average weekly wages in manufacturing industry are 
now £15. 1. 4d. 


CREDIT AND PRICES, PAGE 17 
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high 
standard 


The Royal Standard sets the 
world standard for quality and 
precision. Exclusive features: 
Magic Margin,Touch Control, Line 
Meter, Twin-Pak Smudgeless Rib- 
bon-Changer, Slip-Stream Silent 
Speed and Royaltone Colours head 
the list. It is the office typewriter 
with the highest records for speed, 
ease, durability,dependability and 
distinction. From f£ 71.10.0 

Royal McBee, 36 Worship Street, 


London E.C.2, MONarch 4020 


ROYAL STANDARD 


BUSINESS 
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Get facts faster with 


Here’s the simplest-ever way to analyse records, the quickest- 
ever way to get an answer. The Paramount Punched Card system 
brings hidden facts to light in a flash! You make decisions 
faster because you get the facts faster. Find out now how simple 
this system is... our advice is freely available at any time. 
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THE 
COPELAND=-CHATTERSON 
co. LTD 


London Office & Showrooms; GATEWAY HOUSE, 
1WATLING STREET, E.C.4. Telephone: CITy 2284 
Registered Office & Works: STROUD, GLOS. 


Branches at: Birmingham, Bristol, Cardiff, Edinburgh, 
Glasgow, Leeds, Leicester, Liverpool, Manchester, 
Newcastle upon Tyne and Sheffield. 

Agents in Ireland: 8 Crowe Street, Dundalk 


Agents throughout the World. 





Start 
practising 
TELECGONOMY 


Many famous firms do 


Teleconomy is the saving of money by the saving of time. You practise it by 
streamlining your communication network—the basis of business efficiency. 

Why not let our Teleconomy Advisory Service explain how planned 
communications can help your organisation to increase efficiency and reduce 


overheads? This service is always available and costs you nothing. 


Subscriber Trunk Dialling 


As the G.P.O. plan for subscriber trunk | 


dialling is extended so the need for Tele- more costly. Make sure that in your business, 
conomy is increased. Under the new system, staff can be speedily reached. Start practising 
local as well as trunk calls are paid for on a Teleconomy now! 


time basis and inefficiency becomes even 


For further information on our Teleconomy Advisory Service, visit Stand 
No, 35 at the Business Efficiency Exhibition at Olympia, October 2-11. 


-COMMUNICATION SYSTEMS LIMITED 


(A member of the Automatic Telephone & Electric group) 


NORFOLK HOUSE, NORFOLK STREET, LONDON W.C.2. TELEPHONE: TEMPLE BAR 4506 


DEPT 210, 
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CREDIT 


BANK ADVANCES 


The contraction of credit continues. Although no later 
figure than August is available for bank advances—when 
the total loans of the 11 London clearing banks fell by 
£98m. to £3,577m.—there is every indication that a further 
sharp reduction has taken place since. The raising of the 
bank rate to 7 per cent has contributed to this decline by 
encouraging overseas buyers of British goods to pay their 
bills more promptly, thus relieving the pressure on the 
banks at home. 


HIRE PURCHASE DEBT 


It is still too early to assess che effect of the ‘little 
budget’ on HP sales, but speculative buying in the 
previous month raised the total debt to a new record 
of £968m. This represents an advance of £11m. over the 
previous month. The rise can be largely attributed to a 
flourish in the car market, where credit sales were two- 
thirds higher than in July 1960. HP sales by household 
goods shops also benefited. 


PRICES 


RETAIL PRICES 


Retail prices have reached a new peak. As a result of 
the 10 per cent surcharges on revenue taxes imposed by 
the Chancellor in the ‘little budget,’ the August retail 
price index—the most recent available—rose one point to 
116. This is an all-time high. The Treasury had previously 
forecast that the surcharges would raise the cost of living 
by 1.1.5 points. 


RAW MATERIAL PRICES 


Raw material prices are expected to continue to 
fall slightly throughout the autumn. No figures later 
than July are available yet, but in that month the Board of 
Trade index of raw materials and fuel used in manufactur- 
ing industry stood at 100.6, 0.2 down on the month. With 
month-to-month fluctuations ironed out, this index is 
demonstrating remarkable stability. This time last year 
it stood at 100.9. 


TERMS OF TRADE 


The recent marked improvement in the UK’s terms 
of trade is expected to be maintained. In July, the 
latest figure currently available, the Board of Trade’s 
index, which measures import prices as a percentage of 
export prices, fell two points to 86. This was the most 
favourable result in the post-war years. 
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MONTHLY TREND 
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Bank investments fell by £1.8m. to £1,047m. in August. 


Hire purchase debt rose by 27 per cent in July, com- 
pared with 12 per cent in June. 


Debt owed to finance houses rose by £11m. to £662m. 
in July. 


FIVE - YEAR TREND MONTHLY TREND 











sve 


The Financial Times Index of Commodity Prices stands at 77.80, 1.26 points down on the year. 
The index of tramp shipping freights rose 1.4 points in August to 107.2 (1960: 100). 
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Tramp time charter rates rose 8.9 points to 117.9 (1960: 100). 


END 
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the new men...the computer-minded 


This is the age of computers—and pro- 
gressive men who use computers; of time 
saved, waste saved, money saved. Sooner or 
later you'll need a computer. Sooner than 
competitors—or later? The decision is 
yours. ... 

Another decision: which make of com- 
puter? Worth remembering . Ferranti 
offer a wider range of computers, programs, 


PROCESS CONTROL. A major chemical 


750,000 INSURANCE POLICIES are process- 


training facilities and services. And Fer- 
ranti developments include Nebula (Natural 
Electronic Business Language for com- 
mercial programming), Orion (new ‘“‘second 
generation’’ computer) and Atlas (most 
advanced super-speed computer system in 
the world). 

Look at three spheres of business where 
Ferranti have proved their worth... 


NOT ALL USERS ARE OWNERS. The Wimpey 


company is installing &@ FERRANTI ARGUS 
computer for complete automatic 
control of a manufacturing plant. 
The arous will replace about 100 con- 
ventional control devices and also 
provide information for analysis. 


ed monthly by each of the Perseus com- 
puters in Stockholm and Cape Town, 
which keep policies up-to-date from 
punched cards and also print renewal 
notices. By any standards, by far the big- 
gest job ever done on British computers 


Organisation bought time at Ferranti's 
London Computer Centre, using a stan- 
dard frame-analysis program on steel- 
work design for the new Ascot grand- 
stand. Many clients use Ferranti's ‘do- 
it-yourself’ programming aids 


FERRANT 1 ance OF COMPUTER SYSTEMS 


London Computer Centres : 68 Newman St. London W.1. (Museum 5040) and 21 Portland Place, London W.1. (Langham 9211) 
Works : West Gorton, Manchester 12 (East 1301 
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“Every day’’, said this Managing 
Director, “‘.we received orders and 
queries from some of our 1,000 
retailers. We certainly needed a 
reliahle index of these firms. 
But what type of index — and how 


to keep it up to date ?” 


“Fortunately, the index we chose has 


proved quick and easy to use; also 
it shows monthly and annual sales ; 
it serves as a circularising list ; 
it is valuable for credit control ; 
it indicates salesman’s efforts ; 


it never gets out-of-date.” 


‘Kalamazoo have given us all these 
benefits with their Strip Index.” 


Mr. R. Kitching, founder of Ron Kitching (Wholesalers) Ltd., 
Harrogate, says, “This patented chain-wheel is cotter-less, to permit 


speedy repairs —the Kalamazoo Strip Index gives speedy answers.” 


TO KALAMAZOO LTD., NORTHFIELD, BIRMINGHAM, 2 


Kalamazoo 


Please let me have details of Kalamazoo Strip Index 





Enquirers Name 
Name of Company 


Address 


BU.1061 


re 
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The Chairman’s in Manchester 
but the London meeting carries on 


by Creed! 











SEE US ON 


STAND No. 26 


at the 


ELECTRONIC 
COMPUTER 
EXHIBITION 





“Keep me in touch with what's happening 
at the London meeting," said the Managing 
Director a little plaintively. “I'm tied up 
with our Manchester branch for the next 
three days 
And it was as the Managing Director requested—by Creed! 
You see, there is really no distance between two Creed 
natter how far apart they are, they 
no taster way of doing business by the 
han Creed Speed. A single operation on a 
keyboard can deliver multiple copies of a printed message A 


to any number of receiving points simultaneously, thus attra 


@6000 


teleprinters and punched tape equipment 


Creed & Company Limifed TELEGRAPH HOUSE - CROYDON - SURREY I L 
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How well can your 


employees see? 


How many mishaps and accidents occur simply because someone has not 
seen clearly where he was going or what he was doing ? 


The Association of Optical Prac- 
titioners is convinced that an enquiry 
into this problem would be in the 
public interest. It is an enquiry in 
which all could participate; much of 
it requires no special qualifications or 
experience. 

If you know of any accident, 
serious or trivial (often only a hair's 
breadth divides the two categories), 
in which you think uncorrected defec- 
tive eyesight was the main factor, the 
Association of Optical Practitioners 
would be glad to have a note of the 
circumstances. 

Vision as a factor in road safety 
still fails to command the attention 
of the Ministry of Transport, despite 
the support given last year by the 
Press, the Royal Society for the 
Prevention of Accidents, the Pedes- 
trians’ Association, Members of 
Parliament and others to the A.O.P.’s 
campaign. All that was asked was 
that persons who require glasses to 
enable them to pass the number- 
plate-at-25-yards test for their driving 
licence should be required to wear 
them when subsequently at the wheel 

surely a reasonable enough request. 

On an average the eyesight of 
between 40 and 50 per cent of indus- 
trial workers is inadequate for the 
tasks they have to perform. The 
defects may be small but they can 
lead to anything from fatigue, 
irritability and headache at one end 
of the scale to a fatal accident at the 
other. 

C. S. Piick 
Public Relations Consultant 
4ssociation of Optical Practitioners, 
65 Brook Street, London, W.\. 
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Those Japanese copies 


Viadimir Wolpert. says that the 
obstacles to British trading with 
Japan are of a “psychological 
nature.”” Well, a world war leaves a 
big psychological backwash. One 
wonders if we would have helped 
Germany back on her feet so readily 
if her prosperity was not part of our 
Western Defence. 

He also suggests that the fear of 
Japanese buying for copying is based 
on “old prejudices.” On the contrary 
these prejudices are kept very much 
alive by the continuing spectacle of 
identical Japanese copies at half the 
price of the original. 

ARTHUR HEMSWORTH 


“ 


2 Broadway, 
Peterborough. 


To the defence 
of the temporary 


| am writing to you with reference 
to the article “The Temporary —a 
loan without interest” in your 
September issue. 

This agency has always under- 
taken tests of temporary staff, where 
their capacity is in doubt. In this 
respect, a complaint from a client is 
treated from a business point of view 
by an apology and replacement 
wherever possible. Upon interrogat- 
ing the temporary concerned one 
often finds it is a matter of personal- 
ity, and it is our practice to give any 
temporary three chances and then to 
dismiss her. 

The question of profit margins is 
a matter for each individual com- 





pany to determine and whilst the 
figure quoted is known to be reason- 
ably accurate, it should be remem- 
bered that it is a gross profit per head. 
The inference that agencies not 
attached to the Federation are less 
desirable is dangerous, and your 
contributor has, I trust, obtained 
proof backing statements of this 
serious nature. It would appear that 
this article is written after consulta- 
tion with the Employment Agents 
Federation, but it seems to me that 
the way in which it is presented does 
no good at all for the Employment 
Agency business or the Federation 
itself. 
K. C. Wuire 
Managing Director 
Office Services Bureau (Wood Green), 
1/3 Westbury Avenue, 
Wood Green, N.22. 


it doesn't pay 
to know too much 


With reference to your article 
“Training by Time Serving,”’. the 
system of three months in technical 
college, and then three months in the 
workshop is an admirable one pro- 
viding that the apprentice puts into 
practice on the machines what he 
learns in the classroom. 

Often the superior education of the 
apprentice is resented by the charge- 
hand or operative who ought to be 
giving him a helping hand. He be- 
comes scared of asking questions or 
seeking advice, and the practical 
know-how of the experienced worker 
goes to waste. Afraid of being ostra- 
cised, he plays down the extra train- 
ing that he is getting from the techni- 
cal college. 

Management should provide spec- 
ial apprentice workshops which 
though they work under normal con- 
ditions are not flooded with rush 
jobs, and where it is part of the 
charge-hand or operative’s job to 
assist apprentices to get the practical 
experience with which to back their 
theoretical study. 

Perer R. Mirron 
14 Redcliffe Square, 
London, S.W.10. 





Bell & Howell 
FILMOSOUND 640 
16mm Optical Magnetic 
Sound Projector 


COMPLETE VISUAL AID SERVICE TO INDUSTRY 


Rank Precision Industries also provide these vital 
services to industrial visual aid programmes: 

Lecture Theatre Equipment including seating, carpeting, 
black-out curtains, screens, chalkboards and, of course, 
cine and slide projection equipment. 

Complete Film Library Facilities including rentals of in- 
dustrial training, salesman training and entertainment 
films, distribution of sponsored films as well as full film 
studio and sound recording facilities. 


For more information 


write stating your requirements to: 
KS The Industrial Department 
RANK PRECISION INDUSTRIES LTD 


WORLD'S MOST ADVANCED 
PROJECTOR LETS YOU ADD 
YOUR OWN SOUND TRACKS 
TO FILMS 


FILMOSOUND 640 cives you cinema-quality pro- 
jection, high-quality optical/magnetic sound 
playback plus inexpensive sound recording facili- 
ties: all the advantages of a powerful sound 
projector and tape recorder in one! 


No specialized skill is required for recording sound 
effects, commentaries and translations onto 
existing sound or silent film. The ‘640’ is the 
first 16mm. projector to feature interchangeable 
plug-in magnetic heads for simplified recording 
and play-back. 


Even in a large auditorium, the amazing ‘640’ 
produces an extra-brilliant picture — makes the 
most of every detail with its powerful light output. 


Filmosound projectors are backed by world-wide 
after-sales service. To see and hear how Bell & 
Howell projectors can help you, ask us to arrange 
a demonstration for you now. 


Bell & Howell 
FILMOSOUND 631P 
Similar to the ‘640’ but with 
facilities for magnetic and 
optical sound play-back 
only. 


Bell & Howell 
FILMOSOUND 636 
Lightweight, fully portable, 
16mm. optical sound pro- 
jector. Perfect for lecture 
room or medium-sized hall. 


BE L L & HOWELL 


“i 


JN cine : EQUIPMENT 


NAME 


37-41 Mortimer Street, London, W.1. Tel: MUSeum 5482 
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When two by two 


isn’t fast enough 


One by one, two by two—the queue is the curse of the age. If it were only a question of a few 
people blocking the pavement outside the local cinema on Saturday evening, then nobody would 
worry. But to commerce and industry queues present problems which are very serious indeed. 
What is a queue ? It is a line of people at a ticket office, a cash desk, a works stores counter; 

a block of vehicles at a traffic intersection or awaiting service at a garage; a covey of aircraft 
circling unprofitably round a congested airport; a train of trucks idle in a siding; a stack of 
components waiting to take their place in a production line; a mass of liquid held back by 

an outlet pipe with too narrow a bore... 

What can be done about it ? Every individual queueing problem has its own peculiarities, which 
makes it impossible to lay down hard and fast rules. But mathematicians have evolved a fairly 
extensive Queueing Theory which provides a framework for the solution of simpler cases: more 
complicated queueing and bottleneck problems can be solved economically only by using 
high-speed electronic computers—by digital methods or by various forms of analog. To all such 
techniques C-E-I-R can bring to bear great skill and experience. 

The solution cf queueing and bottleneck problems is only one of the many scientific management 
services offered by C-E-I-R, the largest computer services organization in the world. At the 
London C-E-I-R Centre, with its advanced on-the-spot computer facilities, C-E-I-R are handling 
on behalf of clients a wide variety of operations ranging from routine Data Processing on a 
regular contract basis to the solution of the most complex industrial and commercial problems. 
If you have any problem, large or small, which can be solved by logical or mathematical 
means—then send for C-E-I-R. 


OPERATIONAL RESEARCH - SYSTEMS ANALYSIS - 

LINEAR PROGRAMMING - DATA PROCESSING - 

MARKET SURVEY ANALYSIS - BUSINESS STRATEGIES - 
CONSTRUCTION PLANNING - STATISTICS - MATHEMATICS - 
COMPUTER TIME 


Main Office: 84 Kingsway, London, W.C.2. Tel: CHAncery 1551 
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You need to send mailing pieces to some, if not all, of the people on your mailing list pretty frequently. Each 
time the address must be printed clearly and crisply. Every Eliotype Address Stencil gives thousands of clear 
impressions. The address is originally typed on the Eliotype Address Stencil with a standard typewriter. With 
Elliott equipment, addresses are automatically printed at high speed, selecting only those people whom you 
want to reach with the particular mailing. The Eliotype Address Stencils can also be used to form an efficient 
index and recording system, providing vital information in seconds. The range of hand and electrically controlled 
Elliott Addressing Machines can solve every type of addressing problem — yours, for instance — at remarkably 
low cost. To save time and money in your addressing, first send for an Elliott systems specialist (he can 
survey your addressing needs free and make expert recommendations without obligation) or write for free 
literature. Do it now. 


°5*2HILILICOIOT BUSINESS MACHINES LIMITED 


To ELLIOTT BUSINESS MACHINES LIMITED 
Please send an Elliott systems specia/ist. (PREFERRED DAY TIME 
OR: Please sena free literature. STRIKE OUT WHICHEVER DOES NOT APPLY 


To hel, you judge my particular requirements, the size of my mailing list is (in confidence) 


ELLIOTT BUSINESS MACHINES LTD. 
11-13 Southampton Row, London 
W.C.1. 

Telephone: HOLborn 1524/8(5 lines) Name 
LONDON - BIRMINGHAM 
MANCHESTER - EDINBURGH 

NEWCASTLE Address 


Company 
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PV 19: Me) ae ieh ithe by the Editor 


Chaps 
with sticky 


roblems 


Does modern industry, with all its vast paraphernalia of marketing, 


create artificial needs that should never have existed? Or does it mett 


real needs that formerly went unsatisfied? 


I had an object lesson in the answer 
to this conundrum when I visited the 
factory of Adhesive Tape Limited, 
makers of Sellotape, at Boreham- 
wood in Hertfordshire. Creative 
imagination discerning undefined 
needs and inventing a fulfilment has 
been the secret of this firm’s expan- 
sion. Instead of the simple, ubiquit- 
ous lengths of transparent cellulose 
with which it began, there are now 
some eighty different tapes, many of 
them with several varieties. 

For instance, from aircraft 
manufacturer one day came a request 
for a tape to guide the riveters in 
building fuselages. It had to be ad- 
hesive yet not adhesive, transparent 
yet visible. The answer, produced 
within a couple of days, was a trans- 
parent tape with narrow, coloured 
borders, alternating with adhesive 
and non-adhesive strips. On another 
occasion a librarian approached the 
firm with a plea for a special type of 
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Sellotape that would save the binding 
of his precious, ancient volumes. A 
small order this, but it was met. One 
bright person in the firm realized that 
with the increasing popularity among 
young men of motorcycling and car 
rallying as sports the drivers would 
want some means of showing their 
colours. An appropriate tape was 
devised. Incessant discontent with 
what it has is a profitable characteris- 
tic. 

Similar imagination was shown in 
the development of the firm’s plant. 
Built in the early fifties, it was 
designed by a member of the staff 
with architectural experience to fit as 
accurately as possible the flow of 
production from the raw material 
stage to the finished article. The 
advantage of this over building the 
shell of a factory and fitting produc- 
tion to it is evident even when the 
basic processes are as simple as in 
this instance. 


Rubber and petrol are important ingredients 


in adhesives 


This firm is very good at solving 
hard questions. But when I asked 
what I thought would be the easiest 
of all I received no reply: what 


makes adhesives adhere ° 


Education for work 


Training has become one of the 
magic incantations for industry in 
these days. It will not solve all prob- 
lems but few problems will be solved 
without it. The West Midlands 
Group of B.A.C.1.E. (British Associa- 
tion for Commercial and Industrial 
Education) has now provided a 
comprehensive report on vocational 
training in France from which much 
can be learned. 

At the heart of the French sys- 
tem is the Centre d’Apprentissage 
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What you see is the elegance and excitement of a 
big department store, but behind the scenes is a 
complexity of figurework—firmly controlled, at 
Browns of Chester, by Burroughs machines. 


THIS IS THE NEW FASHION IN FIGURES 


BROWNS OF CHESTER is the big depart- 


ment store well known as the ‘Leading 
Fashion House of the North.’ 





PROBLEM—to keep ahead of the masses 
of figurework involved in the Purchase 
Ledger. 


SOLVED—with one Burroughs Director 
accounting machine. 


RESULT—a staff saving of 20% paid for 
the machine in the first eighteen months. 
The machine has streamlined the Pur- 
chase Ledger: management is quickly 
supplied with day-to-day information, and 
production figures are available a week 
earlier. A survey was requested of work 
in other departments and, as a result, four 
more Burroughs machines were installed. 











DECIMAL CURRENCY! 
All Burroughs machines 
can be converted to 
decimal currency. 











SIMILAR PROBLEMS 
ARE BEING SOLVED EVERY DAY 
WITH BURROUGHS MACHINES 


=) Burroughs 


Burroughs Machines Limited, 356-366 Oxford Street, 
London W.1 Telephone: HYDe Park 9861 

Accounting Sales and Service facilities from 56 centres 
in Great Britain and Eire. Manufacturing in Scotland 
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MARCH OF BUSINESS 


which an apprentice may attend 
full-time for three years studying for 
a qualification. This is the usual 
length of an apprenticeship but 
production work is done during 
training with the approval of the 
trade unions. 

On this system B.A.C.1.E. passes 
the judgment. “Something similar in 
this country could go far towards 
solving the problem of firms that 
cannot or will not establish efficient 
schemes and provide satisfactory 
facilities of their own, but . . . young 
people are kept away from the at- 
mosphere of industry for far too long 
a period.” 

At the age of 11 children have the 
choice of remaining at the primary 
school or going elsewhere, a doom 
far more permanently damning, 
although freely embraced, than ever 
our 11 plus was. 

For good or il! French education 
has always notoriously been far more 
intensive than English. At the age of 
13 or 14 the French youth may start 
serious vocational training at a kind 
of technical secondary school before 
either going on to the university or 
to a Centre d’ Apprentissage. Alter- 
natively, he may fly higher by going 
to a National Vocational School. 

All this well developed vocational 
training raises the problem much 
discussed recently on this side of the 
channel as to the importance of liberal 
education. This has been well recog- 
nised. But the liberalisation is not, as 
it might seem here, the odd bit of 
culture tagged on. It is thoroughly 
integrated into the course of studies 
with the object of making the pupil a 
well developed person intellectually 
as well as technically. 

From the Institute of Personnel 
Management comes a broadsheet by 
J. R. Armstrong on training of a 
different kind—that of supervisors. 
It is worth noting that the formal 
programme for a training course out- 
lined in it lays considerable emphasis 
on the qualities supposed to be im- 
parted by a liberal education. The 
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potential supervisor is to be shown 
how his job gears into the general 
objectives and purposes of his firm in 
relation to the progress of the eco- 
nomic system. Vision is to be impurt- 
ed to him so that he will cease to be 
a rule-of-thumb man and be able to 
govern his little section of the world 
intelligently. 

Selection of supervisors is the more 
difficult because no yardstick of 
leadership exists and accurate mea- 
surement of its results is impossible. 
Yet some kind of aptitude test is 
worth having if only to convince 
others that promotion is not due to 
favouritism. 

Training for leadership is vital not 
only because natural-born Napo- 
leons are not to be had for two a 
penny but because in these days 
leadership is the superior substitute 
for the old sanctions of discipline 
that full employment has destroyed. 


2 


Uniting for strength 


In his address to the annuai con- 
ference of the Chartered Insurance 
Institute, F. R. Norton, F.LA., 
F.C.L1L., tried to justify the ways of 
business to the public in relation 
to takeover bids. But he solved 
two problems the public is puzzled 
about only with rhetorical questions 
that virtually re-stated the problems. 
If a company decide to follow the 
lead of others by seeking alliance 
with a friendly company, is it to be 
condemned ? If a company is promp- 
ted only by the desire for growth in 
acquiring the share-capital of another, 
is that to be condemned ? 

This is precisely what the uninitiat- 
ed public are asking, and a more 
substantial explanation would have 
been expected on this occasion. 

Mr. Norton was more at home 
when dealing with the ethical issues 
at stake in the technicalities involved. 
He strongly endorsed the view that if 
a person acquires 10 per cent of the 
voting power in a company he should 
be required under penalty to disclose 


the fact. He cited the American sys- 
tem whereby any shareholder with 
10 per cent of the equity should be 
treated as a director of the company 
to the extent that his dealings in the 
shares have to be recorded in a 
register a ailable to the members. 


Revolution without 
politics 

I was amused to notice that in his 
British Association address Nicholas 
Stacey, Economic and Marketing 
Adviser to the General Electric Com- 
pany, quoted with approval Canon 
Paley, the early 19th century divine. 
Canon Paley, it seems, argued that, 
“besides the production of provi- 
sions, there remains to be considered 
the distribution. It is in vain that 
provisions abound in the country 
unless I am able to obtain a share of 
them. Distribution, therefore, be- 
comes of equal consequence to the 
population with production.” 

Evidently, Canon Paley was better 
as an economist than as a divine, 
since he dimly foresaw the distribu- 
tive revolution that has distinguished 
the 1950’s, whereas his ideas in his 
other profession were long ago 
discredited. 

Mail order, supermarkets, retail- 
ers, co-operatives, discount houses, 
have all come into their own during 
the past decade. Whereas the middle- 
man was for long years the favourite 
target of political agitation, his 
importance is now diminishing in the 
normal course of economic develop- 
ment. Mr. Stacey believes that the 
distributive revolution still has far to 
go. Reduction of the labour force 
has just about reached its limit in the 
productive processes but has hardly 
begun in distribution. The financial 
advantages of closing the gap be- 
tween manufacturer and consumer 
have hardly been exploited. We shall 
see, he thinks, many more producers 
going into distribution and many 
more distributors producing their 
own branded goods. END 
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HAND 


is all that is 
needed when using 
the famous model 8] 


PUNCH HOLE 
RECORDER 


Combining the advantages of modern 
appearance and design, this recorder com- 
bines ease of operation with accuracy of 
recording. 

Available either with automatic solenoid 
operated printing mechanism or with 
manually operated printing lever, the 
machine is designed to cover up to 10 
registrations per day for a full seven-day 
week. 

Automatic two-colour mechanism is 
standard on both models so lateness and 
overtime can be recorded in red, thus 
minimising the work of the wages office. 

The Punch Hole mechanism, which also 


prepositions the card, is automatic, as is 
the day change, which repositions the card 
receiver at midnight. 

Driven either by synchronous motor 
operating on 220/240 volts A.C. or one min- 
ute impulse propellment through a Master 
Clock system, these metal cased recorders 
are of sturdy construction and pleasing 
design. 

Demonstrations arranged to suit your 
convenience. 


BLICK TIME RECORDERS LID. 


96/100 Aldersgate Street, London, E.C.1 
MONarch 6256 
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Vaybe not the furniture you or I would want to buy, or the way we'd 
want to buy it. But a planned attempt to cultivate a known market. 


Just what the 
Customer Ordered 


MANAGEMENT AT WORK 


“No frills’ shopping tor furniture 


Show it and it sells itself 
of over-enthusiastic sales talk. It is a good principle, and it has revolutionized the grocery and general provisions trade. 
But what if the customer is spending not a couple of bob but a hundred pounds ? Doesn’t he expect ‘“‘service’’? 


ILLIAMS Galleries don’t 
think so. After a successful 
experiment in east London, 
they have opened their second furni- 
ture supermarket at Kilburn. Instead 
of glamorous room-setting displays, 
articles are laid out together accord- 
ing to their kind. The customer is 
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faced with a vista of categorized 
furniture. In many cases a different 
category is staged on a different floor 
level, so that the eye travels easily 
from sofas to chairs to carpets. With 
this selection at his disposal the cus- 
tomer can go round pummelling the 
cushions and opening drawers until 


that’s the Supermarket principle. Let the customer decide without the embarrassment 


he fixes his choice on the right goods 
at the right price. Left to make his 
decision at leisure, facilities such as 
recorded music and a free buffet bar 
help him to relax and feel at home. 

I walked round the supermarket 
with Robert Williams, manager of 
the East Ham branch, and asked him 
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K 675 








The K825 armchair — indicative of the 
top level comfort and efficiency established 
and maintained throughout the fine range 


of Leabank steel office furniture 


LEABAN K 


Send for illustrated brochure and prices. 


LEABANK OFFICE EQUIPMENT LTD., 
50 CLIFTON HOUSE, EUSTON ROAD, 
LONDON, N.W. 1 


Member of the Owen Organisation 
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MANAGEMENT AT WORK 





if this system really worked with 
expensive goods: “Well it wouldn't 
work for the readers of the fashion 
magazines. But it is just what the £15 
to £20 a week industrial worker 
wants. He comes to an area like 
Kilburn where furniture shops have 
congregated. Then he may spend 
several Saturdays in and out of here 
and other shops in the neighbour- 
hood. If he needs help we have a staff 
of sales advisors, who work for a 
fixed wage and therefore have no 
incentive to rush the customer into 
hasty buying. This way they are 
content to part with a £100 because 
they have proved to themselves that 
it is a competitive price.” 

There is also one service that the 
Supermarket can provide which 
others cannot. They can ascertain 
quickly the popular lines and buy 
them in bulk. With good storage 
facilities this means that they can 
deliver out of stock in a week to ten 
days, whereas it often takes three 
months to fulfil orders for the more 
fashionable lines. This satisfies one 
of the primary aims of supermarket 
salesmanship: off the shelf and into 
the shopping bag. Obviously the 
system would not work in the West 
End, but this is organized trade for a 
known market. And the customer 
appears to like it. 


Tickets, please ! 


There are two problems which 
must be common to practically all 
manufacturers of durable consumer 
goods, whether they operate by unit 
construction or mass production. 
These are the need to prevent pilfer- 
age of components which are often of 
considerable value in themselves, and 
the need to ensure that all stages of 
production have been properly com- 
pleted. The answer to both lies in an 
effective system of stock control 
which operates right through the 
manufacturing cycle, from the mom- 
ent the product begins to take shape 
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to the moment the finished item leaves 
the despatch warehouse. 

Such a system has been devised by 
Decca in conjunction with Tickopres, 
the label specialists. By it, Decca 
radio and TV sets are “controlled” 
from the bare chassis stage, through 
the production line, to the very point 
of sale in a dealer's shop. 

The system is based on a work- 
ticket made of light card, with an 
eyehole to allow it to be strung on the 
set. Down either side of the ticket are 
small self-adhesive labels that serve 
as control coupons. On a glassine 
backing, these coupons may be peeled 
off and affixed to the set, production 
sheets and record cards as required. 
Each coupon is printed with a brief 
description of the stage of manufac- 
ture which it represents. 

The serial number of the set, and 
its model number, must be printed on 
each control coupon. But to have the 
tickets fully preprinted with even this 
small amount of changeable detail 
would have been a complicated and 
expensive business. So the basic 
tickets are printed with no more than 
the detail common to all sets in pro- 
duction, and the changeable data is 
overprinted by a Tickopres machine 
at the factory. The serial number of 
the sets, which alter with each ticket, 
are added by two automatic number- 
ing units. 

After they have been overprinted, 
the work-tickets — still on the reel - 
are passed to the assembly-line. A 
girl detaches a ticket and ties it to the 
chassis of the set. Then she peels off 
the first self-adhesive label and fixes 
it to the chassis. 

And so on for the rest of the set's 
journey through the works. At 
various stages coupons are detached 
from the control ticket and stuck to 
production sheets or control cards. 

The production sheets provide an 
up-to-the-minute check on the num- 
ber of sets of any particular model 
actually in production, and from it 
are compiled the works production 
Statistics and the daily bonus data. 


The control cards, which are initiated 
at the warehouse stage, provide what 
Decca executives regard as “positive 
proof” of the stock situation. 

Each operation in the manufacture 
of a set is recorded via the work- 
ticket and its detachable labels. If a 
control coupon remains on a ticket, 
this indicates that the set in some way 
has missed that particular operation. 

Movements within the factory are 
covered by this system. Chassis at 
various stages of production are often 
issued from the factory to other 
departments needing them - to the 
laboratories for testing, to the service 
department for replacements, and so 
on. Before the present control system, 
there was virtually no check on 
component disposal. 

The efficiency of the system is not 
impaired, according to Decca, by 
deluge orders which radio manufac- 
turers experience from time to time. 


Success for 
lend-lease 


An assured future seems to be in 
store for the plant hire firms. Finance 
houses which are now offering leasing 
facilities to industry are beginning to 
experience good business. The most 
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“That’s the man to watch, J.B., 
—he’s after one of our jobs.” 
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MANAGEMENT AT WORK 





recent arrival, the Equipment Leasing 
Company (launched too late for 
mention in our survey on page 87), 
reports that the number of inquiries 
have greatly exceeded expectations. 
The new company will concentrate 
at first on providing finance for the 
leasing of industrial plant and 
machinery, but it may extend its 
activities later to cover vehicles and 
the more extensive contract leasing, 
which will also include the provision 
of manpower. British manufacturers 
will also be offered facilities for 
operating their own leasing pro- 
grammes in conjunction with ELCO, 
One of the leasing companies 
already in the field is closely associa- 
ted with American interests. But 
Equipmeni Leasing takes the tie- 
up one stage further. The chairman 
of the Board is H. L. Meckler, who is 
also President of Lease Plan Inter- 
national of New York, one of the 


largest buyers in the world of vehicles, 
aircraft, railway wagons and surface 
mining equipment. The British firms 
which have joined with Lease Plan in 
forming the new company are 
Hambros Bank, Phoenix Assurance, 
and Cable and Wireless. 


School for exports 


This country’s first export school 
for senior executives was opened last 
month at Sundridge Park Manage- 
ment Centre. The new Export Centre, 
housed in a separate building on the 
Sundridge estate, will hold three week 
residential courses at regular inter- 
vals. 

The courses have been planned in 
consultation with a special advisory 
committee set up for the purpose by 
the FBI. They are intended exclusiv- 
ely for top management. All the main 
factors affecting export policy and 


cussed are aimed to apply equally to 
large and small organizations, irres- 
pective of the type of product 
manufactured. 

Courses will cover such subjects 
as the selection of markets, the 
conducting of market surveys, the 
appointment of selling agents, meth- 
ods of determining prices, the control 
of overseas sales forces and the most 
appropriate forms of advertising. 
Special attention will be paid to 
trade with the Common Market and 
the Communist countries. Lectures 
will be given by members of the Sun- 
dridge Park staff and also by visiting 
speakers from industry, government 
departments, and other official bod- 
ies. 

Sundridge Park Management 
Centre was established in 1955 as a 
non-profit making, educational trust 
with the aim of providing first-class 
facilities for the training of senior 


largest leasing companies in the 
United States and one of the three 


marketing procedures will be studied. 
The principles and techniques dis- 


management and the development of 
executive talent. END 
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Learn French as naturally 
as he did — by listening 


He learnt French as a child by listening to other people. 
You can do exactly the same through Linguaphone. The 
only difference is that you listen to the voices of dist- 
inguished speakers and professors on high fidelity gramo- 
phone records. What they say is especially designed to 
help you learn the language in a short time—an incredibly 
short time 
Learning by Linguaphone is pleasantly relaxed. The 
process of learning almost takes you by surprise. You find 
yourself speaking the language, capturing the right accent 
and intonation without any particular effort. To make 
sure you learn the written language at the same time, you 
follow each lesson in an illustrated textbook 
You learn French—or any other of thirty five languages 
at your own speed, and you enjoy learning it. Your new 
language will prove an invaluable asset when you deal 
with overseas clients or business contacts. 


Post the coupon below for the free 26-page booklet and 
details of the week's free trial offer. 


LINGUAPHONE for sanguagee 


To the LINGUAPHONE INSTITUTE (Dept S2) 
Linguaphone House, 207 Regent Street, London, W.1 


Please send me, post-free, your 26 page book about Linguaphone and 
details of the week's free trial offer 

. 

1 am interested in learning 

Spanish Italian 


French German 


Other languages 

for . purposes 
NAME 
ADDRESS 
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New simple ‘TURN and 
LOWER’ action for 
easiest ever instaiila- 
tion and maintenance. 


G.E.C's new positive bay- 

E x EF ¢ uU T q VW i a see * onet fixing with ‘turn and 

lower’ action means 

EXECUTIVE glasses can 

A new range of commercial lighting be fixed or removed in an 

Bis instant, saving time and 

y money on maintenance 

and lamp replacement. 
(Patent applied for). 


fittings, pendant and ceiling type, offering 
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if 
a wide choice of glasses, reflectors, \ £ 
skirts and suspensions, based on a quite 


small number of standard components. ee Ti } EXECUTIVE suspensions 
‘ i in ten different lengths are 
This is EXECUTIVE lighting, elegant, | either § in. silver anodised 


versatile and easy to maintain. aluminium tube or this 
new steel reinforced white 


Particularly suitable for offices, shops j flexible with positive and 
independent anchoring 
system top and bottom. 
(Patent applied for). 


and stores, schools and public buildings. 


Internal locking screw on 
lampholder prevents un- 
screwing when relamping. 


LIGHTING & HEATING GROUP, THE GENERAL ELECTRIC CO. LTD., MAGNET HOUSE, KINGSWAY, LONDON, W.C.2 





R EVOLUTIONARY N EW 
Enables finished construction at 


4000 sq. ft. of Floor Area Per Day 











95°, FACTORY BUILT - Terrapin building units are constructed 

under closely controlled manufacturing conditions from high quality 

materials. Each Terrapin “Building Unit" (the basis of all Terrapin 

construction) is completely finished in the factory incorporating 

interior and exterior decoration, glazing, roof coverings, floor cover- 

ings, and electric lighting installation. 

A BETTER BUILDING -FASTER- Transported to the building Left to right 


OLIVE GREEN 


site in folded condition Terrapin “Pack Units" can be erected to form ya 
MUSTARD YELLOW 


single or multi-span buildings of almost any shape or size faster than 


by any other known system of construction. 

A QUALITY PRODUCT -High standards of workmanship and materials, backed by rigorous testing 
and inspection during manufacture, are the hallmark of Terrapin buildings. Proof of their quality and perform- 
ance is substantiated by an ever increasing demand from all branches of Industry, Commerce and the Social 


Services. 





MOBILITY - As quick and easy to dismantle as to erect, Terrapin’ Pack Buildings” can be moved when you 
like - where you like - and as often as you like - speedily and at extremely low cost. 










BUILDING SYSTEM 


Terrapin pack building units can be used to create modern 




















functional buildings of superb quality. They can be erected 
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end to end and side to side to form buildings of almost any 
size and any ground plan, faster than by any other known method. 
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Now 4 External Colour Schemes from 
which to Choose............ 


....in addition to our standard external finish in varnished AFRICAN 
UTILE HARDWOOD. These new colour finishes are in highly durable, 


low maintenance textured paint. 


A full colour brochure and a copy of the Terrapin price list, which enables 
you to make up your own preliminary estimate of cost, will be mailed to you 
by return post. Complete the coupon and post today. 


Please send me by return post 
your “Brochure & price list”. 


Name 

** Bring you tomorrows buildings today” (Block capitals please) 
Compan 

TERRAPIN LIMITED ee 


P tic Sompany 
Haddon House, Fitzroy Street, London, W.1 esition in Company 


Telephone: Langham 0611. Private Branch Exchange Address 
Telegrams: Terrapin Wesdo London. 














FLOW PRODUCTION 


Whilst design and appearance must be important considerations when 
planning offices, our concern as Organisation & Methods Consultants is 
primarily one of function. 

‘846° unit furniture has therefore been designed on scientific principles, to 
permit flow production in the office by siting the units on proven O & M 
lines to obtain substantial savings in time, effort and space. Nevertheless, 
the furniture itself is an outstanding example of modern design combining 
wood and steel, with colour to harmonise, for maximum efficiency. 





To ensure that these units are used to the best advantage, we offer an Office 


a 


Planning Service to British Industry, and its Professional Advisers, free and 


UNIT FURNITURE without obligation. Send for our booklet ‘A New Concept in Office Planning.” 


Trade Mark Shannon 





4 THE SHANNON LIMITED, 86 SHANNON CORNER, NEW MALDEN, SURREY 
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BUSINESSMAN’S LAWYER 


Must | pay if my 


employee drops a brick ? 


Y client was a very worried man. “I've always 
realized that by forbidding smoking in my 
factory, some of my employees would sneak 
off to see a man about a dog-end, so to speak. But I'd 
never realized the real danger — that surreptitious smok- 
ing and the furtive stubbing out of tell-tale butts might 
lead to fire. And last week it did. 
“The whole place went up. What's more, valuable 
goods belonging to customers were destroyed, and I'm 
not covered by insurance for them at all. 


“Am [I now obliged to compensate the owners of 


those goods, when I'd taken every reasonable and proper 
care for their safety? After all, while they were damaged 
because of the negligent act of my servant, that act was 
forbidden by me.” 

The basic rule in such cases is simple. We are liable 


to pay up when damage is caused by the negligence of 


someone acting on our behalf — that is, by an employee 

acting in the course of his employment. But what 
is ‘in the course of a man’s employment’ ? To take my 
client's case, his servant was not employed to smoke, or 
allowed to do so while working. So was his wrongful 
and negligent act done ‘in the course of his employ- 
ment’ ? 

Not long ago, for example, the Courts had to decide 
the case of two boys who were stoking a stove in their 
factory. One of them pulled out a red-hot poker and 
waved it at the other boy’s leg, to “make him jump’. The 
lad jumped all right... . but the poker set light to 
his apron and he was seriously burned. But was his boss 
liable in respect of those burns ? Were they caused 
by the other boy ‘within the scope of his employment’ ? 
The Judge decided that they were. The boys were 
employed to stoke the fire and they skylarked around 
while doing so. To the extent that the injured boy was 
hurt by the negligence of the other boy (and not, that is, 
through his own fault) the master was just as much to 
blame as the lad. 

The test, you see, is not whether the wrongful act was 
forbidden 
the employment. 

But my client's man had left his actual work when he 
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only whether it was done in the course of 


caused the damage. He was, it might be argued on ‘an 
independent frolic of his own’. 

Suppose your van driver is delivering goods for you 
and causes an accident, then you will have to pay up 
But if he goes off his route and races a friend down the 
M.1 and negligently causes damage while doing so, you 
will not be liable. The damage was not caused ‘in the 
course of his employment’. 

The difficulties arise, of course, in the borderline 
cases - where the driver goes off in your van to get a 
bite to eat, and deviates from his route, or where my 
client's employee leaves his work for a forbidden smoke, 
but does the damage on his master’s premises and in 
working hours. Here one cannot definitely say whether 
or not the Courts will hold the master liable. For this 
very reason, many such cases are settled by agreement 
out of court. 


* * * 


All this does not, of course, imply that the employee 
is not himself liable in law for the results of his own 
negligence. The fact that the boss may be responsible as 
well does not free him from liability. The reason why 
the boss gets sued is that the employee is so often not 
worth powder and shot. But he can be sued, and 
sometimes is. 

What's more, an employer is entitled, in theory at 
least, to be indemnified by his servant in respect of any 
losses suffered by him as a result of that servant's 
negligence. But in practice, this is usually a hopeless 
proposition. 

Incidentally, under the Truck Acts, you cannot recoup 
yourself by making deductions from your employee's 
wages without his consent. 

As for my client, he was advised that if his case came 
to court, he would probably lose. But room for doubt 
gave him good grounds for bargaining. The other side 
eventually agreed to take fifty per cent of what they 
might have won. It was a classic case of the bird in 
the hand...... END 
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PUNCHED CARD AUXILIARY EQUIPMENT 


VISIBELL HIGH SPEED PULLING FILES 
(British Patent 721954) 
DESK PULLING FILES—Sitting or Standing height 
incorporating the VISIBELL UNITRAY fitted with 
the POSITIVE V angled card controllers. 


VISIBELL CARD SUPPORTS—49 and 80 col. 


(British Patent 695801) 


VISIBELL LIMITED . ALDERMOOR LANE . COVENTRY 
Telephone 52689 











Why have the cost and 
mess of using carbon 
when with Wilkes 
RIBBON FEED for 
ICT (Hollerith) 
Tabulators you can 
eliminate it altogether? 
RESULT—New economy 
in stationery, whilst time 
ca tbon Savi n device previously lost through 
g handling carbon is now 


available to boost form 





output. 

y ers i , Designed for Series 800 
for 1-C-T- (Hollerith) Tabulators sar, =} lesen 
%*& 5 part sets without carbon new attachment is 


available on rental terms. 
Send today for further 
details or see it 
demonstrated on 


STAND 145 (Gallery) 
JAMES WILKES LTD Business Efficiency 
Exhibition, 


BILSTON © STAFFS - PHONE BILSTON 41971 2nd-11th October. 


%* Tabulating capacity increased by 10% 


SUS YTNE S'S FORMS FOR Raw eB: PURPOSE 
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Growing a 
computer... 


You're managing a successful business and you've 
heard that computers can help you reduce all that 
untidy paperwork, perhaps even save you a pound or 
two. Philpotts have one. Doing very nicely they say, 
but it’s so fast that they're running out of work for 
it. They say it cost a packet. 

Jenkings Mail Order have had one for a couple of 
vears but it’s having to turn work away. They bought 
a small one and it’s reached its limit, what with all 
the payroll, stock control and invoice problems 
they're asking it to do. 

How can you think of buying one when you hear 
so many conflicting reports? But you feel you ought 
to be doing something about it—not just because it’s 
the ‘OK thing’ to buy acomputer this year—but you've 
a sneaking suspicion that there might after all be 
something in all that talk about electronic data pro- 
cessing, high speed access times and ferrite stores. 

After all, the days of the dabbler have gone; the 
people who are buying computers these days are hard- 


se=) 
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See us on Stand 6 at the Computer Exhibition, 
Olympia, 3rd—12th October 





headed business types and who would deny that you 
are a hard-headed type? 

Down at Newport, Mon., they GROW computers 
for you, to any size you need. You can start with a 
compact thirty-thousand pounds job which ought to 
keep you happy for a while— maybe for a lifetime. 
Once you've got it and it's become a full-time member 
of your staff, you might find you need a bigger one. So 
you ring STC. 

Your STANTEC COMPUTING SYSTEM grows by 
stages to fit your needs. No growing pains either. 

It may be that your 


tantec 





system will grow until 
it’s worth a couple of hundred-thousand! Yes that 
sounds a lot, but not if you consider that by that time 
it will have more than paid for itself. 
Your business is bound to expand, so be sure the 
expansion is well controlled and use a STANTEC 
system which can expand at the same rate. 


Standard Telephones and Cables Limited 


INFORMATION PROCESSING DIVISION: CORPORATION ROAD 


NEWPORT MON. 
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11 Nominal or Private 
The only ledger specially designed 
for this work. Never full. Compact 
ind scientific. 
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Your Accountancy records 
destroyed? Not with the unique 
Kalamazoo-Chubb Card Fast equip- 
nent. Efficiency and protection. 
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Unlimited copies, 
individual directors 


Fire whoosh ! 


Viinutes 


binders 


lor 


Ledger 


or Committee 


members. A master reference index, 


automatically built up, of past 
minutes either in full or abbreviated. 
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Hirer’s card, collector's 
written simultaneously. Increased 
protection. Less work, more calls. 
\ happy solution. 


Hire Purchase 


record 


KALAMAZOO L1tp.. 
BIRMINGHAM 31 
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Short of typists ? 


Then take a long look at 
Auto-ty pist 


Don't be handicapped by the shortage of 
staff and ever-increasing wages. Auto-typist produces 
3 to 4 times as many perfectly typed letters as a 
skilled typist and can pay 
6 months. 


typing 


for itself in less than 
But let us send the full facts and tell you how many 
companies, large and small, from all branches of 
their typing 


dictating problems with Auto-typist. 


industry, have already solved and 


-Auto-typist 


Ve 


Auto-typist Division (Dept. E) 
BRITISH EQUIPMENT CO. LTD. 


ixworth House, Ixworth Ploce, London, $.W.3 Kensington 3491 (7 lines) 
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Electrical Aids in Industry 


Data Sheet 


Factory Heating—2 


It is impossible in this Data Sheet to 
describe in detail every type of electric 
heater on tse market, but a representative 
selection is dealt with below. Each type 
of building presents its own problem, and 
the best plan is to seek advice from your 
local Electricity Board, who will always 
be pleased to help. 


‘OFF PEAK’ ELECTRIC HEATING 


Because the ‘off peak’ load makes use of 
generating and distributing equipment when 
it would otherwise be idle or underloaded, 
the Electricity Boards offer cheap * off peak’ 
tariffs. Three types of ‘off peak’ heating 
systems are available, namely: 


(a) Hot water storage heating: This consists of 
a conventional hot water radiator or panel 
heating system through which hot water 
from a large storage vessel is circulated. The 
water in the storage vessel is heated electric- 
ally during the * off peak’, low-tariff hours 
and is circulated when required through the 
radiators or panels. 


(b) Block storage heaters: These heaters 
consist essentially of a number of firebrick 
blocks which are heated up during the ‘off 
peak’ hours by means of suitable electric 
heating elements. The storage heaters are 
clad with a layer of suitable heat-insulating 
material and are housed in a sheet metal 
casing, the design being such that the stored 
heat is gradually dissipated throughout the 
day by means of radiation and convection. 
These heaters can easily be installed in 
existing buildings. 


(c) Floor warming: In an ‘off peak’ floor 
warming installation, electric heating cables 
or ducts housing withdrawable cables are 


Plan “ew of room Isometric view of heating cable 


embedded in the concrete floor of the build- 
ing. The cables are switched on and the floor 
is heated up during the * off peak * hours, and 
the mass of concrete and screed of the finished 
floor has sufficient thermal storage capacity 
to heat the building during the period when 
current is not available. This method is only 
applicable to new buildings. 


DIRECT ELECTRIC HEATING 


(a) Unit heaters: These consist of a bank of 
electric heating elements fixed in a casing on 
which is mounted a fan which draws or 
blows air over the heating elements and 
discharges it in the required direction. Such 
units are mounted on the walls or stanchions 
or hung from the roof members in appropriate 
positions throughout the works. 
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(b) Infra-red heaters: These consist of heating 
elements usually of the sheathed metal or 
silica tube type mounted in a_ polished 
reflector. They operate at temperatures from 
700 to 900°C, and give off the greater part of 
their heat output by radiation. They are 
mounted overhead and are particularly useful 
for providing local areas of comfort in spaces 
not otherwise heated. 


(c) Tubular heaters: These take the form of 
tubes approximately 2” in diameter contain- 
ing an electric heating element and are avail- 
able in lengths from 2 to 17 ft. The normal 
loading is 60 watts per foot run and the sur- 
face temperature is from 180 to 200°F. They 
are usually placed round the walls at skirting 
level, but also can be used at high level in 
order to prevent downdraughts. 





For further information get in touch with your 
Electricity Board or write direct to the Electrical 
Development Association, 2 Savoy Hill, London, 
W.C.2. Telephone: TEMple Bar 9434. 


Excellent reference books on the industrial and 
commercial uses of electricity and reprints of 
articles and papers are available. 

E.D.A. have available on free loan in the U.K 
a series of films on the industrial uses of electricity. 
Film and Book catalogues and Publications List 
sent on request. 





industry 


benefits in public relations, publicity, selling, 
staff recruitment ard training. 


Each in their turn the different facets of 
industry need to be brought into focus to 
clarify the true picture for staff or public. The 
work of Turners’ highly skilled op2rators has 
already brought profit to industrialists 
throughout the country 


You are invited to write, ‘phone or call for details. 


TURNERS 


Film Productions 


Camera House, Pink Lane, Newcastle upon Tyne, I. 
Telephone: Newcastle 2-539! 


are you a RUBBER BANDSMAN? 


RUBBER BANDS of suitable size 
and strength can cut costs consid- 
erably and speed up production. 
In almost every industry rubber 
bands can be used to great advantage. 
We will gladly suggest ways in which 
{rubber bands can save 

your time and money. 

*« Simply write or ‘phone 

for samples, details and ideas to 


COOMBS OF SURBITON 


Sole manufacturers of *‘STANDARD’'BRAND Rubber Bands 
H. A. COOMBS LIMITED, Standard Works, Red Lion 
Road, Surbiton, Surrey. Telephone: EL Mbridge 5201. 
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reflected in the lens 


IS AN ABIX 
CYCLE STAND 


1 rh A 
s\ S70 
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REQUIREMENT 


ABIX Cycle Stands are constructed of 
steel throughout, stove enamelled green 
Roof sheeting is normally of galvanised 
corrugated sheets. lf required, sheeting 
can be supplied in Alum sm or Asbestos 


Over 30 different types 


Write for illustrated Brochure 6/1 


ABIX (METAL INDUSTRIES) LTD 


Stee! Equipment for Office and Factory 


Pool Road, West Molesey, Surrey 
Phone: Molesey 4361/3 Abix 
Also manufacturers of Partitioning, Shelving, Stcillages and Pallets 
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Stencil 


Nothing is quite so economical 
as a Gestetner stencil duplicator 
always ready for rush jobs at high speed, 


for prestige jobs at low cost 








et it 
Get < 


estetnere 


stetner 


Offset 


Gestelith, today’s most advanced 


offset duplicator, makes all the potentialities 





of a versatile printing process 


available in your own offices 














y wre invited to visit STAND No. 28 
at the Business Efficiency Exhibition 48 BRANCHES COVER THE COUNTRY 
October 2rd —1 1th Olympia STENCIL- OFFSET 


GESTETNER DUPLICATORS (B.S.0.) LIMITED, GESTETNER HOUSE, 210 EUSTON ROAD, LONDON, N.W.1. 
OCTOBER, 1961 
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THIS 

BOOK 

Is 

FOR 
INDUSTRIAL 
FILM 

USERS 


This is the G.B. Film Library’s new catalogue, prepared 
specially for Industrial film users. In it are complete details of 
all the salesman-training and other Industrial and Technical 
training films and filmstrips which are available. If you use, 
or plan to use, films for Industrial training or as an inform- 
ational service, this catalogue will prove an invaluable aid. 


INDUSTRIAL TRAINING FILMS. Covering salesman-training, com- 
munications, management-training, work study etc. 


TECHNICAL FILMS & FILMSTRIPS. Specially selected from the G.B. Film 
Library's Educational Library. For technical training of 
apprentices and industrial students. 


SPONSORED INDUSTRIAL FILMS. Free loanfilmson building construction, 
business methods, economics, manufacturing etc. 


SOUND FILMSTRIPS. New material for the training of salesmen. 


THERE IS ALSO INFORMATION ABO UT THESE FURTHER SERVICES 
* 16mm entertainment films—the ideal welfare amenity. Catalogue 
listing over 1,400 feature films and shorts—2/6d post free. 


* 16mm sound recording and technical services for the industrial film 
maker. 


* Sponsored Film distribution. * Mobile projection facilities. 


Tr -------------- 


).: G.B. FILM LIBRARY, |. Aintree Road, Perivaie, Greenford, Middlesex 
PLEASE SEND US A COPY OF YOUR LATEST INDUSTRIAL CATALOGUE | 


We are particularly 





Complete 
and post j Name sali i 
this coupon 
Organisation _ 
for a copy | 








Address 
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rS G.B. Film Library 





1, Aintree Road, Perivale, Greenford, 
Middlesex. (PERivale 6666) 
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(Props: Rank Precision Industries Ltd,) 























“Yes,” I said. “By using Speedry Stencil 
Kits. With Speedry outfits we can stencil 15 
times faster and they're instant-dry, water- 
proof, and in several ink colours. And while 
we're about it, what about some Speedry 
Magic Markers for the stores and Speedry 
Brushpens in the office? We could speed up 
everything with Speedry!” 





Please write to us for literature and details 
of your local Industriai Products Distributor or 
call at our Stand, No. N.S at the Factory Equip 


ment Exhibition (Earls Court, November 13th 
18th) 


Speedry Products Limited, 

83 Copers Cope Road, 
Beckenham, Kent 

Telephone: BECkenham 50239 
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Whether you are interested in the transformation of existing 
offices or the conversion of open floors into immaculate suites, 
Harveys will be pleased to assist in laying out and detailing the 
interior to your specific requirements. Wide experience in plan- 
ning commercial installations is backed by extensive manu- 
facturing resources. Harvey and Harvey-Milner ranges of 
Office Furniture make full provision for the individual working 
needs of each member of an organisation, and efficient Parti- 
tioning service takes care of any space-dividing problem. 
Please ask for literature. 


OFFIGE FURNISHING & PARTITIONING 


Users include: Barclays Bank Ltd., British Broadcasting Corporation, 
The Daily Mirror Newspapers Ltd., The Financial Times Ltd., 
Ford Motor Co. Ltd., Gillette Industries Ltd., Westminster Bank Ltd. 


PEtasa@ G.A. HARVEY & CO.(LONDON) LTD. whoalso make Lwarvey | Milner | 


HEAD SALES OFFICE: VILLIERS HOUSE - STRAND - LONDON WC2 
Tel: WHItehall 9931-7 Telex: 24380 Gahsales 


HEAD OFFICE & WORKS: WOOLWICH ROAD: LONDON SE7 
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Wonene nl 
(\ N Who worries about inky fingers For a good impression 
Ai every time—it’s Columbia 


‘ ’ 9 
: ; when ‘Clean Hands’ is available? Tien - Merathen 
AND The modern cleaner—kind and Black Diamond Classic 
es ic al i ia . Nonstick - Readymaster 
gentle in its action, it removes all Clean Hands 
~~ td Hectograph, ink, ribbon and carbon 
stains from hands quickly and ' 
completely. ‘Clean Hands’ is so GULL LA 
handy to have about the office, i <I a 











home or factory. 





COLUMBIA RIBBON & CARBON MANUFACTURING CO.LTD - KANGLEY BRIDGE ROAD - LOWER SYDENHAM - LONDON - 5.E.26 


Factories in New York, California, Toronto, Buenos Aires, Sydney N. S.W. 


CA/86 
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they make things simpler 


Honeywell know how to put simplicity into complex electronics. 
They have designed electronic computers that work from a language 
of simple words. They have taken ‘the modular’ idea from architecture 
and used it to re-design process controls as simple plug-in units. 
They have built a range of room thermostats without moving parts 
. .. Honeywell’s ability to keep things simple and make them work 
automatically means faster output from offices, greater productivity 
in factories, more comfort in the home. This is now not simply a 
success story—it’s a world-wide tradition. 


Howey, Coabals Wor Ey shoe 
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THE H-800 

symbol of Honeywell’s international 
leadership in electronic data 
processing—can do 8 jobs at once 
and correct its own errors unaided. 
HONEYWELL CONTROLS LIMITED 
Greenford Middlesex Waxlow 2333 
Sales Offices in the principal towns 
and cities in the United Kingdom and 
throughout the world. 


Honeywell 
H Fit in Coittol 





The Econojet Attachment in use with 
Econoset Continuous Stationery is 
designed, by streamlining typing operations, 
to eliminate billing problems. 

The Econojet fits any standard 

typewriter, needs no special form of 

carbon paper or punched holes in 

the stationery and is capable of 

handling extra copies if required. 

Output can be increased by 78 per cent. 








A complete service comprising 

business survey, form design and printing 
is at your disposal. 

Equipment is supplied at no capital cost. 
PETTY AND SONS LIMITED . LEEDS 12 
Telephone Leeds 32341 

STAND No. 3 

BUSINESS EFFICIENCY EXHIBITION 
OLYMPIA - LONDON 

2nd - 11th October, 1961 


Pre-sensitized plates are more 
easily prepared on the 


HUBEX 


AUTOMATIC VACUUM 
PRINTING FRAME 

















Satisfaction 
guaranteed or 
equipment 
replaced 


£3:15°0 


Dk VkRED Fie f 


Brand new—-Manufactured in @ 
our own works 





Shelves adjustable every inch @ 

Heavy gauge shelves will carry @ 
400Ib. distributed weight each 

Stove enamelled dark green @ 

6 shelves per bay Extra @ 
shelves 8/- each 

Quantity discounts @ 

Other sizes available. Also available 

in white at £5 per bay. 





An automatically operated vacuum frame for all small-offset 
plates, complete with light source and facilities for preparing 
negatives same size as original. HUBEX plates and supplies 
suitable for use with * Rotaprint " and ‘ Multilith " machines 
Hubex House, Emerald Street, W.C.1. 
Tel.: CHAncery 6511-3. 


N.C.BROWN LTD 


Also at Birmingham, Bris 
ol, Edinburgh, Leeds 
DEPT. B, HEYWOOD, LANCS. TEL. 69018 (6 LINES) JJI/MUBER | fancheste 


Leicester, Manchester, 
imiTeéeo Nottingham and Sheffield 
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This is the test of a 
book that’s made to LAST 








Challenge Analysis Books 


stand up to the toughest wear 


This looks a pretty stiff test. It 
is! Few analysis books are sub- 
jected to this strain but most 
have to stand up to treatment 
just as harsh in the long run. 

Challenge Analysis Books 
have a special sewn-through 
reinforcement (illustrated on 
the right), which anchors cover 
to contents, however hard the 
handling. 

Yet despite this time-tested 
feature, and their superfine 
Azure Laid paper (specially 
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treated to resist erasure), Chal- 
lenge Analysis Books will not 
cost you any more. There's a 
wide range of rulings, too, all 
completely accurate. 

Ask your stationer to show 
you the Challenge range. If you 
experience any difficulty in ob- 
taining supplies, write (giving 
the narne and address of your 
usual supplier) to John Dickin- 
son & Co. Ltd., Book & Office 
Equipment Department, Apsley 
Mills, Heme! Hempstead, Herts. 


Analysis Books 


Another qoality product of the company which makes the famous Basiidon Bond writing paper 








Stand N° 172 Olympia 


NEW ition 








Ruf Invomat Machine. A combination of 
electric typewriter with a calculating machine 
for automatically registering and calculating 
extensions as they are typed and an add 
listing machine for accumulating results. 


Ru 





Ruf Non-Narrative 


The RUF Organisation Limited Simplified Keyboard 


f . Accounting Machine. 
Imperial Buildings, Horley, Surrey. Combination of the RUF hi ‘e-em 
Horley 935 Intromat 50 sheet inserter Mi - 
and the Odhner accounting Aaya = ‘it 
London Office: machine with two fully Tae siuiny 
37-41 Bedford Row, W.C.1. automatic registers and ul 


one memory register. 
CHAncery 2647 Ruf Multi Register Narrative Accounting 


Machine. A typewriter keyboard accounting 


Manchester Office: machine with either one or two cross footers 
60 Spring Gardens. and any number of vertical registers up to the 
BLAckfriars 2220 width of the carriage. 





Compact Efficiency 





LATERAL FILING 





Use Railex and you get more than lateral filing—you get a system 
which over 50 years’ experience has helped to perfect 

Railex saves you valuable time, because the entire contents of the 
cabinet are visible at a glance, and Railex saves money because its 
lateral construction saves floor space. 

If you’re thinking of lateral filing—think of Railex—There’s a 


Railex system for every purpose. 


Write for Illustrated and Descriptive brochure to 


FRANK WILSON & CO. 


OVER 50 YEARS IN FILING 


HEAD OFFICE: Cross Street, Southport, Lancs. Tel: 57192 
GLASGOW: 141 St. Vincent Street, Glasgow, C.2. Tel: Cen. 1703 


LONDON OFFICE AND SHOWROOMS: 


~ BL City Wall House, 84/90 Chiswell Street, London, E.C.1. 
| toga a Tel: Monarch 8907 
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The Managing Director was casting about 
to improve his business organization so that 
he could spend more time on the bank and 
less time writing to it. Late one evening in 
the office he decided to contact Pitney- 
Bowes and in so doing he really hooked a 
winner. By installing their small Postage 
Meter machine his staff have much more 
time for more important work and there is 


addressing machines, etc., but now, after 
getting a line on Pitney-Bowes equipment, 
his office has a new look, especially at five- 
fifteen. He has reduced overheads, elimin- 
ated delays and bottlenecks—and has more 
time to go fishing. To obtain a brochure 
detailing all their new models, just write to 
Mr. J. Bull. 





no cash handling, no stamps to buy, check, . 

or lose, no post book (and what a relief that 

is!) and he knows the system is much 'PB) 1 ot WW 

quicker and foo!proof. (Ps) Pitney Bo es LTD. 
Until he saw their free brochure he had = 


no idea that Pitney-Bowes made folding w 
machines, letter openers, inserters, cheque 


. : . > INCORPORATING UNIVERSAL POSTAL FRANKERS L’ 
signers, counting and coding machines, 


TD 
175-176 TOTTENHAM COURT ROAD LONDON Wil LANGHAM 0331 
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. three nines “> 
- aretwenty- :**°-. 


.. seven es : 








27 boxes of YD Cut Bank in stock— 
and it took about three seconds to count 
them. You can stock-check YD 
Cut Bank so quickly because it's in a 
box. You can handie YD Cut Bank 
$0 easily—because it's in a box. Every 
sheet of YD Cut Bank stays clean 
and usable—because ditto ditto. 
Choose YD Cut Bank—the fine 
copy typing paper in six colours and 
four sizes. It's in a B-O-X, 


CUT BANK 


in the business-like box 

















YATES DUXBURY & SONS LIMITED, HEAP BRIDGE PAPER MILLS, BURY, LANCS 


contracting for 
expansion 


If you are searching for a system offering ... SPEEDY 
REFERENCE. EASE OF OPERATION. FLEXIBILITY. 
FREEDOM FROM OPERATOR FATIGUE 

... seek no further. Time-tested “Cardwheel” is accepted as 
the most efficient system for all reference and 

recording problems. Cardwheel Selective Brake enables 
finger tip control of any single card to be located. 

Details can be posted on the front or back of the card in 
the exact position required. Let us send you 

particulars of the wide range of Portable and Cabinet units. 





CARDWHEEL 
The Original Rotary Index. 

* One place te look. 

* One distance to reach. 






FOR DETAILS OF THE 











* One motion to make. 


ViSIT OUR STAND No. 45/52 
AT THE BUSINESS EFFICIENCY 
EXHIBITION, OLYMPIA 

















CEN) _ > Ma 





For att. of a 
To: c. W. CAVE 4 CO. iTD. l 
S58, HOLBORN VIADUCT, £.C.1. 
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Pedestal Desk 5 ft.2z3 ft., Mahogany 
finished £94 .19.6. Dwarf Bookcase 
to match £19.19.0. Armchair in 
Vaumol Hide £28 .7.6. Smali chair 
to match £22.15.0. 
























* 














J 
there’s more of everything at 


MAPLES 


Maples wide range of traditional and contemporary office furniture meets everv 


requirement—on all business levels. The above suite is one from a selection of ofhree 

furniture permanently on view at our showrooms. For the decoration and furnishing 

of Board Rooms, Executive Suites etc. our extensive resources and expert advice are 

at your service. Just pick up the phone and ask for our Contracts Department. 
Write for a copy of “Office Furniture’ catalogue and ‘‘Boardroom and Executive 

Offices’’ brochure. 

MAPLE & CO. LTD., Tottenham Court Road, London, W.1. Tel: EUSton 7000 

NEAREST STATIONS: WARREN STREET & EUSTON SQUARE. 
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An electric pencil 112 


i 






No, darling. An electric pencil-sharpener. 
It sharpens pencils automatically. See, you 
just put a pencil in this feeny hole... 
press down ever-so gently for a second or 
two... lift out and... there you are: 
a perfect point. And, darling, isn’t it 
gorgeously neat and compact—no untidy 
flex or anything. There—it looks terribly 
smart on your desk, doesn’t it? 


Won't your clients be impressed! 


From all good stationers 


74 75/- 
Lm’ 


KENT KORDLESS 





ELECTRIC PENCIL SHARPENER 


Made by 
Kent Kordiess Ltd, Studiey, Warwicks 
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1961 Supplement 


to the British Transport Film 


catalogue 


listing a number of recently 

completed films and filmstrips 
on travel and transport 
subjects— many in colour 
and all on free loan 


Wr row for 


lo the 






Chief Officer (Films) 


British Transport 
Commission 


25 Savile Row London W1 





‘SYSTEM’ DESK DIARIES 
The most economicle form of all-the-year-round 
publicity available today. 

Oey and Dace 
Year's Calendar on front sheet 


Spaces for day's engagements 
Memo sheets for preceding days 










Business maxims for each day 
/ Three Months" Calendar on 





Write for LEAFLET and Special Quotations. 
SHAW’S ERPICIENCY DEVICES LTD. 
Mereury House, 109-119 Waterloo Rd. 

London, 5.B.1 
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Business 
Efficiency 
Exhibition 


SUMLOCK COMPTOMETER 


cordially 
invite you 
to visit 


STAND No 108 


where you will 
find something of 
outstanding interest 


SUMLOCK COMPTOMETER LTD 


39 ST. JAMES’S STREET 
LONDON SWI1 
TELEPHONE: HYDE PARK 1532 


20UP 
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SURPASS HOUSE, 26 HARRISON STREET, LONDON, W.C.1. 
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‘NOW 


for 
the 


furniture. . 


~ enarifvir CCAVIAR 
m specify! g ESAVIA N 


urse! Mo 


dern! Impressive! 
Within budget! Right!’ 
Architects with d cerning ¢ nent 
always choose ESAVIAN furniture 
They know how cleverly it 
designed—how well it’s made 
yw ESAVIAN furniture is always in 
fashion. Call in ESAVIAN today! 
Their unique contract service w 


mpietely furnish any ffice fr 


) mM 


floor to ceiling—including any 
special fitments required. Have 
your secretary phone 

r write for full details of the 
Boardroom Table No. 945 
illustrated —and leaflets on 
the whole ESAVIAN range 

of furniture 


Esavian Limited 

Esavian Works, Stevenage, Herts 
London Showroom, !85 Tottenh 
London W.1!. Langham 3436 
Birmingham Showroom, Charles 
West Bromwich. Tipton |63 
Glasgow Showroom, !0! Weilingt 
Glasgow C.2. Central 2369 
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- « you can see what you’ve got in 
the transparent PVC ‘VISUFOLDER’ 


This superior quality foolscap folder of welded 
PVC, calf finish, is available in black, blue, 
maroon, red, green or natural leather colour. 
Front and back covers are fitted with inside 
pockets and the folder holds from 
2 to 12 clear inserts. 

We manufacture all kinds of wallets, 


folders, etc., to your reqvirements. 





Full details from 


/ This NEW ‘VISUFILE’ 

\ is made of clear PVC 

(LONDON) LTD. , with strongly welded 
seams. Gives clear view 

of contents and will out- 


ene last its ordinary manilla 
FOR ALL TYPES OF >FFICE REQUISITES 2 counterpart. 
157 St. Thomas’s Road, London, N.4. CANonbury 8811 





a 
Ly 
KEY RING PENKNIVES 









fay 





STEPHENSON 





& WILSON 


SPECIALISTS IN PENKNIVES FOR GOODWILL ADVERTISING 














Available from all members of 


HIGH GRADE STAINLESS STEEL PENKNIVES LOUVIC WORKS SHEFFIELD 1 
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You'll find the answer to 
your storage problem in the 
multi-purpose range of 
Evertaut Cupboards, Lockers, 
and Plan Files. 

High, low, narrow. wide, with 
shelves, without shelves .. . 
they're space-planned for 


economy storage. 


EVERTAUT 


CUPBOARDS AND LOCKERS 











POST COUPON 
FOR CATALOGUE 















To: Evertaut Ltd. 
Walsall Road, Perry Barr 
Birmingham, 22b 


Please send me the NEW Evertaut Office Equipment Catalogue. 


Name 


Address 





CUT recording 
time 





model 53 


Rotary card file — cuts 
reference finding time by 
half. Soundly constructed 
with hammered silver or 
bronze finish. Rubber 
studs to avoid desk mark- 
ing. Fitted with lock if 
required. Capacity of 
unit — 5” x 3” cards. 












for TWO-WAY 
EFFICIENCY 





|can smile... 
l use the 


Rotadex V-File 


an Imperial 
typewriter 


Opens sideways like a book—endways like a Rotadex 


Takes all standard Rotadex 8” x 5” rulings. 


Call and visit us on Stand No. 73 at the 
Business Efficiency Exhibition 


imperial ‘66' Office typewriter 
Imperial ‘Good Companion’ portables 


imperial Special Purpose machines 





ROTARY RECORDING 
ROTADEX SYSTEMS LTD. — 7 WINDSOR HOUSE 
656 CHESTER ROAD, ERDINGTON, BIRMINGHAM 23 
60 BUSINESS 


, IMPERIAL TYPEWRITER CO LTO i 
[ LEICESTER AND HULL 
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Because the Buromatic was the first photocopier to use 
the new surface application system for direct positive 


photocopies, which gives me quick, ready-to-use copies . . . 


Because Buromatic copies will make ideal Dye-Line 
Masters... 

Because the Buromatic obviates negatives and gives me 
really cheap copies. It accurately copies anything up to 

16 in. by 13 in., even extracts from bound books! It is so 
simple to use that even my juniors produce perfect copies. 
| GET COPIES FOR COPPERS! 

Why not do what | did and write (or ‘phone) today 

for a demonstration in your own office. 


You can see it on stand 170 at the Business Efficiency Exhibition ! 


The Solicitors’ Law Stationery Society, Limited, 
Oyez House Breams Buildings Fetter Lane London EC4 
CHAncery 6855 


Branches at Birmingham Cardiff Glasgow Liverpool 
Manchester 
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‘this 
is why 
I chose 
the 
Buromatic 
Photocopier ... 


You can 

see it on 

Stand 170 at the 
Business 

Efficiency Exhibition! 
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PAPER ROLLS are ceareo vo AUTOMATION 













PAPER ROLLS- 
for use with adding, 
accounting, calculating and 
statistical machines, electronic 
computors and cash registers, 
ticket issuing machines used in 
transport and entertainment 


PAPER ROLLS plain, printed. 


perforated and gummed 


HUCKNALL ROAD, NOTTINGHAM - Telephone : 61088/9 


FLOORS 
ARE QUR BUSINESS 


AND YOURS 


A complete Technical Advisory Service as well as essential literature written by 
specialists is available free to everybody with a floor-maintenance problem. 


Practically every problem connected with floor-maintenance is answered 
in the literature published by Columbus-Dixon. 


Our free Technical Advisory Service is at your disposal, and we will 
examine your problem and offer a solution. 


There is a Dixon Machine or attachment to handle any and every job, with 
any known flooring material. 


Get your secretary to mail the coupon—while you think of it. 








Columbus-Dixon Ltd., Wembley, Middx. 
Please send me literature as advertised. 


Boal COLUMBUS-DIXON Be 


Wembley, Middiesex. | WEMbiey 6001 | Address 


London Manchester . Glasgow Birmingham 
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CHANGE TO VERIFAX 
FOR QUICKER COPIES... 
LOWER COSTS... 


More and more firms who have had 
office copiers before are changing to 
the Kodak ‘Verifax.’ Why ? Because a 
*Verifax’ Copier is quick, cheap to run, 
easy to use and copies documents of all 
kinds, including diagrams and charts. 
It is simple, long lasting and has no 
motor or moving parts to go wrong. 
‘Verifax’ Copiers are made by Kodak, 
the world’s biggest photographic 
specialists. You can buy a model for as 
little as £42. Find out more about the 
‘Verifax’ system by posting the 
coupon today. 


THIS IS VERIFAX PERFORMANCE 


* Dry permanent copies 

* Five copies in a minute for as little 
as 2d. each — additional copies 
within seconds. 

* Reproduces originals printed, writ- 
ten or drawn in any colour 

* Clean and easy for anyone to 
operate 

* Remarkably compact and light- 
weight 

* Paper available in five different 
colours 


KODAK ‘VERIFAX’ COPIERS 


New free booklet (available from all ‘Verifax’ Distributors) tells how ‘Verifax’ can save time... money... mistakes... trouble in your office 











BR ee a one et pa et ee ee =i Oy ; 

Kodak Ltd., Dept. 874, Office Copy Sales Division | Bantam Copier, as illustrated, 
SEND Kodak House, Kingsway, London, W.C.2 | 
I should like to receive a free copy of the ‘Verifax' Copier booklet | 
THIS COUPON 
FOR Name | 
FREE Position | 
stele) (eae Firm or Organisation 
Address | 

TODAY | ‘Verifax’ is a Registered Trade Mark 
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tact 
finding 


MADE EASY 


WITH 


LDE€ 


VISIBLE RECORDING EQUIPMENT 


Seldex Cabinets are made 
from high quality steel, 
fire resistant and with 
frontal locking door. 

t is impossible for any 
record to become hidden 
and new records can be 
added with ease without 
removing the holder 





Seldex Unit Containers 
are designed for the 
small business and make 
provision for expansion 
as the need arises. All 
are interchangeable with 
the cabinet. 


The Single Line Strip 
Equipment is a simple 
method of recording 
ndividual items on a 
single strip which is 
easily adaptable to a 
variety of uses. 





gery 


The Seldex Control Master 
allows a mass of details 

to be charted so that the 
answer to any question can 
be obtained at a glance. It 
can be applied to almost 
any form of visual 

planning and control. 








SEE US ON STAND #H.. 
FACTORY EQUIPMENT EXHIBITION 
NOVEMBER 13th - 18th. 








CONSTRUCTORS LIMITED DEPT. B.3. 


Tyburn Road, Erdington, Birmingham 24 
Telephone: ERDington 1616 
London Office: 96 Park Lane, W.1, Telephone: MAYifair 3074 
Leeds Office: 25 Merrion Street. Telephone: Leeds 28017 









PLASTIC GUIDE CARDS 
2,000,000 ALWAYS IN STOCK 


Standard range of 120 designs 
in 12 colours 


Some sizes in the standard range:- 


For PUNCHED CARD and COMPUTER USERS 


1s helen 21 col. 
36 & 40 col. 
65 & 80 col. 
io: ... ..- 3,000 & 80 col. 
De la Rue Bull... 80 col. 
Royal McBee... Automatic Keysort 


VERTICAL GUIDES for tub files, desk files 
and VISIBELL high speed pulling files 


HORIZONTAL GUIDES 


be oe 
or 5 tab 
positions 


MULTI TAB GUIDES 


Tumbler 


ALL AVAILABLE IN 12 COLOURS 


VISIBELL TABULATING C CARDS 
OF GREAT TOUGHNESS and DURABILITY 


36 & 40 
col. 


AVAILABLE IN 5 COLOURS 


Enquiries for samples and further details will be welcome 
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For the GENERAL OFFICE large and small 
Guide Cards size:- 
Tne Cat?’ Csr? Coe 
9” x6” 10”x8” 8” x10” 13” x 8” 
Specials to any size. 


Punched for binders, cardwheels, etc. 











VISIBELL LIMITED 
ALDERMOOR LANE, COVENTRY 
Telephone: Coventry 52689 
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GET THE RESPONSE 
YOU'RE SEEKING 


B.I.A. have spent over a quarter of a century 
perfecting the dynamic direct mail medium. 
To do this, the best artists are employed to 
create attention-getting letterheads and 
attractively illustrated sales literature. 
Top writers, versed in the arts of printed 
persuasion, work unceasingly to put over a 
convincing sales story. Tireless research 
workers meticulously compile Britain’s most 
comprehensive and accurate address lists. 





But perhaps the most difficult task of all 
has been to devise a really simple method of 
reply: for creative effort and skilled planning 
are wasted if the ‘moment of decision’ is not 
captured. 

For qualified advice on getting the best 
results from your direct mail, contact B.I.A. 
now. 

Send today for your free copy of ‘Mailway’. 


BRITISH & INTERNATIONAL ADDRESSING LTD 


26-32 CLIFTON STREET, E.C.2. TELEPHONE: BiShopsgate 4377 





more than 
100,000 
wearers 
must be 
right... 


More than 100,000 men and 
women in works, factory, 
and office today use the 
Sketchley personal overall 
service. 
Individually measured 
overalls, white or coloured, 
are supplied on loan with- 
out capital expenditure. 
Clean overalls... repaired 
as necessary... including 
Awarded the Certificate at the Royal Institute of Public Health and Hygiene buttons... are delivered 
weekly. Overalls are re- 
placed when worn out—all 


V/ hl this for a modest weekly 
sMetch ie | OVERALL SERVICE payment. : 

lease send for our free 

brochure which tel!s you 

about the Sketchley service 


SKETCHLEY LIMITED, FOX GROVE, OLD BASFORD, NOTTINGHAM TEL. NOTTINGHAM 75161 





Of all ribbon tailed birds the Kolokoburra 
is perhaps the most common and 
wellknown, as it frequents the dwellings 
of man and even lives in the heart of 
Great Cities. The female coverts 
ribbons of Silken Perfection while those 
of the male are finest cloth both 
inked for lasting perfection. 
Notes :—*‘Pink’’, and a questioning 
“weet"’ The song is a rollicking 
cadence ending with a flourish. 


E23] [X(e) Ke) 


| ROCHESTER WORKS TARIFF ROAD TOTTENHAM LONDON N.1!I7 


KOLOK MANUFACTURING CO. LTD. TELEPHONE: TOTTENHAM 3315 CABLES: KOLOK LONDON 


AVAILABLE FROM LEADING STATIONERS AND OFFICE EQUIPMENT DEALERS 
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Computer 
for 
growing 
Companies 


A short time ago, the Honeywell 800 was announced 
as leader of ‘the new generation’ of computers, 
able to process more data at a time than 

any other system. Here now is the Honeywell 400— 
the most advanced smal! scale system 

for small-to-medium size companies, 

and divisions of large companies. 

It offers magnetic tape and card processing 

at card system cost 


FIRST STEP TO COMPUTER GROWTH 
The H-400 incorporates the same ancillary equipment 
as the H-800, Honeywell's medium-to-large scale 

elec tronic system. The two computers are 

also compatible in the use of a similar 

programming language, based on simple words. 

The H-400 is primarily intended for use as an 
independent data processing system ... but it can also 
function as a satellite to an H-800 for 

fully integrated data processing operations: 
programmes run on ‘local’ 400’s can be easily integrated 
with programmes run on the head office ‘800’ 

When greater processing power is needed, graduation from 
H-400 to H-800 is a logical and economic step. 


BIG SYSTEM PERFORMANCE— 
SMALL SYSTEM COST 


Honeywell 400 is a full-scale electronic data processing system 
complete with magnetic-core memory, high-speed magnetic 


tapes operating at 96,000 decimal digits per second, 
input at 650 cards per minute and printing at 
900 lines per minute. This powerful combination 


HONEYWELL 


4&OO 


Enquiries 
Honeywell Controls Limited have established 
in London an Electronic Data Processing Division. 
A Computer Service Bureau 
is being set up, at which you will be 
able to see and use the Honeywell system. 
Enquiries should be addressed to: 
Electronic Data Processing Division, 
Honeywell Controls Limited, 
Greenford, Middlesex. Waxlow 2333 
Branch Offices in principal towns 
and cities in the United Kingdom 
and throughout the world. 


Honeywell 
Hi) Electronic Dat. Processing 


has been achieved at a cost that compares favourably with 
that of many punch-card systems, and is lower than that of 
any comparable magnetic-tape system. 

Random Access Storage is now available for those requiring 
immediate access to large files (up to 12 million words 
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What's new in adding, accounting, and automatic data pro- 
cessing equipment? Addo are | keeping it under 
their hat until you visit their Bis stand at the BEE. 
There, hats will be raised all a > round (unless we are 


very much mistaken), over the ae © latest developments 


in these fields of business efficiency. 


ARMM STAND 104A Se 
Limited, 47-51 Worship Street London EC2 3 


telephone MONarch 9791 &\ > yCy 
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Yes, indeed, Wilson seems to be doing pretty well. Just look at those panelled 
walls . . . sheer luxury! The chap must be a business genius. 

Truth of the matter is, Wilson is no genius. He’s just a good businessman. He 
knows that a good-looking office is good for his Company's prestige and not 
only that . . . it’s good to work in. Most people realise that, but Wilson went 
one better... he went to Walways. Wilson soon discovered that the 
Walways System of Executive Partitioning costs no more than ordinary parti- 
tioning, but it has that wonderful * luxury look.’ 

More than that, Walways have an exclusive method of erection that makes 
them more economical than other systems. In fact, Wilson being a methodical 
man, has listed fourteen separate advantages of Walways Executive Partitioning. 
Perhaps he is a genius after all! 

If you would like to study for yourself the fourteen advantages of the Walways 
system, please write or telephone to:— 


Waddells (Stratford Steel Equipment) Ltd., 
Stirling Corner, Boreham Wood, Herts. 
Telephone: Elstree 5441. 


EXECUTIVE PARTITIONS 


GO ONE BETTER—GO TO WALWAYS! 











PROBLEM No. 4. 
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TO GARRY ON 


business proposition. No need to worry about current commit 
sured against war, rioting, sterling shortages, import restrictions 
can keep your hold on the market with absolute 
mpetitors 
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George Copeman writes on THIS EXECUTIVE LIFE 





Why Older Men 


fre Sacked 


HY is it that one so fre- 
quently meets an older 
executive of 50 to 55 who 


has fallen on hard times, and appar- 
ently has been mercilessly dismissed 
by his firm ? These cases rarely get 
into the headlines or into the courts, 
because firms usually pay at least 
three months’ salary in lieu of notice, 
and refund all pension contributions 
from either side. 

What are the main reasons for 
dismissing people of this age-group ? 

In my experience the most common 
reason is that the man gets ‘uppity’. 
He becomes too big for his boots, 
and will no longer take orders. This 
most frequently happens when the 
boss is a younger man who has been 
brought in above him. 

In some respects the older man has 
more ability at handling people, for 
he has had more experience. He has 
developed a smoother line of talk. 
But he was trained in an earlier 
period, and may be less up-to-date in 
professional or technical matters. 


This lack of expertise alone is 
rarely enough to lose a man his job. 
But when his ability to handle people 
begins to exceed his ability to do his 
job professionally, when the normal 
incentive for controlling an executive 
—the prospect of a pay rise —no 
longer applies because he is not worth 
more, and when the normal sanction 
of dismissal appears not to apply 
because he feels he is beyond the dis- 
missal age — then he can too easily 
become vain and uncontrollable. 

Once an executive becomes uncon- 
trollable, there is no alternative but 
to dismiss him. The example of his® 
conduct spreads fast, particularly if 
he talks vainly about how he stands 
up to the boss. 

By contrast, the man who can 
control his vanity in the later years 
is rarely sacked even if his abilities 
decline — though he may be transfer- 
red to less exacting work. 

Nearly always, it seems, the reason 
for dismissing a man of 50 to 55 is 
his excessive vanity. 


Can Your Customers 


Help You? 


It is usual to ask whether you can 
help your customer. But perhaps he 
can help you even more. 

There may be some new policy 
which your company should adopt, 
to improve its products or its service 
to customers. You may have been 
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advocating this policy for months or 
years without success. If you know 
from experience that this policy is 
important to your customers, per- 
haps you can quietly suggest to one 
or two of them that they write letters 
of complaint, criticising present poli- 





Your Winter 
Programme 


If you are 30 years old, you have 
only 35 winters before reaching the 
age of 65, when you may possibly 
retire. If you are 40, you have only 
25 winters. Each of them is precious. 

In temperate climates, winter is 
usually the most depressing season 
of the year. But it is very precious to 
a business executive, because it gives 
him an opportunity. After the sum- 
mer months of holiday, sport and 
relaxation, the less favourable weath- 
er will turn his thoughts inwards to 
quite different problems. 

It is wise to use every one of these 
precious winters to plar the achieve- 
ment of some particular object. It 
may be to launch a new product, to 
study a new subject, to write or to 
paint. It may be to take up some new 
form of relaxation or social activity. 
What a pity to waste even one winter 
by not planning anything. 


* * * 


cies and perhaps advocating a new 
line. 

This usually works like magic. 
Top management will take note of 
customers, for fear of losing orders, 
whereas they may delay indefinitely 
on policies advocated from within. 

However, there are grave dangers 
in enlisting the support of customers 
against your own top management. 
One has to be absolutely sure that 
the policy advocated is a sound one. 
It must not merely meet your own 
wishes and those of the customers 
who support you, but it must also be 
economically sound for the firm as a 
whole. If it is not, then you will have 
been disloyal to the firm, dividing 
some of its customers against its own 
best policies. It is, after all, your 
responsibility to argue in favour of 
the company’s policies and to sell 
on them. END 
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Much nonesense is talked about the practice of public relations. Partly 


this is the result of genuine misunderstanding, and partly the result of 


spurious claims by its more dubious practitioners. 


This article attempts 


to assess the positive role which PR can play in your business, to 


define what you may reasonably expect of it, and what you may not 


Y wife's two-week-new refrige- 
Meier had ceased to function 
and the dealer from whom we 
bought it mumbled vaguely about 
sending a man “sometime next week.” 
In mild indignation I telephoned the 
manufacturer's public relations officer. 
“ Sorry, old chap,” came the even more 
surprising reply, “our dealers do get 
a bit busy at times, and there's nothing 
we can do about it from the factory.” 
What precisely had I expected of 
him? In the first place, I had expected 
that he would be seriously concerned 
about the dealer's attitude, and 
secondly, that he would get something 
done—quickly. After all, it was his 
firm’s name, even more than the 
dealer's, that was in jeopardy. 
Obviously, however, he is one of the 
many industrial PRO’s who are ham- 
strung by not being given sufficient 
authority by their directors. This, in 
turn, indicates that the directors them- 
selves are unaware of the real meaning 
and iniportance of public relations. 


* - ® 


What then, is public relations ? 


For a concise definition it is difficult 
to improve upon that laid down by 
the Institute of Public Relations: 
“Public Relations shall be defined as 
the deliberate, planned and sustained 
effort to establish and maintain 
understanding between an organiza- 
tion and its public.” 

The italics are my own, and em- 
phasize what I consider to be the true 
nature of public relations. PR is not 
something that can be left to chance, 
but must be the result of a definite 
policy. Deliberation, planning, and 
continuity are therefore of the es- 
sence. For ‘understanding’ I person- 
ally would substitute ‘goodwill.’ The 
creation of goodwill, is the true aim 
of all PR. 

PR, like most professions, has a 
jargon of its own, and many mistakes 
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are made by laymen in this field 
through the misuse or misunder- 
standing of technical terms. To clear 
the air, therefore, two further defini- 
tions are unfortunately necessary. 

Publicity and press relations are 
terms which are often loosely used as 
being more or less synonymous with 
public relations. In fact they have 
quite distinct meanings of their own. 
The Press is one, but only one, of the 
possible publics for an organization. 
Therefore press relations is a partic- 
ular branch of public relations. Its 
importance in any company will 
depend on the relative importance 
of the Press as a public for that 
company. 


Public relations begin 
at home 

Publicity is the technique of making 
things widely known. It is therefore 
a tool of public relations, but by no 
means its only tool. Some of the 
confusion between PR and adver- 
tising arises from the fact that pub- 
licity is a tool which is used by both. 
But a common tool does not imply 
common aims. 

Good PR has one absolutely fund- 
mental prerequisite. Like the pro- 
verbial charity, it begins at home. 
Unless a company’s internal rela- 
tions are good, it is impossible to 
achieve good external, or public, 
relations. Alternatively, it could be 
argued that a firm’s employees are 
one of its most important ‘publics.’ 

A successful PR policy depends on 
the co-operation and loyalty of every 
member of staff. Dissatisfied or dis- 
gruntled employees do not make 
good ambassadors. So the first aim 
of the newly implemented PR cam- 
paign must be to ensure a happy 
organization. Only when this has 
been achieved should attempts be 
made to woo a wider public. A strike 
or the enforced ‘resignation’ of a 


prominent executive is never good 
publicity. 

Having defined public relations at 
some length, what can management 
expect from an assiduous attempt to 
cultivate them? The simplest answer 
to this is to say that management has 
a right to expect smoother relations 
with all the people with whom the 
firm has dealings. These include not 
only customers, but suppliers, dealers, 
employees, and other firms in the 
industry. Good PR certainly will not 
lessen the force of competition, but 
it should foster respect even among 
your rivals. Public relations properly 
regarded is a lubricant. 

The approach to PR should be 


’ twofold. In the first place it should 


aim at the creation of a favourable 
image of the company in the public 
eye. Obviously the basis of this image 
must rest in its business dealings. 
The most elaborate PR campaign 
will not help a concern whose prod- 
ucts are of poor quality, whose ser- 
vice is bad, or whose honesty is 
suspect. But given corporate integ- 
rity, there are a whole variety of 
activities which may enhance the 
firm’s reputation. These may range 
from the sponsorship of a local baby 
show to the endowment of a hospital, 
from road safety posters on its vans 
to tours of the factory for local 
school children, and depend largely 
on the concern’s resources and aspir- 
ations. Although apparently or 
genuinely — altruistic, such activities 
will build up a fund of goodwill that 
should stand the company in good 
stead in times of difficulty. 


Truth 
will out 

The second approach to PR must 
consist of smoothing out specific 
areas of friction when — or preferably 
before — they occur. In real emergen- 
cies those responsible for public rela- 
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tions must have sufficient authority 
to reverse a previous executive deci- 
sion if this should be necessary for 
the good of the company’s name. 

It is time to state another basic 
principle of public relations: PR can 
only show a company for what it 
really is. It cannot alter a bad repu- 
tation if that reputation is justified. 
If there are aspects of your company’s 
activities which would not bear the 
light of public scrutiny, do not try to 
use PR to whitewash them. Such 
attempts always rebound in the long 
run. Either keep very, very quiet, or 
mend your ways. Conversely, how- 
ever, there are many firms with 
potentially excellent public images 
who are still hiding their light under 
bushels because they are not aware 
of the benefits that can accrue from 
a consistently pursued PR policy. 

it is certainly not true that any 
publicity is good publicity (as the 
domestic oil-heater industry discover- 
ed to its cost a couple of years ago), 
but the opportunities for favourable 
publicity should never be missed. 

We have shown then some of the 
things which management has a right 
to expect from PR. Now to list some 
of the things to which it is not en- 
titled. To begin with, it has no right 
to expect that by employing a PRO 
and maintaining friendly relations 
with the Press (even backed by the 
occasional slap-up lunch) it will re- 
ceive masses of free advertising. The 
reputation of a newspaper or maga- 
zine rests to a large extent on its 
impartiality, and it is not doing that 
reputation any good by handing out 
indiscriminate ‘puffs’ to sundry indi- 
vidual organizations. 


No pistols 
gentlemen, please 


That is not to say that if your firm 
really has a story, then its name 
won't get mentioned. But don’t bom- 
bard the Press with thinly disguised 
sales material, and blame the journal- 
ist for ingratitude when it doesn’t get 
published. This approach only serves 
to antagonize the Press, which after 
all is one of your publics. Incidental- 
ly, it is no use calling such publicity 
matter a ‘news release’— the journalist 
is as skilled at sorting ‘news’ as your 
buyer is at selecting the raw materials 
that you use. 

While on the subject of relations 
with the Press it is as well to point 
out two other possible misconcep- 
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tions. In the first place a manufac- 
turer has no right, moral or other- 
wise, to expect editorial mention in 
return for taking advertising space in 
a particular publication. A certain 
quid pro quo does sometimes occur 
and I should not like to condemn 
this practice outright. But it is best 
to regard such bonus advertising as a 
favour rather than a right. Unfortu- 
nately the economics of publishing in 
recent years have made newspapers 
and magazines particularly vulner- 
able to bribery or blackmail of this 
variety, but that is no defence. In any 
case, to force the editor of the local 
paper to give you a puff by holding 
the advertising pistol to his head is 
hardly good long-term public rela- 
tions. 


The journalist 
knows his job 


Secondly, some businessmen seem 
to think that by agreeing to talk to a 
journalist they acquire the right to 
vet his copy before it is published. 
This ‘right’ does not exist, in law or 
anywhere else. Most journalists who 
are not specialists prefer to have their 
proofs read by an expert to make sure 
that they have got their facts straight, 
but the journalist retains the right to 
publish the story the way he sees it. 
(This does not excuse actual libel, of 
course.) To attempt to browbeat a 
journalist into writing the story just 
the way you want it is, once again, 
bad PR. Perhaps it should also be 
pointed out that the journalist's job 
consists largely of arousing the inter- 
est of his readers — to this end his 
version of the story is likely to be 
more successful than yours. 

One final word on how not to 
approach public relations. Do not 
expect that each and every piece of 
publicity your company receives will 
be eulogistic. Informed criticism has 
an important part to play in a healthy 
society. If your overall PR policy has 
been successful, one item of ‘bad 
press’ will not harm you. On the 
contrary, it may serve the useful 
function of pointing out an area of 
friction which might otherwise have 
remained undiscovered until real 
damage had been caused. In any 
case, the speed and method by which 
you deal with the criticism an 
essential PR function — may well 
enhance your reputation still further. 

If your company has not hitherto 
made a conscious attempt to cultivate 


the goodwill of its public, and now 
decides that it should do so, how will 
it go about it ? To begin with, it 
must be realized that public relations 
rest on a major policy decision, and 
must therefore emanate from the 
board room. The ‘tell-the-assistant- 
sales-manager-to-do-something- 
about-PR’ approach is worse than 
useless. PR is concerned with the 
public image of the company, and 
must therefore be under the close 
supervision of the men who guide its 
destiny in all other respects. 

As for the choice between setting 
up a public relations department 
within the organization, or of special- 
ized help or advice outside, the com- 
pany can enly decide for itself on its 
individual circumstances. There are 
advantages and disadvantages to 
both, and, for the larger concern at 
least, the final answer may lie in a 
combination of the two. The special- 
ist PR organization has the obvious 
benefit of accumulated experience in 
many fields, but as a journalist, many 
of the best PRO’s I know are em- 
ployed by individual companies. 


Beware 
Charlatans! 


Unfortunately, at this stage it be- 
comes necessary to issue a word of 
warning. If you are thinking of 
engaging the services of a PR or- 
ganization, beware of the many char- 
latans who have entered the business 
in the recent affluent years. There is 
no certain method of telling a sheep 
from a goat, but much can be derived 
from examining a list of the organiza- 
tion’s existing clients. If these are of 
high standing, then the PR organi- 
zation most probably maintains the 
best standards of the profession. 
Otherwise it only remains to make a 
few discreet enquiries of your own. 

Also on the subject of choosing an 
outside organization, do not be mis- 
led by those advertising agencies who 
offer the services of a ‘public relations 
department.’ The functions of PR 
and advertising are entirely separate, 
and for each to be fully effective, 
must be kept so. Many of the most 
reputable advertising agencies offer 
this ‘service,’ but the situation of 
having PR subservient to, or even 
allied with, advertising should be 
avoided. 

The reason for this rigid segrega- 
tion can be seen most easily if we 
consider the effects which a mis- 
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“No industry can prosper 
in a climate of bad opinion. 
If people think that a com- 
pany is old fashioned; or is 
mean to its employees; or 
is arrogant and uncom- 
promising to its customers 
—all these things will affect 
its future. And the power 
that is responsible is public 
opinion.” Prince Yurka 
Galitzine, chairman of Gal- 
itzine and Partners. 








guided advertising campaign may 
have on public relations. Those res- 
ponsible for a company’s PR must 
always be free to report on the effects 
of its advertising — adversely if neces- 
sary. To put it in terms of company 
protocol, advertising policy is the 
responsibility of the sales director, 
PR the responsibility of the managing 
director or chairman. Advertising, 
however effective in the short-term, 
can hardly be considered good if it 
is having a harmful long-term effect 
on public relations generally. There- 
fore PR must always be in saddle. 

An example of what was probably 
very good short-term advertising, but 
bad long-term PR was the recent 
advertisement for a new car which 
invited prospective buyers to “hurl 
it into the nastiest corner they 
knew.”’ The product was a good one 
and, I know from personal experi- 
ence, capable of meeting the chall- 
enge, but that did not prevent adverse 
questions being asked in the House 
Of heres. .*. v's 

Firms in the process of setting up 
their own PR department usually 
find themselves faced with the ques- 
tion of whether to promote an execu- 
tive from inside to take charge of it, 
or whether to recruit someone from 
outside. The argument in favour of 
an internal promotion is that the 
man chosen will presumably be well 
versed in all aspects of the company’s 
activities. On the other hand, how- 
ever, he will most probably have no 
background of PR work or journal- 
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ism. The man recruited from outside 
would normally be experienced in 
these fields. The final choice must, 
of course, depend on individual cir- 
cumstances, but in general I would 
say that the experienced PR man is 
the best bet, providing he can rely on, 
the co-operation of heads of depart- 
ments for specialized information 
when he needs it. After all you would 
not promote a salesman, however 
good in his own sphere, to be head 
of a newly opened research labora- 
tory, and organizing public relations 
is a skilled job requiring considerable 
experience. 


How much 
does it cost? 

We come finally to the cost of 
public relations. For the firm setting 
up its own department there is little 
that can be said. Expenditure will 
depend on the size of the department, 
and the scope of the work which it 
is expected to undertake. But for the 
firm thinking of engaging the services 
of an outside organization, a general 
idea of costs can be given. 

First, however, we must define a 
little more closely the kinds of ser- 
vices available. Firms in the public 
relations field fall into three cate- 
gories. There are a limited number of 
consultants whose services are purely 
advisory. They investigate PR prob- 
lems and recommend action for the 
client to put into practice through 
his own personnel. 


Next there are the firms who offer 
a comprehensive service — also limited 
in number. These are qualified to 
advise on all aspects of PR, and in 
addition have the facilities to imple- 
ment that advice. 

Lastly there are the information 
and publicity agencies, without quali- 
fied advisory staffs. The scope of 
these firms, who make up the majori- 
ty in the PR field, is usually limited 
to press relations. And by press rela- 
tions they often mean merely edi- 
torial publicity in support of sales 
promotion. 

The cost of a comprehensive PR 
campaign might average from £3,000 
~£15,000 a year. It is unlikely to cost 
less than the lower limit, but could 
well exceed the upper. Estimates for 
handling a campaign include a fee 
for advice, labour costs and over- 
heads, a budget for out-of-pocket 
expenses, and a budget for informa- 
tion media (printed material, films 
etc.). Overheads of this type of firm 
are high, and the fee element is often 
calculated at three times the com- 
bined salary cost of all executive 
personnel engaged on the account. 
As mentioned earlier, a PR campaign 
must have continuity, and some 
agencies insist On a minimum con- 
tract of one, two or three years. 

Pure advisory services base their 
fees on staff time required. This may 
be made up of an element related to 
the experience and standing of per- 
sonnel working on the problem, a 
retainer for the exclusive reservation 
of a consultant’s time because of the 
confidential nature of the work (this 
will be proportionate to the potential 
business thereby excluded), and a 
fair profit element for the firm. 

Firms offering only information 
and publicity services normally charge 
a fee covering the supervision of the 
work and the staff time involved in 
press relations work (the latter cal- 
culated on a direct cost plus over- 
head basis). The total fee is usually 
double the salary bill of the personnel 
used. 

In conclusion it only remains to 
reiterate that public relations is a 
field of activity beset with difficulties 
and dangers. But the rewards of cor- 
rectiy applied PR may come to rank 
among the company’s most valuable 
assets. In view of the high costs in- 
volved it pays to think long and hard 
before entering on any line of PR 
activity, and to take advice from as 
many quarters as possible. END 
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BUSINESS SURVEY 


Joy Larkcom 


Broadly, an executive's time is spent in two ways; on 
communicating with others by phoning, correspondence 
and meetings; and on creative work. The real secret of 
success is how to allocate time to do more creative work 
and at the same time be good at communications too 


HERE! does the day go ? From the moment 
you arrive in the morning until you leave 
the office in the evening, eight or nine hours 


later, you are flat out. And yet you never seem to get 
enough done. Sometimes you think you don’t get any- 
thing done, though you have been busy all day. 

You feel frustrated because you do not achieve the 
things that seem most important. You know that if only 
you could spend more time on them, this could bring 
substantial benefits to the firm, and perhaps to your 
career. 

You are frustrated because, as an executive, you 
expect to participate in controlling events. But day by 
day you find that events are controlling you. They carry 
you along, you are at everyone’s beck and call, your 
day seems to be spent continually in attending to other 
people’s problems and not getting on with your own. 

If this picture is slightly over-painted, it is also one 
which every executive will recognize. But what can he 
do about it ? 

To find out, I asked a number of executives to partici- 
pate in a study of how they spent their working day. 
The aim was to search for those lost minutes which 
everyone wished he had at the end of the day. Where do 
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we go wrong ? Do we spend too much time on some 
activities and not enough on others ? Is there some 
way of organizing the day so that we can get moreout 
of it ? 


How the Survey was Conducted 


For this survey, I designed an Executive Time Survey 
Sheet which could be kept handy on an executive's desk, 
and which showed the five working days of the week, 
from Monday to Friday, with the hours divided off 
from 8 a.m. to 7 p.m. Some notes for guidance in 
completing the form were attached, and the document 
was supplied in duplicate on N.C.R. paper, so that at 
the end of the week an executive who had completed 
the time sheet could keep the underlying copy for 
himself, and fold up and return the top copy to me. He 
would thus be in a position to compare his own time 
sheet with the results of the whole survey, when they 
were made available to him. 

I obtained the co-operation of 58 executives in 
making this survey. This total of 58 compares with the 
12 managing directors studied by Professor Sune Carl- 
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son in 1944 in Sweden* and the 76 executives studied by 
Mr. Tom Burns of Edinburgh University in Scotland 
n 1956t. 

Relatively few of Burns’ men were top executives, 
whereas exactly half of my 58 executives were managing 
directors or other chief executives. The other half were 
departmental heads with a wide range of titles and 
responsibilities, from branch managers to company 
secretaries, and directors or managers in charge of 
functions such as sales, production, accounts, buying, 
research, engineering, personnel, publicity, marketing, 
works, and O. and M. 

Two-thirds of the chief executives were in the age 
group 35 to 49, almost all the remainder being 50 and 
over. Two-thirds of the chief executives earn £3,000 or 
more, almost all the remainder earning £1,500 to 
£2,999. By contrast, half the department heads were in 
the age group 35 to 49 and the remainder were divided 
fairly evenly between the under 35’s and the 50 and 
overs. Nearly 80 per cent of the department heads in the 
survey were in the salary bracket £1,500 to £2,999, two 
of the remainder being in the £3,000 and over class, 
another four earning less than £1,500. 

Both Carlson and Burns were more concerned with 
studying the network of communications within a firm 
than I have been in this case. They were also more 
concerned — particularly Burns—with studying the 
relative amounts of time spent by executives on various 
functional activities, such as production, sales and 
accounting. 


Not wishing to repeat their work unnecessarily, | 
have rather neglected both these aspects, and concen- 
trated on assessing the amount of time spent by execu- 
tives on each of the following instrumental activities. 

Correspondence 
Phoning 


* “Executive Behaviour” by Sune Carison, (Strombergs, Stockholm, 1951) 
‘Operational Research Quarterly”, Vol. 8, no. 2, June, 1957 


FIG. 1. Types of Executives surveyed 





Discussion in own office 

Visiting others for discussion 
Committee meetings, etc. 

Reading reports, etc. 

Drafting reports, etc. 

Planning future operations 

Lunch (including business lunch) 
Inspecting plant, establishments, etc. 

This was found to be a fairly comprehensive set of 
headings, except that the heading “drafting reports 
etc.” proved to be an inadequate description, as I 
wished to include under this heading all executive work 
other than future planning, which the executive did on 
his own, and which involved written work. A heading 
such as “Executive’s own written work” would better 
describe the items volunteered by members of the survey 
and included under this heading. 

Those participating in the survey were asked to set 
down the types of activity in which they participated at 
various times during the day, and they were also asked 
to indicate by letters of the alphabet the types of people 
with whom they made contact. The following is a list of 
the various types for whom code letters were provided: 

Customers 

Suppliers 

Superiors 

Colleagues of equal status 

Subordinates 

Mixed status group 

Executives running facilities such as service 
departments 

Professional outsiders such as bankers, account- 
ants, lawyers and consultants 

Other members of the public 

In addition to the regular activities listed above, 
which by and large most executives performed each 
week, certain other activities not regularly performed by 
most executives were listed by those participating in the 
survey. These were: 

Training of staff 
Participating in a training course 
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FIG. 2. How time spent was analysed, 


Major business/social engagements other than 
lunches. (The survey was in fact conducted 
during Ascot Week, and one of the executives 
mentioned that he took an afternoon off to go 
to Ascot. Another took an afternoon off to 
attend the wedding of his former secretary.) 

Private affairs (particularly attending boys’ 
school functions and looking after the affairs 
of elderly mothers.) 

Interviewing (particularly by those executives 
who happened to interview a large number of 
job applicants in the week under survey.) 

Checking (where a major audit or investigation 
was under way.) 

Participating in trade conferences, exhibitions 
and sales conferences, even filming and 
auditioning. 

Chief executives were found to spend an average of 
34 hours per week on all these additional activities 
together, and heads of departments an average of 1+ 
hours per week. For the chiefs, the major item was 
large-scale entertainment, which could take an average 
of an hour and 20 minutes per week. For the heads of 
departments, entertainment was also a major item, but 
it took an average of less than an hour per week. The 
only other significant item among these extras, for 
heads of departments, was the training of staff. This 
took up nearly all the remaining time they spent on 
extra activities. 


The Work Load 


There seems no doubt that chief executives spend 
longer on the job than heads of departments. This 
survey showed that they spend an average of 53 hours 
per week, including business lunches, on the job. But of 
course, they did not eat a business lunch every day. 
Both they and the departmental heads averaged only 
one business lunch per week. The 53 hours per week of 
the chief executives include the 34 hours spent on extra 
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activities, such as major entertainment and private 
affairs, and they include the 5} hours spent at lunch. 
Even after allowing for both these, the chiefs worked a 
net 44} hours per week. 

Departmental heads spent an average total of 42} 
hours per week on the job, and this became 41} hours 
after deducting their extra activities; it came down to 
37 hours after deducting lunch. 


How Time is Divided 


Table A shows the manner in which the weekly work 
load of chief executives and departmental heads is split 
between their main activities. Both the average hours 
per week and the proportion of their total weekly time 
are shown. 

There are some activities on which their scores are 
relatively close. Correspondence takes around 15 per 
cent total time in both cases. Phoning takes around 5 per 
cent in both cases. Discussion with superiors, colleagues 
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FIG. 3. THE OUTSTANDING REVELATION FROM THE » 
REPLIES 


and subordinates takes around one quarter of total time 
in both cases, though slightly less than a quarter in the 
case of chief executives. Reading takes around 5 or 6 
per cent. Lunch takes much the same time — around 
10 per cent in both cases. 

There are, however, some significant differences. 
Chief executives spend more time in committee work, 
which is to be expected, in view of their responsibilities 
for co-ordinating the activities of various departments. 
Chief executives also spend very much more time on 
forward planning — between three and four times as 
much time. This, too, may be expected, in view of their 
responsibilities for the future of the organization. 

By contrast, departmental heads spend much more 
time — over twice as much-—on drafting reports and 
other work on their own. This again is reasonable, for 
they not only have to implement the decisions of the 
chief and report on how these are being carried out; 
they also have to make proposals and recommendations 
on which decisions may be based. 

Chief executives spend much more time visiting plants 
and other establishments than do departmental heads. 
This is to be expected, as their responsibilities are wider. 
A departmental head is closer to all those for whom he 
is responsible, and his “‘visiting’” often takes place 
incidentally when performing other activities. 

Surprisingly, chief executives also spend more than 
twice as much time in visiting other executives — 
sometimes their subordinates, though not always so. 
One reason is that a chief executive of a firm these days 
is very often a subordinate of someone at group head- 
quarters. Thus the chief very often has to report to 
his boss. 


The Most Important Point 


Perhaps the most important revelation of Table A is 
that chief executives spend only 184 per cent of their 
total time and departmental heads spend an average of 
25 per cent of their time on planning and drafting reports 
etc. - that is, creative work which is largely or wholly 
done on their own. Nearly all the rest of their time is 
spent on communications in one form or another. 

It follows from this that the executive who can 
become more efficient at his communications so that 
they take up less time, can spend more time on his own 
creative work. By and large, a cut of between one quarter 
and one-fifth, in the time an executive spends per week 
seeing people, writing to them, phoning, reading 
reports, and so forth, can mean doubling the time 
available for creative work, and possibly doubling his 
effectiveness as an executive. 

Equally, one may conclude that the executive who 
reconciles himself to the fact that communications must 
take up 75 to 80 per cent of his normal working hours 
per week, and who, because he is ambitious, decides 
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VIEWS ON HOW TO SAVE 


CHIEF EXECUTIVES’ COMMENTS POSITION 


Get an understanding within the organization that executives and others Managing Director 
don't ‘butt in’ on discussions ‘just for a couple of minutes’ to get a decision 


unless it is really urgent. 


Delegate all matters below M.D. responsibility to subordinates and allow Managing Director 


and congratulate initiative among subordinates. 


Increase the day to 48 hours ! ! Managing Director 


Planning on the open style of office layouts and first class inter-departmental Managing Director 


communications. 


Better trained personnel at foreman and branch management level with an Managing Director 


employer outlook and personality capable of dealing with petty staff 
problems from management viewpoint. 


One has to make a choice in a medium-size family business whether to do Managing Director 
a lot of detail work such as signing mail and opening mail so that one 
has one’s fingers on everything, OR to concentrate on major problems and 
leave others to detail, losing touch in the meantime. | try to do both 


— hence my hours — but | enjoy it, and I’ve done it for 38 years ! 


DELEGATE as much routine work as possible, and then spend available Managing Director 


time in PLANNING (i.e. THINKING AHEAD) ! so as to DELEGATE even 
more — and make sure the executives under your control also delegate 
so that they have time to THINK. 


Planning the work — delegating as much as possible. Readily available to Managing Director 


colleagues and subordinates at known times daily. 


to work extra long hours, can add to his creative work 
by voluntary overtime. Here is the case of the executive 
“on the make”, who can see, at the age of 30, 35 or 40, 
that if he puts his head down and “goes for it” during 
the next five years, he will build himself a really worth- 
while career — or a business of his own. In five years 
the habit takes hold, and he probably continues to work 
overtime for the rest of his career. But the process 
usually starts in his desire to do more creative work 
and be good at communications too. 

This second broad conclusion from the survey is in 
fact confirmed by a perusal of the survey time sheets 
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themselves. Those executives who work extra long hours 
do tend to be the ones who devote additional time to 
creative work such as planning and drafting reports. In 
fact an appreciable amount of this creative work is 
shown as done in the late evening, usually at the office 
though sometimes at home 


The Contacts Made 

Table B (page 82) shows the frequency with which 
executives contacted others of various types. Separate 
figures are shown for chief executives and departmental 


heads, and in both cases the contacts with a particular 
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EXECUTIVE TIME 


DEPARTMENTAL HEADS’ COMMENTS 


Breaking down the work into routine procedures where possible, and 
arranging each day into ‘time packets’ for each aspect of the work, with 
forward planning to avoid the routine being disturbed by last-minute 
panic measures. 


Keep the number of executives at a minimum. Run permanent O. & M. 
Dept., constantly checking and controlling varieties to system that ‘grow’ 
from time to time. 


Correct delegation of work to junior executives. 
Fixed times for dictation and internal discussions where possible. 


Visiting sales reps. to phone for appointment rather than calling on 
off-chance. 


Use dictating machines. Have efficient telephonist-staff-location system. 
Travel by train or plane — not car unless driven. 


Filter calls to the minimum. Set times for discussions with subordinates 
- if possible. Train visiting reps. to make appointments — not ‘spec.’ calls. 
Train own reps. and staff to make reports BRIEF AND CLEAR. 


Adequate and careful planning usually results in saving a considerable 
amount of time otherwise spent following up on ad hoc decisions and 
needless emergencies which might have been prevented. 


Be organized and methodical personally. 


Grant schoolteachers the extra pay demand, but make them earn it by 
using half or more of their ‘holidays’ on compulsory refresher courses at 
the then empty colleges or universities — in an attempt to raise the educa- 
tion standard of our juniors. 


1. Routine matters to be compressed into short fixed periods each day 
- other periods to be completely uninterrupted. 

2. Casual callers to be seen at pre-determined times each day only (e.g. 
10 a.m. and 4 p.m.). 


POSITION 


Production Manager 


Production 
Works Assistant 


Works Manager 
Sales Manager 


Publicity Manager 


Personnel Director 


General Manager/ 
Company Secretary 


Manager/O & M 
Department 


Director 


Director 
Departmental Store 


Branch Manager 


type of executive are expressed as a proportion of total 
contacts made. 

It can be seen that the figures are similar for contacts 
with customers and suppliers. Both the chiefs and the 
departmental heads make something less than 20 per 
cent of their contacts with customers, and something 
less than 10 per cent of their contacts with suppliers. 

Contacts with mixed groups of various status levels 
are also similar, at 6 per cent in both cases. Contacts 
with the heads of departments supplying facilities are 
similar, at 4 per cent in the case of the chiefs and 34 per 
cent in the case of departmental heads. 
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The biggest figures in Table B relate to contacts with 
subordinates. These are similar in both cases. The chiefs 
make 334 per cent of their contacts with subordinates 
and the departmental heads 30 per cent. 

The other figures show marked contrasts. Whereas 
departmental heads make 144 per cent of their contacts 
with superiors, chief executives make only 14 per cent 
of their contacts with superiors. As already mentioned, 
some of the chiefs have superiors at group headquarters, 
but by and large it is to be expected that they should 
make less contacts with superiors than do departmental 
heads. 
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One of the surprises of this table is that chief execu- 
tives claim to make relatively more contacts with 
colleagues on the same level than do departmental heads. 
I made a separate check of the time sheets to see why 
this should be so. There seems no doubt that the reason 
is a “democratic streak”, or perhaps a “lonely streak” 
in chief executives, which causes them to think of people 
with whom they have intimate discussion of business 
matters as colleagues on the same level, even though 
some of them are chairmen, and hence strictly are 
superiors, while others are fellow directors who are 
really subordinates. 

Chief executives are in a better position to “enforce” 
regular consultation with colleagues on the board. So it 
is perhaps not so surprising after all, that they should in 
fact have more consultation with colleagues than do 
the departmental heads below them. 

Nor is there cause for surprise that chief executives 
make twice as many contacts with professional advisers 
outside the firm, as do departmental heads. But they 
have less contact with other outsiders. Their incoming 
telephone calls are probably better screened. 


Working Without Interruption 


It was found in this survey that chief executives 
participate in an average of eight different activities 
during the day, and departmental heads in nearly ten. 
Thus a typical chief is able to spend something over an 
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hour on each activity without major interruption (other 
than casual phone calls), while a departmental head 
spends something less than an hour. Carlson’s Swedish 
survey showed some chief executives being interrupted 
in their work in some way, on an average every eight 
minutes. 

Interruptions are undoubtedly one of the curses of 
executive life. Unless a man can settle down to a longish, 
unbroken period, with or without colleagues, it is 
difficult for him to get any major planning operation 
under way. 

On the other hand, the need for communication 
between executives in the day-to-day running of a 
business is so great that it is difficult to avoid having 
continuous interruptions at least for part of the day. 
Much time and trouble is saved when an executive who 
merely wants a small piece of advice or a decision from 
a superior or colleague, or who wants to issue a quick 
reminder or instruction to a subordinate, can get 
straight on to him on the telephone or pop round to 
see him. 

There are in any case different types of executive work 
with different “interruption requirements”. Any work 
which has a professional content on which colleagues 
may have to consult continuously, may actually be 
improved by repeated interruption, enabling the team to 
co-ordinate their work and help each other along. On 
the other hand, wherever an executive is in charge of a 
discrete unit of an organization, for which he alone 
provides the main professional initiative and takes the 
main executive responsibility, uncontrolled interrup- 
tions may make him the unhappy servant rather than 
the master of this situation. 


Ways to Save Time 


Those participating in the survey were asked to make 
suggestions on how executive time could be saved. The 
most striking suggestions covered the problem of how 
to avoid excessive interruptions. 

One point made repeatedly was that it paid to work 
late, after the rest of the office had gone home, in order 
to deal with work which should not be interrupted. As 
one executive, a sales manager, put it, “An hour after 
shut-down yields as much as three hours on routine 
work.” 

Starting early is another way out of the same problem. 
Working through the lunch-hour is yet another. 
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However, these suggestions run away from the prot- 
lem, even though in one sense they solve it. An executive 
may have to work late when he has a lot of extra work 
to do, but he should not have to work late merely in 
order to get away from the rest of the staff. Hence it is 
not surprising that several executives suggested that one 
way of saving time is to have regular periods when sub- 
ordinates report, and to restrict interruptions at other 
times, unless the matter is really urgent. 

But even if you are successful in controlling sub- 
ordinates, preventing them from popping in and 
repeatedly interrupting, the unannounced call of a 
colleague can be just as disturbing. One suggestion for 
dealing with this, which I have seen in operation and 
which was also mentioned in the survey, is that colleag- 
ues should meet regularly and informally every day to 
exchange information. An executive dining room is 
sometimes useful for this purpose, but sometimes it is 
better for executives to have morning coffee together. 
When they do this, they develop the habit of saving up 
matters for mutual discussion until they meet, rather 
than disturb one another at other times. 

There is no sure way of controlling the superior who 
pops in and interrupts work. One can give him hints, 
but who wants to ? You are more likely to worry if 
he does not call on you than if he does. 


The Basic Need for Training 


A stock answer given many times to the question: 
How Can Executives Save Time, was to delegate more 
and more routine work to subordinates. This is more 
than a truism. Even the executive who believes thor- 


FIG. 5. Suggestion Chart for saving time 


oughly in the need to delegate, must continually be 
asking himself whether in fact he has delegated all the 
jobs possible. 

The limits to delegation are set largely by his own 
abilities at recruiting and training suitable subordinates, 
and his ability at thinking through his problems to see 
how best they may be solved, and which parts may be 
successfully handled by others. In the words of one 
managing director: “A considerable amount of my time 
is spent in discussion, which leads to decision-making 
on my own account, or helping others to arrive at their 
decisions. This time could be cut down if all the indivi- 
duals concerned (myself included) were more competent 
in sorting out the problems involved, and had greater 
ability to think, and so arrive more quickly at conclu- 
sions.” 

This is truly at the heart of the problem How to Save 
Executive Time. Problem-analysis and decision-analysis 
are essential executive skills. 

The strongest argument against those who say that 
management should not be taught at our universities, is 
that management decision-making alone is a mental 
discipline and skill which can be usefully taught. It is 
different from the inductive reasoning of the scientist, 
and different from the logical analysis of the philoso- 
pher. In the course of time it may be recognized as a 
process of thought at least as important and as precise as 
either. There is ho doubt that more research needs to be 
done on it, and more training in its essential discipline.* 
This above all can save executive time. END 





* See Peter Drucker's “The Practice of M " (He 1955. 
for a succinct account of problem- analysis and decision-analysis) 
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REMARKS 
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Using his studio 
mirror as an easel 
Emett’s designs 
hegin to emerge 


Emett Through 


the Looking-glass 


The animated designs of artist Rowland Emett 


have resulted in a highly successful one man export business. 


Here he talks to Alan Bartleman 


is an artist, do you think that vour 
work, after commercialization, is any 
different from your original art? 


Well that’s a difficult question to 
answer really. There are a lot of cir- 
cumstances that come into it. I think 
by and large no. A problem is a 
problem and if you tackle it and 
solve it to the best of your ability, 
that in itself provides the answer 


Did you envisage having to adjust 


yourself to commercial life ? 
Oh yes, I think so. I think one’s 
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got to. There are very few artists who 
can start off without any backing 
and go on with pure art, and go right 
through with it. I certainly could not. 


Your art has become a form of cultural 

inheritance in this country. What made 
you think that the same form would be 
a success in America? 

I have never thought very much 
about it, certainly not at the time. 
The point is I have forgotten how it 
ever did start. The third dimensional 
stuff began here, then we had the idea 
of an exploratory tour of the U.S.A. 


How much of your success in America 
has been due to the novelty or English- 
ness of your product ? 

Oh everything. They have a great 
affection, although they perhaps try 
to conceal it at times, for things 
English —-and also inherent in the 
American mind is this love of intri- 
cacy and things to a small scale. I 
think that is what tickles them. 
Could similar success be atforded to 
any British manufacturing concern or 
British product ? 

If it's good I would say yes. My 
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own thought is that any good English 
product, if it has some difference 
over others, that sets it on one side. 


Unique, you mean ? 

It helps. But I don’t think that is 
the main thing. Though I do feel that 
from what we have seen and learnt 
in the States there is a great apprecia- 
tion of all things from these islands. 
It stems from all sorts of things. I 
think it’s mainly quality. Whether 
they like to admit it or not there is a 
great affection for this part of the 
globe. They all feel that they have 
come from here anyway. 


If this is your impression then why is 
it that manufacturers here have not 
generally achieved real success ? 

I don’t know a great deal about 
business myself but I would say from 
what little I have gathered that they 
are not trying enough and they have 
not given the export angle sufficient 
thought. It is something that has got 
to be gone after. It cannot be dealt 
with haphazardly. 


Therefore, in your case it is not only 
the artistic value of your product but 
the commercial dynamism? 

I think with my things, as far as I 
can ascertain, the three dimensional 
things are an extension of my draw- 
ings which, fortunately for me, have 
gone down very well over there. This, 
with what they describe as nostalgia. 


Nostalgia — that is descriptive from 
the American point of view. Perhaps 
it’s the ‘nostalgia’ element about your 
work which sells it. 

This sort of thing is apparent in my 
work because it is always ‘pitched’ in 
earlier times and I think that a lot of 
people particularly Americans, and 
particularly the more streamlined 
and go-getting ones, have secretly a 
hankering after times which were a 
little more easy-going 


You have obviously had diplomatic 
success. Do you feel that Americans 
are willing to do business with our- 
selves more so than other competitors ? 

I do feel that, providing the goods 
are right: and by what I have seen 
over there most English goods can 


hold their own. 
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Do_ the 
something unusual being an artist, or 


Americans regard you as 


simply as an English businessman ? 

I don’t know, a little bit of a myth 
I think. And they are tickled to death 
to find that it walks and talks. 


Then do you think this is possibly the 
secret of vour success, as I said earlier ? 

I like to think otherwise but it is 
possible. Yet in a little way that ts 
mixed up with what I was saying 
earlier on. There is something about 
it which appeals to them, of another 
age if you like which is outside their 
own everyday experience. It may be 
that they like to attach this as well to 
the perpetrator of the product. 


Is your art a projection of your 
personality ? When we see your draw- 
ings, or your mechanisms, is this the 
Emett personality or are you trying 
to depict life as you see it? 

It is how I see it. I can be as stream- 
lined as the next person. I think of all 
sorts of things and wonderful shapes 
and then when I come to do them 
and start on it they begin to get little 
quirks about them which seem to be 
leading me back about 50 years and 
they go that way. Not all of them, but 
there is a something about them; 
it is not a matter of ‘pitching’ them 


back to get a cheap laugh. 


What percentage of your art is due to 
the appreciation of form and what 
to the 


appreciation of mechanics? 


. a love of 
intricacy and 
things to a 
small scale” 


It is all bound up together because 
the form is dictated by the mechanics. 


Are you an engineer ? 

Only by desire and proxy, if you 
like. I have never had a training in 
that direction although during the 
war I did a fair amount of queer 
things with regard to aircraft design. 
Although I have had no training | 
seem to have an instinctive idea about 
mechanisms and movement - I've 
never been worried about it. When I 
set these things out it always seems 
to come off. Some of my earlier 
things which I did not make myself 
were almost too perfect. I believe 
that with my things people think 
that every breath is going to be its 
last but it isn’t so. They go on, and 
on, and on. 


When you have finished your construc- 
tion, is it that shape because of the 
form you have envisaged or because of 
the mechanisms which it hides 
It is that shape because it was 
thought of like that. A lot of people 
have an idea that with my things you 
can go on adding bits to infinity and 
hoping for the best but I can assure 
you that it isn’t so. I begin with a 
basic drawing which is very free 
not a machine drawing, and | think 
in every case from start to finish 
there is very little difference. It 


? 


always has that first thought which is 
the result of thousands of thoughts. 
My chief difficulty is not to get side- 





tracked into the clever mechanisms 
which possibly would not fit. 


In this country we recognize your work 
as good art, but do the Americans see 
it as something simply humorous? 

They do not miss the art, they 
appreciate the smallest detail. They 
stood for hours at the British 
exhibition and they would not move. 


Therefore have you exported art or a 
unique piece of British individualism ? 

I like to feel that it is art overlaid 
by this individualism, and that the 
primary thing is that it is a painting 
that is three dimensional and it so 
happens that it works. But I think 
that they would stand on their own, 
even statically, as designs. 


What advice would you offer on the 
subject of exporting and what is the 
best way of going about it? 

I know that a man with something 
to sell could write a thousand letters 
to sell a product, but if he went by 
himself and personally met people 
he could sell it personally when the 
thousand letters would do nothing. 


ls he selling the product or is he 
selling himself ? 

He is selling his product through 
himself. And it is the personal pride 
of going oneself. 


That is when the Englishman arrives 
in the States; but which is the best 
thing to get him off his hind legs and go 
to America to start selling ? Particu- 
larly in the smaller business. Do you 
think the more personal or hand- 
finished the product the greater the 
opportunities are ? 

Within certain limits, it depends 
on the product. They set great store 
by that which is not exactly hand- 
made but made in small quantities. 


Do you mean exclusive ? 

Exclusive, yes. It is quite a thing 
with them. A thing that can be put 
over as exclusive goes a long way. I 
know very little about business but I 
think if some incentive be given to 
small or medium size firms in this 
country to explore and get over there 
and see what they can do I believe 
they would be successful because 
everywhere we have met this desire 
to have English things. 
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What have the Americans said to you 
of British products ? 

They are looking for something 
new the whole time. Anybody who 
has something which they consider 
new should go with it to America, 
and handle it personally. 


When did you start business dealings 
with America? 

At the Punch Exhibition in New 
York in 1952, and we were astounded 
to receive commissions from many 
magazines—and we received top 
prices. So the following year we 
thought we would risk about a 
thousand pounds to stay in New 
York and discover who might be 
interested in the drawings apart from 
magazines. As a result of that trip 
there were Emett wallpapers and 
fabrics, and for the first time we tried 
to get into the Christmas card market 
but we did not succeed - we have 
since. When we tried again for the 
Christmas card market we put out a 
new line of humour for a company 
producing 6 m. greeting cards a day. 


What is your immediate programme 
for the Americas and Australia ? 

Well this is, of course, a secret. 
The models which have already been 
seen at the British Exhibition are so 
well liked that we intend to have 
them in every city in America. To 
start mainly with the eastern sea- 
board they will be booked into the 
large department stores first but 
gradually we shall personally visit 
the biggest department store in each 
city and get the models booked. 


How long do you intend displaying 
your models in Australia ? 

They went out in March and they 
return in November. They have 
toured with the David Jones group of 
Sydney and the Myers Emporium of 
Melbourne with the greatest success. 


Is there any Continental interest ? 
There was a British week in 
Brussels and our model, the Emett 
Ideal Home was booked for four 
week’s but it was such a success it was 
kept for seven weeks. We intend to 
take them further into the big cities 
of Europe but there are only two of 
us, my wife and I, and, as we intend 


to keep the whole thing personal, it 
will take time. 


Do you intend keeping your business 
on an entirely personal level ? 

In the main, yes. I feel that to ex- 
pand such a thing as this, one would 
not be doing a model or a design 
because of an idea which you felt 
inspired to develop but merely be- 
cause you have a contract from some- 
body or other. The thing would im- 
mediately become too commercial- 
ized and in my opnion would lose 
the very thing that gives it its charm. 
That is its amateurish feel. 


Therefore with this advice a small 
manufacturing company exporting 
under the tay of exclusiveness would 
destroy their export potential by 
expansion ? 

Yes, I am saying this in respect of 
my own products but it can hardly be 
considered at all general. 


Then speaking generally, what advice 
important facets of exporting 
would you underline for the British 
manufacturer ? 

The service must be exceptional, 
trouble free, and you must think of 
the customer the whole time. 


or 


Can you apply this to your product? 

I listen implicitly to a customer 
because, after all, the commission 
that you have got has to fulfil a speci- 
fic need. It is wanted for some specific 
purpose, an exhibition, or to put 
over some point of a client's business. 
I can’t hear too m_ch of that, but 
although I am not bound by it I 
have to absorb it and it makes my 
background. When I know what the 
thing is going to do, then the wheels 
start to turn and we begin to get 
what is wanted. I am now able to do 
this without losing integrity and still 
able to agree with the client's idea. 


This does not result from American 
demand ? 

Oh no. In point of fact I have 
fewer demands from the Americans 
anyway — there I practically always 
have an open book. 


You have in fact become an export 
‘tool’ for other British manufacturers ? 

I should very much like to feel that 
I'd helped a bit in this way. END 
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Lease Your Plant 
—or Try H.P.? 
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More and more contractors are now leasing and hiring their machines 


of industrial plant is causing a 
quiet revolution in British in- 
dustry. This last year has revealed a 
widespread interest of the business 
community in the new ways of ob- 
taining finance denied them through 
the more conventional channels. If 
the number of firms which are show- 
ing an interest is any guide, then 
hiring and leasing are here to stay. 
They are not new. In various forms 
they have been used in this country 
for many years. Cars and lorries are 
two well-known business require- 
ments that are frequently hired. Due 
to the special nature of its organiza- 
tion, the boot and shoe industry has 
long been a major lessee of equip- 
ment. Various finance houses have 
also loaned money to buy equipment 
as part of their normal function, but 
this help has been limited both in 
scope and period. But last year 
schemes with greater flexibility and 
bigger potential were introduced. 
Some of the inspiration has come 
from the United States where similar 
schemes have been operated for sev- 
eral years on a far larger scale. But 
there has also been a fundamental 
difference in the way in which the 
various schemes have been financed. 


| ONG-TERM leasing and hiring 


Obtaining heavy industrial plant on lease or by hire purchase is 


the latest American idea to take root in this country. 


A number of finance houses are now offering 


wide facilities in this connection 
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Several companies buy themselves the latest outdoor 


equipment 


In the United States the banking 
system is much more closely associa- 
ted with the industrial world than it 
is here. Banks there are more willing 
to take a risk. They often finance 
business deals solely on the basis of a 
contract. This permits manufacturers 
and traders to meet their obligations, 
either by purchasing goods and sup- 
plies or by leasing plant 

At first, the empasis was on manu- 
facturers working through agents, 
but now leasing has been raised to a 
highly specialized business financed 
by the agents themselves 

\ survey undertaken in the U.S 
as far back as 1958 showed that two 
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then leave it around to rust 


leading companies had over 30 mil- 
lion dollars out on existing leases, 
and many other companies were en- 
tering the market in a very big way. 
Real estate, aeroplanes, and all office 
and industrial equipment figure 
prominently among the goods on 
lease. The electronic and computer 
industry, which has with 


amazing rapidity since the war, is 


grown 
largely based on rentals. As prices 
vary up to a million pounds, this is 
quite understandable. 

A more recent investigation has 
revealed that some independent com- 
panies exist solely by leasing equip- 


ment. Despite the natural reluctance 


of a few companies to enter the 
market on the grounds that leasing 
would affect their basic business of 
selling, it has now grown too large 
for them to ignore. Latest estimates 
put the value of goods leased at 1,000 
million dollars annually 


Safety and security 


No such claim can yet be made for 
this country. The need for providing 
industry with other avenues of long- 
term finance has long been recognized, 
but so far little progress has been 
made. The raising of new loans was 
restricted through the Capital Issues 
Committee until 1958, and money 
from other sources was difficult to 
obtain. Every time there is a credit 
squeeze, the plans of many compan- 
ies are adversely affected. The bank- 
ing system itself has not yet adopted 
the role of provider of long-term 
money for industry. Safety and secur- 
ity have long been the guiding prin- 
ciples in British Banking and financial 
circles; they prefer to leave the risks 
involved in business to others. 

For many businesses this rules out 
the hope of ready cash. Improvement 
has come with the advent of the new 
methods of providing long-term fin- 
ance by leasing through Mercantile 
Credit and Astley, and the hire pur- 
chase scheme offered by Engineering 
Finance Limited, a member of the 
U.D.T. Group of Companies 


Mercantile Leasing have done 
much to popularize the idea of long- 
term leasing since they introduced 
their scheme in 1960. They propagate 
the idea that the use of a product is 
more important than its ownership 
(a view that is disputed by others), 
and they provide a wide range of 
goods to industry on a rental system. 
Once a firm has been accepted and 
specifies its requirements, Mercantile 
Leasing will purchase the goods and 
pass them to the client. The scheme 
operated by the Astley Leasing Com- 
pany is similar, although they have 
provided money to buy contractors 
plant for a long time 

Engineering Finance Limited have 
a different approach 
different scheme 


and offer a 


They feel that own- 
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ership of equipment is important, and 
and offer industry long-term hire 
purchase as an alternative. The nor- 
mal period with this scheme is 10 
years, but the period can be varied. 
There is, however, one important 
difference from normal hire purchase 
agreements. Charges in this scheme 
are tied to the bank rate, subject to a 
minimum. Many changes in the bank 
rate have taken place over the last 
10 years, sometimes more favourable 
to one, then more favourable to the 
other. What this scheme attempts to 
achieve is to give the system enough 
stability to permit the hire purchase 
company to expand, and also allow 
the customers to benefit from what- 
ever changes are made in the cost of 
money during the period of the agree- 
ment 


Tax advantages 


From the customer's point of view, 
both schemes offer a similar service, 
and the net cost appears to be about 
the same. The firms which lease goods 
offer a wider service than Finance 
Engineering, which limit their money 
to firms wishing to purchase produc- 
tive equipment: they expressly ex- 
clude plant and vehicles. 

This sudden interest in new meth- 
ods of long-term finance arose imme- 
diately after the last credit squeeze. 
Increasing demand, rapid technical 
change and above all the need for 
more capital by the smaller and more 
rapidly expanding to keep abreast of 
developments created a demand for 
new forms of finance. The need for 
such outlets has been proved by the 
firm and positive response given to 
both schemes. 

For the individual company, the 
result is the same, but each scheme 
has its own particular appeal and 
disadvantages. The arguments for 
leasing are precisely the same as for 
any rental system: you select what 
you want and pay according to the 
lease. Total rent is paid according to 
the period of the lease, normally five 
years. This time limit distinguishes 
leasing from rental. Single items of 
machinery are usually let on a shorter 
period. Where a wider variety of 
goods and vehicles are required, it is 
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possible to have a master lease 
prepared 

Balanced against the all-embracing 
nature of the scheme is the fixed lease 
term involved. Leasing companies 
have to assess their costs over a given 


period and charge accordingly: if 


there were a break clause, it would 
make their job of calculating a rent 
virtually impossible, and they might 
frequently find expensive goods on 
their hands they were unable to let. 
There is, after all, a major difference 
between renting a TV set and a power 
press shop. Such an arrangement also 
presents its own difficulties to the hir- 
er. Should acompany wish to termin- 
ate its agreement, no provision exists 
for it to do so. Once a commitment 
is entered into, it stands until the 
end of the lease. 

There however, several tax 
advantages with leasing. The total 
cost of rentals can be claimed against 
tax, but as the goods are rented, in- 
vestment, initial wear and tear allow- 
are not available: these are 
claimed by the Leasing Company 
as the owners. This is not the same 
with long-term hire purchase. The 
only H.P. expenses which can be 
claimed against tax are those relating 
to administration expenses and in- 
terest charge: this leaves the actual 
cost of the equipment to be carried 
by the firm, but as the period involved 
is normally at least 10 years, the 
actual demands made upon the com- 
pany’s reserves are not so great. An 
added attraction for the hire pur- 
chase scheme is its flexibility. A cus- 
tomer can terminate his agreement at 
any time upon the payment of out- 
standing capital and administrative 
charges. Given the present rather in- 
flexible financial system in this coun- 
try at the present moment, there is cer- 
tainly room for more such schemes. 


are, 


ances 


Hire purchase 


Industrial leasing and long-term 
hire purchase are the practical ex- 
pression of two widely differing bus- 
iness concepts. Leasing, which had 
its roots in the United States, is part 
of their willingness to indulge in far 
greater risks, and the business com- 
munity’s preparedness to pay for the 


chance. Vast new projects are decided 
on paper, everything depends upon 
the bank forwarding the money to 
permit the parties to meet their obliga- 
tions, a practice they invariably do 
once the contract is signed. In this 
country, the approach is different. 
The bank will not touch long-term 
industrial finance, and Finance 
Houses choose their prospective 
customers very carefully before 
handing over the money. 

To finance houses the basis of a 
company’s standing lies in its balance 
sheet. Its permanent capital and fixed 
assets appear for all to see: what it 
rents does not exist as far as the 
scrutineer in the financial world is 
concerned. A company which is high- 
ly productive and profitable but rents 
its transport, buildings and equip- 
ment has few tangible assets to put 
in its balance sheet, and because of 
this has little chance of convincing 
some finance houses that it is a good 
investment. 

Such thoughts are bound to enter 
the advice given directors by their 
accountants. Where emphasis is 
placed on a public company’s bal- 
ance sheet, £250,000 worth of addi- 
tional equipment can often mean a 
useful addition in fixed assets, an 
increase that would be denied if the 
goods were rented. At the moment, 
leasing and hire purchase are primar- 
ily undertaken by the medium and 
larger companies, especially those 
who find their capital requirements 
have outstripped their budget. A 
further purchase of £200,000 worth 
of equipment is not allowed, but the 
rents or hiring charges involved are 
permitted because the annual expense 
is usually below the value of extra 
production or savings made. 

All sections of the engineering in- 
dustry are showing the greatest in- 
terest in the new schemes, followed 
by printing, office equipment and air- 
craft manufacturers, and customers 
range from manufacturers, contrac- 
tors, through the service industries to 
administration. 

Business is growing, and if the 
present pattern continues to closely 
follow the precedent established in 
the United States, then it has a 
future. END 


89 











Office systems demand specialist salesmen. 


Here's how one firm overcomes the problems 


of recruitment and training 


Play Acting Teaches 
Them How to Sell 


OST companies recognize 

the need to give their sales- 

men some sort of training 
matter how elementary. But 
relatively few companies in fact do 
train their salesmen “on the premi- 
ses,’ preferring rather to send them 
to some centre or school of sales- 
manship to learn the basic facts 
about selling which apply equally to 
the sale of vacuum cleaners, boot 
polish, or insurance policies. 

But this is nothing like good 
enough for Lamson Paragon, one of 
the companies in the Lamson Indus- 
tries Group. For the planned, 
continuous and maintained effort 
which they put into the recruitment 
and training of salesmen they are 
probably unique, if account is taken 
of their size. 


no 


How Sales are made 


Lamson Paragon, whose head- 
quarters are in London, are basically 
designers and printers of business 
forms. They also manufacture the 
equipment —for example various 
kinds of autographic registers and 
form feed equipment — which is nece- 
ssary for the fast and economical 
usage of their forms. But although in 
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their factory they print paper and 
make machines they sell only one 
commodity : business systems. Unless 
their salesmen can devise a paper- 
work system which the client is 
convinced will save him time and 
money, the salesman has failed in his 
job. And that, of course, is where the 
training comes in. 

Every client firm thinks that it and 
its circumstances constitute a special 
case and usually a special system 
must be designed to suit it. The 
entire proceedings commence with 
the representative encouraging the 
client to talk about his business and 
perhaps the kind of customer he sells 
to; how often; the range of products 
and so on. During this time the 
representative has taken copious 
notes of the special aspects of the 
situation and usually the initial 
interview closes with the request that 
he may now prepare a Lamson 
Paragon System Survey for presen- 
tation. 

Meanwhile he does a considerable 
amount of “homework,” calling on 
the experience of the Paragon Sys- 
tems Service Department at head- 
quarters. Then he calls on the clients 
firm again and presents his proposed 


by Paul Steel 


system and usually only the finishing 
touches remain to be added. The 
striking feature of the whole opera- 
tion is that the role of the salesman, 
in the first place at least, is that of an 
information gatherer rather than an 
orthodox salesman. His training 
instils in him the principle than unless 
he can get his man to talk he cannot 
get started. 


Selecting Salesmen 


Lamson Paragon have about 200 
representatives on the road and it 
will be obvious that to maintain an4 
expand this force they must have a 
planned continual recruitment pro- 
gramme. Some idea of the recruit- 
ment problem can be obtained from 
the fact that only about 4 per cent of 
applicants are acceptable. 

There are several sources of 
recruitment: including advertise- 
ments in the press and the Ministry 
of Labour Appointments Register of 
which the firm thinks very highly. 

There are four selection inter- 
viewers and the fact that labour turn- 
over among salesmen stands at less 
than 3 per cent is a tribute to the 
efficiency with which unlikely candi- 
dates are weeded out. They are seen 
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by the Field Sales Training Manager, 
the Regional Sales Managers, and 
either the General Sales Manager or 
the Deputy General Sales Manager. 
Thus considerable expenditure of 
time and trouble by the company’s 
executives is involved, especially 
where travelling is necessary, as is 
often the case. 

But Lamson Paragon believe that 
recruitment is the most important 
single factor in building up a first 
class sales force, and that this 
expenditure of time is well worth 
while. Over the years a specialized 
interviewing technique has _ been 
developed by Lamson Paragon execu- 
tive which is to all intents and pur- 
poses conducted informally, with a 
view to discovering the personality 
of the applicant and the latent 
qualities he may possess 


The School 


The very well equipped school is 
situated in the Lamson Paragon 
headquarters in London and every 
sales recruit attends for an initial six 
weeks training after which he is 
appointed to a territory. Trainee 
representatives, however, serve up to 
two years, based at branch offices, 
learning about the various business 
equipments and systems produced by 
the company and their application to 
commercial problems. They also 
serve as holiday reliefs. 

One of the features of the school’s 
curriculum is the use made of role 





playing to teach sales techniques. 
These show typical sales situations 
based on actual field experience con- 
trasting the theory of the classroom 
with the reality of the field. 

One demonstration which intrigued 
me showed an eager young salesman 
calling on a jaded, busy executive 
who appeared to be content with the 
documentation his organization em- 
ployed. In the middle of his selling 
approach the representative is in- 
terrupted by the secretary telling the 
executive that the chairman wants a 
report by three-thirty that afternoon. 
Carefully our representative picks up 
the thread of his story again, only to 
find it broken this time by a telephone 
call from the executive's wife remind- 
ing him to be sure to book those 
anniversary theatre tickets. 

Judging the right moment, the 
representative suggested that perhaps 
the executive’s time will be saved if 
the discussion could be continued 
with the accountant or O & M man 
or office manager. Having achieved 
his object the representative gets to 
work on his system investigation. 

All the participants in_ these 
demonstrations are members of the 
sales executive who know the various 
situations only too well. Their pur- 
pose is to show how a planned 
approach is necessary for the success- 
ful selling of Paragon products. 

Emphasis in these demonstrations 
is on situation and dialogue, full use 
however being made of films, slide 


projections, remote controlled tape 
recorders, microphones and off-stage 
sound effects. 

A psychological factor of the ut- 
most importance is the prestige 
which the school enjoys through the 
firm. It is readily and enthusiastically 
supported by top management. This 
confidence gives the inspiration for 
the virility of the school, maintained 
throughout by the Sales Training 
Manager of 39 years of age, with 
several years selling experience. Sales 
executives keep right up-to-date by 
going out into the field as often as 
they can, where they can judge the 
value of the school’s training and 
see, in the light of experience, where 
it might be improved. 

Follow-up training 

And what happens to these young 
representatives when their initial 
training is completed and they are 
allocated territories of their own ? 
Are they allowed to rusticate, falling 
into apathy ? That is impossible. 
Follow-up training is insisted upon 
and in fact built into the system. It is 
the responsibility of each Regional 
Sales Manager to ensure that all his 
staff are trained and developed to 
the maximum possible extent through 
regional sales conferences held at 
frequent intervals. 

The demands of this age of A.D.P. 
call for the highest calibre of sales- 
men, thus necessitating continuous 
training of representatives. END 


Students at the training school take part in mock demonstrations 











Air transport makes for economy both in time and in packaging 


New Era for 
Air Freight 


by Rex Francis 


A sharp reduction in the cost of air freight is 
just around the corner. New types of aircraft 


are vastly increasing the range of goods that 
can be carried by air. In a highly competitive 
world, British exporters cannot afford to 
ignore the advantages of speed 


HE revised air cargo rates 
which became operative on 
the North Atlantic run last 
over 60 per cent lower for 
certain classes of freight — signal the 
beginning of a new era in the trans- 
portation of merchandize by air. In 
view of the fact that the North Atlan- 
tic is an ‘experimental’ route for 
cargo as it is for passenger traffic, 
similar cuts may be expected on 
many other routes in due course. 
What then are the relative advan- 
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tages of air freight for the British 
exporter, and under what circum- 
stances is he likely to derive the most 
benefit from this form of carriage ? 
To begin with distinction must be 
made between the differing lengths of 
haul. On long hauls (say to South 
Africa or the Antipodes) current 
freight rates are likely to make 
carriage by air uneconomic for all 
classes of goods except the most 
valuable, where shipping lines apply 
an ad valorem tariff, or where money 


is being steadily lost by delay — as 
when a ship is held up in port for 
want of a vital spare 

It is on the short haul — from this 
country to Europe-and on the 
medium haul —say this country to 
the eastern seaboard of North 
America — that air freight is coming 
into its own. For this type of opera- 
tion there are a number of ‘hidden’ 
advantages which may well more 
than compensate for the apparent 
discrepancy of actual air freight rates 
over the nominal cost of 
transport. 

That air transport is faster than 
surface transport goes without say- 
ing, but the full advantages and 
savings of this increase in speed are 
not always realized. In the first place, 
a lessening of the time which goods 
remain in transit means a faster turn 
round of capital. Merchandize in the 
process of being carried from one 
part of the world to another repre- 
sents capital locked up unproductiv- 
ely. The faster the goods are shipped, 
the sooner the capital is released. 

A further release of capital is 
experienced in the need for overseas 
depots and wholesalers to hold 
smaller stocks. One international 
airline claims that re-order cycles 
which once stood as high as six 
months could now be cut to four or 
five days through the agency of air 
transport. Apart from increasing the 
liquidity of capital, the boon to those 
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responsible for forward planning is 
obvious. 

Lower insurance costs are another 
result of the speedier movement of 
goods. Insurance rates are calculated 
on a time base, and are therefore 
less in the case of air transport. 

Packing costs are also less when 
merchandize is shipped by air. To 
move goods by sea necessitates ela- 
borate and expensive packing to pro- 
tect them from damiage both in 
handling and from the elements. 
Cargo is handled much less rigorous- 
ly at airports than at seaports, and 
exposure to the weather is negligible. 
An item of delicate machinery which 
would require a great deal of costly 
protection on a sea voyage would 
travel by air screwed to a simple 
wooden base and covered by a single 
layer of polythene film. Many export- 
ers by sea, if they were to cost packag- 
ing accurately instead of regarding it 
as an ‘overhead, would find their 
profit margins on individual consign- 
ments considerably lower than they 
had anticipated. 


Kinder treatment 


The conditions under which goods 
are handled at airports also result in 
far smaller losses attributable to 
damage in transit or pilferage. 

Since delays before loading at 
airports do not compare with the 
delays often experienced at docks, 
warehousing costs are greatly reduc- 
ed. Closing dates for loading at 
docks are often two days before 
sailing. By air, goods can usually be 
accepted up to an hour or so before 
departure. 

These then are some of the ‘hidden’ 
savings of sending goods by air as 
opposed to surface transport. A 
couple of concrete examples will 
show how this may work out in 
practice. 

A shipper had to send an urgent 
consignment of two machines by air 
to Milan. The total cost of the opera- 
tion was £143. Because it was a new 
venture for him, he examined for the 
first time what the real cost of send- 
ing them by his normal route would 
have been. Including packing, carri- 
age, bonding, transport to and from 
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docks, clearance, agency, and insur- 
ance, the bill would have come to 
over £172. 

A machine tool exporter was in the 
habit of despatching regular con- 
signments of Scwt each. His c.i.f. 
charge landed at the port of destina- 
tion was £217 10s. Od. per consign- 
ment. By air, each lot travelled for 
£210 10s. Od. inclusive. As a result he 
switched to air freight for that route 
and lowered his overseas selling 
price by | per cent. 

Incidentally, sea transport charges 
are not always as low in practice as 
they appear on paper. Apart from the 
ad valorem rates which may make it 
more expensive to ship valuable 
goods by sea than by air, sea freights 
are based on a charge per ton weight 
or 40 cubic feet, whichever is greater. 
On average, the density of cargoes is 
such that the charge per ton is 
equivalent to about 120 cubic feet, 
or some three times the apparent 
rate. 

The time is past when air freight 
consisted almost entirely of high 
value commodities — bullion, jewell- 
ery, vehicle spares and the like — and 
more and more general merchandize 
is being carried. For instance, one 
cross channel airline is carrying large 
quantities of furniture for British 
exporters, and a continental manu- 
facturer is sending refrigerators to 
this country by the same route. In 
both cases, savings on packing are 
the big attraction. 


Small firms 
take the lead 


As the volume of air freight ex- 
pands, so aircraft constructors are 
finding it more and more profitable 
to design special cargo carrying 
‘planes, and more and more opera- 
tors are finding it profitable to run all- 
freight services. The days when 
freight was carried as a make-weight 
on passenger flights or in converted 
and often obsolete passenger aircraft 
are now almost over. And with the 
development of special aeroplanes 
and all-freight schedules, so costs 
will fall and the scope of the service 
in terms of the types of cargo which 
can be handled will increase. 


It is interesting to note, inciden- 
tally, that many of the freight custo- 
mers of airlines in this country are 
small firms, often fairly new to the 
export market. Without long-stand- 
ing ties with shipping companies, 
they are less bound by the forces of 
tradition and are making an unbiass- 
ed assessment of the alternatives 
open to them from the very beginn- 
ing. Likewise, it is significant that 
more goods are imported into this 
country by air than are exported by 
the same medium from it. Among the 
airlines to whom I spoke, there was a 
definite feeling that the continental 
manufacturer is more air-minded 
than his British counterpart. This is a 
point worth thinking about on the 
eve of intensified competition from 
the Common Market countries. 

What then of the future for air 
freight ? In a recent study, Kenneth 
Sealing and P. C. L. Herdson of the 
London School of Economics arrive 
at the conclusion that reductions in 
air freights of 40 per cent and 50 per 
cent would lead to increases in traffic 
of 120 and 200 per cent respectively. 
These reductions could also extend 
the competitive radius of air freight 
compared with surface transport to 
cover almost the whole of industrial 
Europe, they believe. 


A successful experiment 


The study also reveals that taking 
into account the ‘hidden’ savings 
mentioned in this article, air trans- 
port would be actually cheaper for 
the average British machinery con- 
signment to Europe even if air 
freights were nominally 2} times 
greater than surface rates. 

A general reduction of air freights 
in line with the hypotheses of this 
study is now almost certain. That 
rates have not fallen faster hitherto is 
not due to reluctance on the part of 
the operators, but to failure among 
the airlines and their Governments 
to agree on the extent of the cuts 
economically feasible. The successful 
conclusion of an agreement on the 
North Atlantic ‘experiment’ should, 
however, set the wider pattern for 
the future. END 
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New Med 


icine for 


the Old Firm 


“Those consultants went through 


my organization like a dose 


of salts and we're all the 
better for it,’ said one 


grateful patient. What 


should we expect when we 





call in the business doctors ? 


by John Martin 


OWADAYS, all the really 
top people go to a psycho- 
analyst. To the naive, this 


might suggest that there is a high 
rate of instability among the élite. 
But to those who know, recourse to 
an analyst (provided it is judiciously 
publicized) subtly implies that one 
is broadminded and humble enough 
to recognize one’s imperfections 
and to try to remedy them. 
Similarly, businessmen who are 
really ‘in’ employ an analyst for 
their companies—but in this case he 
is known as a management con- 
sultant. Look around, and you will 
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businesses 


find that all the best 
have, at one time or another, had 
consultants in. Occasionally where, 
perhaps, ostentation slightly exceeds 
good taste, the consultant actually 
lives for long periods with the client 
company. 

Before going any further, I must 
warn my readers not to pay any 
attention to that ridiculous old tag 
which says that the best things in 
life are free. Of course they are not! 
Management consultants are, let's 
face it, very expensive. Though it 
is only fair to say that if you choose 
your consultant wisely he will ulti- 





The masochist in us endures 
the torture 


mately save you far more than you 
ever pay him in fees. 

I should also warn you that the 
treatment will almost certainly be 
painful. But the masochist that lurks 
in most of us gladly endures even 
excruciating pain for the sake of the 
pleasure (and profit) it will ultimately 
yield. 

A consultant who really knows 
his job has probably been soundly 
trained in Freudian techniques. No 
aspect of your company’s /d will 
escape his kindly but piercing gaze. 
If your corporate psyche looks a 
little grubby when exposed to the 
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consultant’s searching examination 
—don’t worry. Yours is no worse 
than anyone else's. 

Like the psychiatrist, the consult- 
ant will gently but firmly lead your 
company’s memory back to its child- 
hood. You might as well decide to 
be perfectly honest. If you are evas- 
ive, the consultant will winkle the 
truth out of somebody else—you pay 
him for that. Forget your inhibitions 
and tell all. The consultant is un- 
shockable. It is you who will be 
scandalized when you read his exposé 
soberly set forth in the appallingly 
frank report he will give you later. 

Most companies, like all but the 
luckiest children, have grown up 
more or less haphazard and have 
been exposed to all sorts of undesir- 
able influences during the process. 
You will find that the cleverest (and 
probably the most expensive) con- 
sultants have an uncanny knack of 
putting a finger on the things you 
like least about your business and 
had hoped they wouldn't notice. 


These exercises have 
no object 


“What, exactly, is the purpose 
of this Form 337A?” the consultant 
will ask gently as he roots about in 
the dusty recesses of your counting 
house. Do not be ashamed if you 
are forced to admit that neither you 
nor anyone else has the slightest 
idea. 

Do not allow the consultants 
tactful but inexorable probing to 
get on your nerves. “Why do you 
operate this procedure in this way?” 
he will ask in his instiable thirst for 
information. Take a deep breath and 
own up that great granddad, who 
founded the firm, worked for 30 
years in the War Office before the 
post-Crimea clean-up threw him on 
his own resources, and the routine 
was his idea. There is nothing dis- 
creditable in having submitted to 
the influence of older people—it 
happens to every company. All that 
is wrong with yours is that it suffers 
from a father fixation. Your con- 
sultant will soon see to all that for 
you. 

Fearless in his devotion to duty, 
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Is all the stamp 
licking strictly 
necessary 


the consultant will not flinch from 
delving into matters which you 
might, in your self-conscious way, 
believe to be purely your private 
province. Why have you not ex- 
changed a word with one of your 
fellow-directors for 17 years? Had 
it occurred to you that your chief 
accountant might be suffering from 
catalepsy ? Is it strictly necessary for 
the office boy (old age pensioner) 
to lick 14,000 envelopes each month 
when you send out the statements? 
The consultant doesn't want to pry, 
but could you tell him what that 
copy of the 1912 London Street 
Directory is doing on your desk? 
Before you start to shudder, 
remember that those who have gone 
before you will testify spontane- 
ously to the voluptuous pleasure 
they experience once they have 
been thoroughly purged by a com- 
petent consultant. That picturesque, 
and highly successful, entrepreneur, 
Carl P. Sleidermeyer of Chicago, 
is quoted as saying: “Yes, sir. 
Those consultants went through my 
organization like a dose of salts, 
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and I don’t mind telling you we're 
all the better for it.” 

You need never fear that any- 
thing you reveal to the consultant 
will go farther. A reputable con- 
sultant is the soul of discretion. 
His lips, like those of a father con- 
fessor, are sealed. Though he might 
occasionally tell you about a com- 
pany which used its 1945 price list 
for its 1960 invoices, this will be 
pure parable and will not refer to 
any living organization. The con- 
sultant knows only too well that if 
he betrayed your secrets he would 
soon be out of a job. 

I recently had the privilege of 
dining with a well-known and highly 
successful management consultant. 
After the port had passed between 
us once or twice, he mellowed suffi- 
ciently to discuss, for the benefit of 
Business readers, some of the ail- 
ments which most frequently afflict 
his clients. 

“Of course, the most common 
trouble we meet is a psychological 
block about office machines,” he 
confided. “This is a maladjustment 


Old gentlemen who will work for nearly 


nothing are in short supply 
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which particularly afflicts old-estab- 
lished companies. “Why, they ask 
pathetically, ‘should we use a soul- 
less, shiny machine operated by a 
pert and indolent young girl when we 
can get exactly the same results from 
the ten old gentlemen who write 
industriously in our ledgers?” I can 
agree, without hypocrisy, that they 
may get the same results. But, at the 
same time, I point out that con- 
scientious old gentlemen with decent 
handwriting who will work for 
£2 10s. a week and no lunch vouchers 
are in short supply. And that three 
years is rather a long time to wait for 
sales statistics.” 


Attempted seduction 
of consultants 


“One of the big difficulties we 
encounter is transference,” my 
informant continued. “Obviously, 
there must be close rapport between 
consultant and client. But this 
intimacy must not be overdone. 
Once we have gained a client’s con- 
fidence, he will lavish affection on 
us to an embarrassing degree. More 
often than not, companies will even 
make improper advances in the 
shape of an invitation to join their 
staff.” 

“How do you cope with that?” 
! asked curiously. A slight smile 
played round the consultant’s lips. 

“We must look after our own 
interests, of course. So in order 
to protect both ourselves and our 
chaps, we usually make them sign 
the equivalent of a marriage con- 
tract. This, though it does not cite 
death as the sole divider, does make 
them think twice before allowing 
themselves to be seduced into a 
divorce. Although they will natur- 
matter of diplomacy, 
suggest to the client that his orga- 
nization is highly desirable, they 
probably have not the slightest wish 
to spend the rest of their days with 
it 


ally, as a 


“It is true that some weaker men 
have yielded to the siren songs, but 
the resultant union is seldom wholly 
successful. Both parties usually find 
out the hard way that friendship is 
often much more satisfactory than 
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Presenting the report 
is a sticky problem 


a permanent liaison. The consultant 
is, by nature and training, almost 
bound to be something of a phil- 
anderer, and unless he is unusually 
discreet, he will find himself con- 
cerned over outside companies’ 
problems. Rival establishments are a 
particular temptation—all the ex- 
perience he has gained with his 
present employer would come in so 
useful. 

“One fascinating phenomenon we 
encounter,” the consultant told me, 
warming to his theme, “is the 
death wish. We sometimes have a 
strong impression (seldom contra- 
dicted by subsequent investigation) 
that a company is subconsciously 
contriving its own demise. The 
Gadarene urge toward bankruptcy 
is sO strong throughout the organi- 
zation that it is a real problem to 
divert their procedures into healthy 
channels. I remember one company 
whose persistent refusal ever to cost 
even the most elaborate job led to 
their producing almost purely fic- 
tional estimates. By the time I was 
called in they had, quite unwittingly, 
almost driven themselves to suicide 
while believing their difficulties were 
due tocut-throat competition. They're 
making £150,000 a year profit now.” 

“What about reports ?” I prompted 
him. 


“Ah, reports,” he said. “We get 
some very sticky problems there, 
caused by infantilism. Memories of 
schooldays, you know.” 

“Our first duty, after the pre- 
liminary examination, is to write 
a report. This is, of necessity, a 
rather candid document, and it is 
here that we need all our skill and 
diplomacy to break down the client's 
resistance. Occasionally they become 
violent, and we get an out-of-hand 
rejection—but that doesn’t happen 
often. Nearly always though, the 
company kicks ferociously at what 
it considers unduly harsh criticism 

—though if it but knew, we often use 
euphemism to an almost absurd 
degree. The ensuing stage can only 
be described as panic, and is precipi- 
tated by scrutiny of our estimate of 
the cost of installing new machines 
and procedures.” 

““How do you calm them down?” 
| asked. 

“Chiefly with gentle persistence 
and monumental patience,” the 
consultant told me. “After the first 
reaction has subsided, most com- 
panies realize that we have told them 
the truth and that they must face it, 
unpalatable though it may be. And 
when they've had a chance to 
assimilate the new ideas we suggest 
and to reckon up the savings they'll 
make if they adopt our proposals, 
they are usually ready to eat out of 
our hands. Though, mind you, it ts 
often an uphill struggle, even when 
top management is on our side. The 
old retainers give us the worst head- 
aches.” 

I noticed that as the consultant 
spoke, his eyes were roving restlessly 
round the room. Finally his gaze 
settled immovably on a single waiter 
who was running, ant-like, back- 
wards and forwards to a hatch from 
which he picked up one plate of food 
at a time. 

The consultant rose to his feet. 
“I'm sorry, but I can’t stand it an- 
other minute,” he exclaimed. “Time 
this place had some O and M. That 
poor fellow has evidently never 
discovered that simple implement, a 
tray.” 

Excusing him hastily, | called for 
the bill and made my way outside. END 
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E.C.S. take 


time off 
your mind 


TIME RECORDERS 


Fully automatic, “Out” 
recordings can be made 
immediately after “In” 
recordings, clearly and 
without overprinting. 


Gt 


SIGNAL CLOCKS 


For automatic sounding 
of bells, hooters and 
sirens at pre-arranged 
times. Can be operated 
from a Master Clock or 
direct from AC mains 


... but keep it clearly in the minds 


of staff, with a range of 


precision time-keeping equipment 


shaped to meet the needs 


ofindustry and commerce alike. 


WALL CLOCKS 


A choice of many models 
—from 6° dia. to the lar- 
gest exterior tower clock 
—all of which can be 
operated from AC mains 
or from a Master Clock. 


STAFF LOCATION CLOCKS 


A pre-arranged combi- 
nation of illuminated 
numerals silently sum- 
mons any member of the 
staff. 





WATCHMAN’S CLOCKS 


Ensure the efficient 
patrolling of security 
staff by providing a prin- 
ted record of the times 
of points visited. Any 
number of stations can 
be incorporated. 
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TEA BREAK TIMERS 


A signal is given when 
the tea break commences 
and a return-to-work 
signal follows automati- 
cally after 10 or 15 min- 
utes. 





PROCESS TIMERS 


For exact timing of se- 
quences or operations 
in factories, workshops. 
laboratories, studios, 
etc. Mechanical and 
electrical models for 
bench or wall fixing. 





MASTER CLOCKS 


For the accurate 
and uniform con- 
trol of any 
number of slave 
clocks, time 
recorders and 
signal clocks. 


English Clock Systems 


Branch Offices in: 
BIRMINGHAM CENtral 

8737-8 

MANCHESTER CENtral 

0858 

LEEDS Leeds 24110 
GLASGOW CITy 4897 

BELFAST Belfast 32911 
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for full details and literature write to Dept. B, 
ENGLISH CLOCK SYSTEMS 

179-185 GREAT PORTLAND STREET, 
LONDON, W.1 LANgham 7226 


A branch of the Clock 
and Watch Division of 
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Fresh thinking on 


Management 


By Stanley Alderson 


Revolution had begun. The first alone of a long 

series of prospective Labour Governments was 
going to nationalize the Bank of England, medicine, 
transport, coal, gas, electricity, and steel. Private 
industry would be allowed to survive at all, it was felt, 
only if it doubled its production, trebled its exports, 
halved its profits, multiplied its capital investment (out 
of profits) by five, and gave the trade unions everything 
they asked for. 

British management experienced both the fear of 
personal ruin and the patriotic fear that extensive 
nationalization and controls would bring economic and 
political sterility. The fear was compounded by guilt, 
for no one could defend the pre-war economic and 
industrial conditions which were all that private enter- 
prise had to show for itself. All this was reflected in the 
writings on business subjects, which, however academic 
or technical their intent, devoted much space to ethical 
issues without ever facing up to them. 

Books on personnel management insisted there could 
be no conflict between making the chaps happy and 
maximizing production. This not only begged the 
question, “What is happiness ?” It was untrue. In 
particular, Mayo had not proved it in the Hawthorne 
experiments. Books instructing salesmen in how to 
make customers think their products were better than 
they were digressed to argue that there could be no 
conflict between the salesman’s obligation to tell the 
truth and his desire to maximize long-term sales. Books 
on automation argued both that it did not cause 
redundancy and that the redundancy it caused could be 
offset simply by stopping recruitment. The fact that you 
could in this way create 100 per cent unemployment in 
two generations without ever declaring a man redund- 
ant was overlooked. All the books asserted there was no 


|. 1945 no one doubted that the Second Bloodless 


conflict of interest between shareholders and employees. 
Some even went the whole hog and asserted there was 
no conflict of interest between a company and its 
customers. 

The odd good book was published, but one had to 
search for it. There is at all times more rubbish published 
about management than any other subject. This is 
presumably because company librarians have generous 
budgets and feel it is their job to be able to produce 
any book the managing director should snap his fingers 
for. A good library comes to mean a comprehensive 
one. This creates a sufficient market for more or less 
any book on a business subject; hence publishers 
publish more or less any book on a business subject. 
But in the decade after 1945 the management rubbish 
was intellectually untidy even by its own standards. 
Much of the purpose, difficulty and interest of manage- 
ment consists of reconciling or balancing different aims 
and interests. If you deny that any conflict exists, you 
have not really got a book to write. 

continued on page 131 


Political conditions after the war 
gave rise to a lot of rubbishy 
writing about management topics. 
Due to a new-founded confidence 
much healthier tendencies are 
now in evidence 


BUSINESS 





_ 
-_ 
a 


*you know a HERTEOR| 
where you § g 
are with... sy HATFIELD 
—_ a 
Mito 
Ry? 
wor 
# RAL! A 


> ia 


— 


ARP art 





a 





iG 


ak Ms 
7 


Pg 





' ® you know it’s always top quality... : 3 Tullis ‘Russell 


The IVOREX range offers you all you could ask of a board. The 

. ‘ . & COLTD 
well-known Tullis Russell quality is there: your guarantee of 
perfect results whatever printing process you employ. Then OVER 150 YEARS OF FINE PAPERMAKING 
there’s the complete uniformity of quality, thickness, colour 
and finish which the new twin-wire machine at our Auchmuty SCOTLAND: Auchmuty & Rothes Paper Mills, Markinch, Fife 
mill gives you. Finally, you know where you are on price, too, 
for there are agreed prices throughout the range. No wonder 
printers everywhere regard IVOREX 102 as the most reliable 
board of them all! MANCHESTER: 372 Corn Exchange Buildings, Corporation Street 


WOREX 102 


THE BOARD WITH 102 ITEMS COVERING EVERY FINE PRINTING NEED 


LONDON: Ivorex House, Upper Thames Street, E.C.4 
BIRMINGHAM: Griffin House, 18-19 Ludgate Hill 





verted to Decimal Currency 
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Machines and Systems ca 


All Nationa 


TANS 


really is the way to 


get your business 


-hy NR automatically / 


This way-by the National Automatic Data Capturing System-you 
can have completely up-to-date ANALYSES, COMPARISONS, 
EXCEPTION REPORTS, SUMMARIES & SCHEDULES of any kind 
on your desk, whenever you need them. While prime entries are being 
made on orthodox, machine accounting records, relevant data is 
captured-automatically-on punched tape (or punched cards). The 
resulting ‘media’ is then processed at the NCR DATA PROCESSING 
CENTRE, on your own D.P. equipment or at one of the Bureaux in 
your area. By this system, you are not only independent of internal 
staff for the sifting out of all your management information; you also 
save much money. The cost of obtaining the facts you need is-by this 
automatic method-far, far less than the salaries you would otherwise 
have to pay. 


AND, BY THE WAY: In many cases, the same tapes or the same 
cards can be used for the automatic preparation of INVOICES, STATE- 
MENTS, PAYROELS, and the automation of high-volume paperwork 
in general 


ALL THE FACTS about National Automatic Data Capturing Systems 
-how they work and what they can do-are obtainable from the NCR 
ACCOUNTING MACHINE DIVISION Representative responsible for your 
area of the country. His telephone number is in your local directory. 


Some typical users of 
NATIONAL AUTOMATIC DATA 
CAPTURING SYSTEMS 


(PUNCHED TAPE OR PUNCHED CARD) 


BRITISH INSULATED CALLENDER’S LTD 

ATOMIC ENERGY COMMISSION 

AUSTIN REED LTD 

DAILY MIRROR NEWSPAPERS LTD 

CENTRAL ELECTRICITY GENERATING 
BOARD 

WESTMINSTER BANK LIMITED 

NATIONAL PROVINCIAL BANK LTD 

MONSANTO CHEMICALS LTD 

SOUTHERN ELECTRICITY BOARD 

THE MOND NICKEL LTD 

LONDON COUNTY COUNCIL 

ESSO PETROLEUM CO LTD 

BRITISH RAILWAYS 

GEORGE ELLISON LTD 

LEGAL & GENERAL ASSURANCE 
SOCIETY LTD 

BRYANT & MAY LTD 

HOFFMANN MANUFACTURING CO LTD 

JOHN PLAYER & SONS 

THE STEEL COMPANY OF WALES 

CEMENTATION CO LTD 

BARCLAYS BANK LTD 

MCVITIE & PRICE LTD 

EVER READY CO (GB) LTD 

SIMPLEX ELECTRIC CO LTD 

JOSEPH LUCAS LTD 

CO-OPERATIVE WHOLESALE SOCIETY 

ASSOCIATED CHEMICAL COMPANIES LTD 

BANK OF SCOTLAND 


CRANLEIGH FINANCE CO LTD 


AN ANNOUNCEMENT BY THE ACCOUNTING MACHINE DIVISION OF 


THE NATIONAL CASH REGISTER COMPANY LIMITED 206-216 Marylebone Road London NW1 Tel: PADdington 7070 
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The newly-completed Daily Mirror offices, headquarters of the 
world's greatest publishing organisation, are lighted by Philips 


equipment. Installation was carried out after several months’ 


work by Philips Lighting Design Service. Lighting requirements 
varied considerably with each office, and it was necessary to use 
many different types of layout. Shown here are afew of those selected. 


The Editorial Room is fitted with Philips twin 5 80-watt Warm White fluorescent lamps. 
housed in TB17 fittings. They are spaced at4-yard intervals at a height of 10 feet. Iiiumination 
level is approximately 35 lumens per square foot. 


Complete lighting design service 


Mirror printing presses Got a lighting problem? Then why not consult Philips? However 
Seite them ead tall ss ee el large or small your query is, it will be treated with the same skill 
White fluorescent lamps. and experience that went into the Daily Mirror scheme. And 
ee even if you have no specific problem in mind, Philips will still 
be happy to send you full details of their Lighting Design 
Service. Just fill in the coupon below and post today. 


f-—----—---------------------- 
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[wues| To: Philips Electrical Limited, Lamp & Lighting Group, 

ts Century House, Shaftesbury Avenue, London WC2. 
Please send me full details of Philips Lighting Design Service 


| 
| 
| 
NAME Dee see? ; 
ADDRESS ! 

| 
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PHILIPS LEAD THE WORLD IN LIGHTING 


(LD3382A) 
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I'm a purely selfish 
benefactor 


I mean I set about making a lot of people’s lives much pleasanter from the 
most commercial of motives ; increased production, higher efficiency, sheer 
gain, really. 


Installed those automatic machines all over the works. Chap puts his 
money in; gets a cup of tea, milk, coffee, or a snack. Doesn't have to walk 
miles, queue, anything like that. Back at his job in no time at all. Men 
like it, look on me as benefactor. So do shareholders. Remarkable. Everyone 


pleased. Americans call it servicing the operative. Inhuman phrase: but 


sound sense: sound human sense. We're installing the same machines in 


the offices now ... Nice looking jobs, hold a lot. No trouble to us: operating 
company keeps them filled. Installed them in fact: we just supply the floor 
space. Or you can buy them outright if you prefer to. From whom ? wait a 


minute: ah, yes... 


JOSEPH SANKEY & SONS LTD., 
VENDO DIVISION, 

Head Office Sales: GKN House, 

22 Kingsway. London, W.C.2., 

Tel: Chancery 1616. 

MIDLANDS OFFicE: Hadley Castle Works, 
Wellington, Shropshire 

Tel: Wellington 4321 


MANCHESTER OFFICE: 38 Quay St 
Manchester 3. Tel: Blackfriars 0718/9 


SCOTTISH OFFICE: 19 North Claremort St., 
Glasgow, C.3. Tel: Douglas 8645. 
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le ae rape Sider 


Merchant and Investment 
Bankers 
— ER 


We have a century-and-a-half of experience behind us in the City of London, 
and amongst our clients are some of the largest and most progressive companies in 





the country. Besides providing acceptance credit and other specialised banking 
facilities, we can also offer our services in the following fields: 


Company Finance 
Loan and Share Capital Issues, mergers, acquisitions, capital reorganisations, 
the conversion of private into public companies —these are some of the operations 
we undertake. In all such matters an important factor for success can be the 
skill and standing of the ‘‘House’’ behind you 








International Banking 
Successive generations of our partners and principals have built up close personal 
friendships with bankers and industrialists in many countries abroad. In New York 
we have unique advantages through our affiliation with the J. Henry Schroder Banking 

Corporation. We have too our own offices in Europe and in Rio de Janeiro and 
Buenos Aires and associated companies in Australia and Canada 
2 
Investment Management 
We are well placed to assess developing trends in industry and commerce. 
We also keep in daily contact with the main 
Stock Exchanges and with leading institutional investors. 

Our organisation is thus a clearing house of information and opinion on 
which we can draw to aid us in the management of our many investment portfolios, 
which include Investment Trusts, Pension and Endowment Funds. 

These can be managed either under a specific arrangement or at our discretion. 


kB 
J. HENRY SCHRODER & CO. LTD. 


145 Leadenhall Street, London E.C.3 
Telephone: AVEnue 4600 





and 


HELBERT, WAGG & CO.LTD. 


41 Threadneedle Street, London E.C.2 
Telephone: LONdon Wall 1722 


complete financial, banking and investment service 
A iplet a 1, banking 1 t t 
both at home and abroad. 


ie 


Laat Cab CAE 
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Fastest ever speeds 
with amazing 
razor-sharp reproduction 


It’s new You ll never know the thrill of switching to crystal 
eee 


clear, fast, almost automatic duplicating until you've 


and it’s tested this amazing new duplicator by Ellams. See for 


yourself the extra production speeds you'll get 
automatic; assisted by the unique SPEEDRITE ‘Stream-Feed’ 
control which incorporates full paper re-loading as 
re-feeds the machine runs. Watch how the special Ink Boost 
Control gives perfect blacks, even on the densest 
as it areas; automatically, as on regular printing presse 
And see the extra clarity of the finest razorsharp 
speeds reproduction in the world. There's a host of other 


extras too! All housed in the most modern; most 


tional design that ever graced your office 


Write for details and leaflets by return. 


duplication perfection 


—— ® Please send me detaiis of the New Speedrite by return. 


Post this coupon today. 


Name 
Company 


Address 8.10 


ELLAMS DUPLICATOR CO. LTD., WALTON ROAD, WATFORD, HERTS. WATFORD 24221 
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. Faaing 
PAys! 


The lightweight recei ompared nere 
with a fountain pen ips in any pocket 


In an increasing number of progressive firms 
and institutions, the Multitone ‘ Personal Call’ 
Pocket Paging System is saving countless wasted man-hours. 
It can do the same for your organisation— and your customers. 


On telephone working alone, Pocket Paging reduces ‘ call-backs’ 
and the need for extra lines and operators sufficiently 

to offset the cost—a few shillings per week per man‘ on call’ 

— inclusive of all operating costs. 


Not a telephone of any kind, Multitone ‘ Personal Call’ 

is a unique paging system which enables any of your key staff 

to be contacted immediately wherever they happen to be, 
selectively and without disturbing anyone else —no loudspeakers, 
bells, flashing lights or any other distraction. 


This all-British equipment, which is installed in hundreds 
of hospitals and an even larger number of industrial firms in 30 
countries, is simple to install and foolproof to operate. 


Post coupon now for a leaflet which tells you all about one of the 
greatest time and money savers of this electronic age. 


RVEULTITONE 


the original ‘Personal Call' Pocket Paging System 


Please send me full details of the Multitone ‘Personal Call’ Pocket Paging System 
MULTITONE ELECTRIC COMPANY LIMITED — 
12-20 UNDERWOOD STREET ~ LONDON N.1 an 
Telephone; Clerkenwell 8022 
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The 
fastest Leo yet 
in harness soon! 


LEO III, the latest and fastest LEO Automatic Office, will start service 
trials soon, in preparation for the opening of the fourth LEO Service Bureau 
in London early in 1962. LEO III, incorporating every significant advance in 
commercial data processing, will make available the LEO service to a still 


wider circle of businesses — both large and small. 


Six basic facts about Leo III 


1. Magnetic Core Store of up to 160,000 digits, 
automatically shared amongst several concurrent 
jobs. 

2. Special buffering arrangements between compu- 
ter and input/output equipment to enable all to 
work continuously. 

3. Comprehensive and extendable order code, with 
ability to calculate automatically in binary (fixed or 
floating point), decimal or sterling numbers, accord- 
ing to the particular calculations. 

4. Fast printing—up to 60,000 lines per hour. Fast 
magnetic tapes with unsurpassed built-in error 
detection. 

5. Fully transistorised circuits, with checks at all 
transfers, high reliability and the fullest attention 
to ease of operation and maintenance. 

6. Made up of independent units which can be 
added to on site as needs increase, without inter- 
rupting routine operation. 


MORE FACTS ? Complete information on LEO 
Ili and the LEO III Service Bureau is available from 
LEO Computers Ltd. If you are interested contact 
them now. Telephone Bayswater 9451. 
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Seven jobs Leo III will be doing 
1. Invoicing, sales forecasting, sales analysis. 
2. Stock and warehouse control. 

3. Production scheduling and control. 

4. Payroll and wages costing. 

5. Engineering and Market Research. 

6. Stock Exchange and Insurance Accounting. 
7. Share register work. 


LEO has been giving hour-to-hour service for 8 
years now. LEO III will make this service 
faster and wider than ever before. 


Leo users include: 


W. D. & H. O. Wills, Lightning Fasteners Ltd., British 
Oxygen Co. Ltd., A.E.1.—Hotpoint Ltd., Smith's 
Clocks & Watches Ltd., Kodak Ltd., Tate and Lyle 
Ltd., Ford Motor Co. Ltd., Ministry of Pensions and 
National Insurance, Ever Ready Co. (Great Britain) 
Ltd. 








LEO COMPUTERS LTD - HARTREE HOUSE - QUEENSWAY + LONDON W..2 
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New Build-Up for 


he Silversmiths 
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Thi: as a dying industry. By adopting 


| 


modern-style design and opening up new 


markets it broke out of 


T IS due largely to the Design and 

Research Centre for the Gold, 

Silver Jewellery and Allied Indus- 
tries that craftmanship in precious 
metals has again become fashionable 
Without it the British silverware 
industry might easily have been 
moribund, instead of in its present 
flourishing state. The new interest is 
being felt even in the training schools. 
Qualified apprentices are able to find 
appointments where none existed 
before. There are few more remark- 
able examples of how a failing indus- 
try can be restored. 

Founded in 1946, the Centre exists 
to stimulate the creation of modern 





Elkan Simons. himself a 
clockmaker, has guided the 
new movement 


stagnation and 


by Douglas Crawford 


masterpieces, and to set up by means 
of competitions a healthy rivalry and 
exchange of views among the young- 
er designers. The interest created will, 
it is hoped, eventually filter through 
to mass-production and raise the 
whole standard of work. It encour- 
ages young designers to qualify for 
the Goldsmith’s Hall certificate of 
proficiency, feeling that, even if they 
go no further, it will have achieved 
something worthwhile, for the an- 
tiques of a hundred years’ time will 
be worthy of note. 

It also organizes National Design 
competitions, where the candidates 
are in almost equal numbers trade 
and freelance designers and students 
from schools and colleges of art. For 
aspiring designers in the jewellery 
field there is the “Jewel of the Year” 
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competition, where the emphasis is 
laid on originality. The prestige 
gained is akin to that conferred by 
the “Film of the Year” or “Sports- 
man of the Year”. In addition, it 
encourages manufacturers to use the 
designs in their mass-produced arti- 
cles, and earns royalties from them. 
In both spheres it is a process of re- 
education rather than education that 
it is setting in motion. 

For British smiths in these days 
are quite as skilful as their prede- 
The trouble has been that 
they have had no market for their 
goods. Now civic bodies and indus- 
trial concerns are beginning to realize 
once more the prestige that a collec- 
tion of silverware conveys. After a 
long period of neglect, collections 
have once again been accepted as a 
symbol of dignity, and this move- 
ment has been astutely guided by the 
Centre and chairman, Elkan 
Simons. Municipalities, regimental 
and sporting organizations as well as 
business firms have responded. 

The City of London, Plymouth 
and Norwich are among those towns 
that are continuing to build on al- 
ready existing while 
boroughs like Harrogate, Nuneaton 
and Leicester have recently started 
them. The Centre can advise on the 
types of article to be commissioned 
and suggest likely artists. There is a 
Technical Advisory Committee to 
deal 


cessors 


its 


collections, 


with enquiries and visits to 
members. The latest town to seek the 
Centre's advice is Blackpool, which 
has just received the beginnings of its 
collection — a centrepiece and cande- 








creates new markets 





labra, all silver, and costing £1000 to 
date. The scope of the market is 
increased by the demand for eccles- 
iastic plate and by the needs of univ- 
ersities and learned societies; perhaps 
the finest example of the latter is the 
piece commissioned by the Royal 
Society, depicting the atomic age. 
Shell and B.P. have good collections. 
The prestige conveyed is consider- 
able. Epsom Grandstand, too, has 
invested in a collection. To cater for 
these varied needs, regional design 
councils have been set up through- 
out the country, in Scotland, Bir- 
mingham, Sheffield and the West 
Country. This greatly eases the strain 
on the central office in London, for 
particular problems can be solved 
and new markets discovered on the 
spot. These regional councils sponsor 
their own competitions and stage 
their own displays. In fact, the 
craftsman is now assured of a stable 
market, steady employment and 
freedom to experiment. 

The trend in styling is to simple, 
classical shapes, resembling the mod- 
ern lines in architecture. Everything 
is done by hand, including handles 


The trend in 
styling is to 
simple, classical 
shapes 


The answer to dwindling 
craftsmanship —a Design and 


Research Centre which indirectly 


and crests. The techniques are still the 
same as in the past. It takes up to 
three months to execute some of the 
designs. Silver, which is well adapted 
to the more delicate modern designs, 
is the usual medium. The Centre 
plans to expand in Canada and the 
U.S.A., where the demand for this 
type of handmade design should be 
very high. At the last British Exhibi- 
tion in New York, the Centre had a 
small stand. 

The Centre is financed by grants 
from the British Jewellery Associa- 
tion and the British Diamond 
Corporation, besides royalties. These 
hope that they will eventually reap 
benefit from the all-round improve- 
ment in design. An _ additional 
stimulus and aid is the Government's 
system of tax-relief. When this was 
first introduced in 1951 the tax on 
silverware was crippling. Now the 
designs that qualify for this system 
of tax-relief are taxed at the same rate 
as plated articles, namely, 124 per 
cent. A Government appointed panel, 
selected from members of the Centre, 
judges them. Designs must be original 
and hand-made throughout. The 
standard is high and the prestige 
gained significant. 

But the idea might never have been 
realized had it not been for the 
number of people who have given 
their services to the Centre on an 
honorary basis for the sake of British 
craftmanship. The chairman himself 
is a clock-maker by trade, but has 
devoted some time to the Centre's 
expansion. Craftmanship here has 
always been of the highest standard 
and the purity of silver considerably 
higher than on the continent. It is 
to the credit of the Centre that a fail- 
ing industry has been revived and a 
sense of beauty preserved. END 
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A Capital Service... 
with no capital outlay 





It is, to all intents and purposes, your vehicle. 

Whether it is your only one, or whether it is part of a fleet, 
it is your style of vehicle, built if necessary to meet 

your special needs. It has your colours and your name. 

It has a B.R.S. driver (or, if you wish, your own). 

It is your vehicle on contract hire from British Road Services. 
Behind the scenes, carrying the problems of staffing, 
maintenance and repairs, garaging and cleaning, are B.R.S. 
And your capital stays in your business. 


Contract Hire by British Road Services 


olen S B.R.S. (Contracts) Ltd., 

ay 4 Melbury House, Melbury Terrace, London NW1 
ey O) Telephone : Paddington 1161 

‘BTC’ Or any District or Divisional Office. 
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RENAULT 


gets the orders-delivers the goods 














DAUPHINE 
for your Sales Fleet 
Smart and practical (4 doors!) 
Easy to handle (parks in under 14 ft!) 


T ’ 


Low running cos (over 4 m.p.g 
any fuel!) 

Easy maintenance (removable wet liners 

it time on major overhauls!) 

Prompt service (Renault service covers 

the country! 

Boosts morale, impresses the customers 

the Dauphine is a good ambassador; 

representatives are proud of her) 


Choice of gearbox (3-speed or 4-speed) 

















ESTAFETTE 


for your Delivery Fleet 


High capacity (217 cu. ft. in high-roof 
model!) Also van, pick-up and 9-seater 


Lowest low-loading (only 14 ins. from 
ground!) 


Easy loading (five doors!) 


Easy maintenance (withdraw 6 bolts 
and the engine and front-wheel assembly 
is separated from the body!) 


Always on the road! (with one spare 
engine assembly you can switch engines 
and do major servicing at leisure) 


Manoeuvrability (30 ft. turning circle!) 
Economy (over 30 m.p.g.—any fuel!) 


Four forward gears (synchromesh onall!) 





Please send me details of the Renault Dauphine/ 


! 
P + 3 T Renault Estafette and tell me about the alternativ: 
Os HIS COU! ON hemes 1! fleet users — Outright Purchase 


| 
Annual Replacement and Contract Hire : 

or TeLePHoNE ACORN 3481 
TO THE FLEET SALES DEPARTMENT VAME OF COMPANY | 
RENAULT LIMITED | 

| 


WESTERN AVENUF ~- LONDON W.S. 
! 
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EXECUTIVE CAR REPORT 





The Feminine Touch 


T is a sad condition of the present 
day market for cars that if the 
shape of the body and the colour- 
scheme please the eye of the potential 
buyer's wife, the sale is more than 


half made. And of the European 
manufacturers, none has more deli- 
berately exploited this feminine in- 
vasion of a man’s world than the 
Renault organization 

The Floride (the name itself con- 
jures up sun-tan lotion and bikinis) 
the latest and most carefully 
thoughtout product of this policy. 
Every detail has been approached 
unashamedly from the woman's 
angle. But from the angle of the 
woman as co-owner of the family car, 
and not from the angle of the woman 
as driver. 

1 would be the first to applaud a 
car designed solely to meet the spec- 
ial needs of the woman driver. But this 
I feel is the type of car which the wife 
is meant to choose while leaving 
hubby to do most of the driving. 
Which is about as unfair as a girl 
asking her fullback boy-friend to 
walk her cropped and scented poodle 
round the local park 

In writing about the Floride it is 
ominous to find how easily one falls 
to using the jargon of the fashion 
reporter. To describe its outward 
appearance, for example, there is 
really only one adequate word — chic. 
Smart, certainly by no means fussy, 


is 


but essentially pretty rather than 
handsome. 
The colour-schemes available 


could best be described as subtle and 
for cars at any rate — often unus- 
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ual. According to my wife, the model 
that I tested was cherry, with toning 
(not matching) upholstery and in- 
terior trim. Pleasing even to the mas- 
culine eye, I must admit, after the 
crude colours of many British popu- 
lar cars. 

Mechanically the Floride is almost 
identical with the Gordini version of 
its elder sister the Dauphine. But a 
much more positive feeling of ad- 
hesion to the road has been achieved. 
In fact, within the limits of its engine 
performance, the Floride combines 
very sound road holding with an ex- 
tremely smooth ride — two character- 
istics not always found in combina- 
tion. Suspension is fully independent. 
The steering has a marked castor 
action, and while I am in favour of 
this, it does produce a certain heavi- 
ness towards full lock when manoeuv- 
ring at slow speeds. 

The brakes are adequate when 
cold, but fade rapidly with use. In an 
emergency considerable pedal press- 
ure has to be applied, which again 
makes me think that the litthe woman 
is meant to choose rather than drive 

Despite the car's dashing looks, 
performance is far from impressive. 
The speedometer of the car I drove 
was almost certainly fast, but even so 
it proved impossible to push the 
needle above an alleged eighty. On a 
run down the Great North Road | 
several times found myself in the 
embarrassing position of being defer- 
red to by the drivers of more tradi- 
tional family cars, only to find that I 
had insufficient engine power to take 
advantage of the opportunity offered 
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Acceleration in the lower gears is 
reasonably lively, and the ratios in 
the four-speed box are sensibly 
chosen. This is just as well because 
considerable use must be made of the 
gears in all but the most open condi- 
tions to keep the car moving at a 
reasonable pace. As with many 
Continenta! cars, top gear is almost 
an overdrive, and the car will cruise 
happily for long stretches at full 
throttle. Fuel consumption is about 
40 m.p.g. and does not appear to 
deteriorate appreciably on_ short 


journeys. 


The actual gear-change mechanism 
is perhaps the worst feature of the 
car. The floor-mounted lever is one 
of the least rigid I have ever come 
across, the lack of precision in the 
linkage is reminiscent of the worst of 
early column-mounted arrangements, 
and even with a gear engaged the 
lever retains several inches of useless 
sideways movement. At the best of 
times changing gear on this car is a 
slightly hit or miss affair, and it 
would be highly dangerous to rely on 
a fast change to get one out of 
trouble. 

To sum up, the Floride is typical of 
that class of French car which, on 
account of the very high French 
petrol prices, tries to cram a quart 
into a pint pot. Performance is at 
odds with appearance. The styling 
may not appeal to everyone’s taste, 
but at least it has been given more 
thought than one feels is given to the 
design of many popular British cars. 


continued on page 113 
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CONTRACT CAR HIRE 
WITH NO IRRITATING 
EXTRAS TO PAY! 


J Davy can improve your transport 
efficiency and cut its cost. 


You can work to a firm budget 
with J. Davy all-inclusive hire. 


Once you have made a hire contract 
with J. Davy, you can be certain that 
you will not have to pay more than 
the contract agrees. The only feature 
not covered is insurance —prefer- 
ably a matter for negotiation be- 
tween the transport user and the 
insurance companies. 

All servicing and maintenance is 
paid for by us-even oil ‘top ups’ and 
puncture repairs. 

There are no mileage restrictions. 
The hire charge also includes Road 
Tax, and Associate Membership of 
the A.A. 


Every contract car will be fitted 
with the famous Lexington safety 
belt. J. Davy are the first contract 
hire firm to offer safety belts as 
standard equipment on every car. 





Your capital can be put to more 
productive use. Instead of tying up 
money in vehicles and maintenance 
staff, you can keep that much more 
of your capital working for you. 

Depreciation and reductions in Pur- 
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chase Tax which may affect the 
value of cars need not cause you 
any more worry. 


You can vary the size of your 
fleet with seasonal demand. You 
need never have vehicles lying idle 
in the off-season. Short term hire 





takes care of that for 3 months or 6 
months. Long term hire is for one 
year although contracts can be 
drawn to individual requirements. 
All types of cars are available, from 
a Mini to a Daimler. 





J. Davy Hire is efficient, eco- 
nomical and all-inclusive. No 
transport delays—first class regular 
servicing keeps your cars in perfect 
running condition, and because J. 
Davy has a network of agents 
throughout the U.K., cars that may 
need repair can be replaced in- 
stantly wherever the emergency 
occurs—you are never without trans- 
port. J. Davy offer the most com- 
petitive terms for Contract Hire— 
from one car to a large fleet. (And 








J. Davy will buy your existing fleet 
at its full market value!) 

The fact that over 95% of all con- 
tract hirers renew their contracts 
with J. Davy is proof of the benefits 
of this important Service to every- 
body who has to think about costs 
and efficiency. 


Please write or send this coupon 
for details or for our representa- 
tive to call to discuss your par- 
ticular requirements 





J. Davy Car Hire Limited, 
Contract Hire Department, 
3 Yeomans Row, Brompton 
Road, London, S.W.3. 
Telephone: KNI 4215 


Please send me full details of 
the J. Davy all-inclusive con- 
tract hire scheme. 


*| should like to discuss my 
possible requirements with 
your Representative. 


NAME om 
COMPANY 


ADDRESS 


TELEPHONE No. “ith 


*Delete if inapplicable. 


SA-v Ad 


LONDON LIVERPOOL 
AGENTS THROUGHOUT BRITAIN 
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Your wife will love it — which after all is what the 
makers intended. 

Prices (including tax): Fixed-head coupé £1,238; 
convertible £1,194; convertible with removable hard- 
top £1,270. T.B. 


Family Affair 


HE idea of being independent appeals to most 

people, and the Car Camper Conversion of the 

Morris J2 van kept my family of three out of 
holiday hotels and restaurants for a free-wandering 
fortnight. We carried everything, including the kitchen 
sink. 

Most of the holiday was spent off the beaten track in 
the Welsh mountains, and the caravan — basically a 
16/18 cwt van —took fierce gradients, hairpin bends 
and unmade roads in its stride. The driver sits high, and 
enjoys a standard of comfort above average for this 
type of vehicle. Visibility from the roomy driving 
compartment is excellent. This applies even to rearward 
vision — quite an achievement in view of the number 
of fixtures and fittings that the van carries. 

On the debit side there are one or two draw-backs, 
and, until some experience was gained, a few things 
that needed watching. Access to the engine is between 
the front seats, and the need to have some controls in 
front of the driver and some behind proved a little 
irritating at times. 

What proved to be much more serious, however, was 
the stiffness of the foot brake. Very great pressure has 
to be exerted before there was any real effect, and a 
woman driver might find it virtually impossible to stop 
the vehicle in an emergency. Steering is also rather 
heavy. 

As a caravan, the Car Camper is especially well 
equipped. In addition to the usual gas stove, wardrobe, 
cupboards, and ready-made bed, it has an 11 gallon 
water tank with its own built-in cold storage compart- 
ment — a real boon the latter. The fibre glass roof tends 
to make the interior rather hot in sunny weather, and 
some form of insulation seems to be called for. Despite 
the lavish equipment, there is plenty of room to move 
around. Part of the roof raises to add to the general 
roominess. With every window openable, ventilation 
was good. 

Prices: 4-berth standard model £898; 5-berth £908. 
Conversion is by Auto-Conversions of Nansen Road, 
Sparkhill, Birmingham. Models can be seen in London 
at Wilson’s Caravan Centre, Brixton. GJ. 





““... British industry is facing increased 
competition abroad, while at home 
costs continue to rise and profit margins 
to fall. This situation compels industrial- 
ists to apply their attention more than 
ever to reducing their manufacturing 
costs. N-I-F-E-S work has proved how 
often fuel costs can be cut by substantial 
amounts. Even more important this 
search for ways of reducing fuel costs 
results in the discovery of ways of 
improving production efficiency ...”’ 
Extract from the Statement by the Chairman SIR 


LESLIE HOLLINGHURST, G.8-£., K.c.8., D.F-C., 
in N'I-F-E’S Seventh Annual Progress Survey 


By acting on N-I-F-E’S advice, over 5,000 
firms have reduced costs, raised productivity 
and saved more than £15,000,000 


* The PROGRESS SURVEY, illustrating 
the variety of N-I-F-E-S work throughout 
British Industry, is available on applica- 
tion to 


W-t-P-2-Ss 
National Industrial Fuel Efficiency Service 
71 Grosvenor Street London WI 
Telephone: Hyde Park 9706 














SECURITY SYSTEM 
offers valuable new features to helt 





FIRE, SECURITY AND 
ONNEL OFFICER 


Me hes 


is necessary and extra 
INCREASED EFFICIENCY: ay nora Lop te nye oepalima 
The Blick group-clocking system increases the Special supervisors’ Keys, vest- . 
effectiveness of patrols. pocket size with automatic inking, inserted into 
patrolman’s clock records the time of super- 
visors’ checks. 
BETTER INFORMATION: With all these special and unique features the 
The Blick specially-designed Record Book files Blick system can justifiably claim to have 


the route-charts in such a way as to give ‘Built-in Security’. 
maximum information quickly to Fire Officers 100% British design and manufacture. 
and Supervisors and affords a permanent Record. Send now for further details. 


BLICK TIME RECORDERS LTD., 96-100 ALDERSGATE ST., LONDON, E.C.1 MON 6256 
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In the £8m. Crittall company the maximum usage of factory space and a 
steady production flow are ensured by fast and accurate stock control 


Crittalls 
Have 
it Framed 


By mechanizing its stock recording system this 
firm has tightened control, reduced staff and 
reduced the element of judgment 

by Peter Spooner 
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HE success of a new mechan- 

ized stores recording system at 

The Crittall Manufacturing 
Company, Braintree, Essex can be 
stated quite simply. In a short time 
the installation will have paid for 
itself in direct labour savings. Before 
mechanization, there were one senior 
cost clerk and four male clerks in the 
store recording office at each of 
Crittall’s three Essex factories. Now, 
despite an increased volume of work, 
the staff of each unit has been cut to 
one cost clerk and two girls. 

That is not the whole story. 
Because of its speed and accuracy, 
the new system is on the point of 
producing additional benefits. Stocks 
will be controlled more tightly and 
economically than before. Cases of 
overstocking (which ties up capital 
and space) and understocking (which 
disrupts production plans) will be 
much reduced. Management will 
have more facts at its fingertips. Less 
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will be left to human judgment or to 
chance. 

It is these improvements which 
will eventually make up the system’s 
real success. But Crittalls are a very 
businesslike concern and take the 
view that economy in labour is a 
good foundation for the far-reaching 
benefits which cannot be measured 
so precisely. 

The dimensions of the job to which 
mechanization has been applied ? 
Crittalls are an £8 million company 
employing about 3,500 workers in 
the United Kingdom and about 
2,500 overseas. Famous for their 
metal windows, they also make such 
things as agricultural silos, green- 
houses, venetian blinds and curtain 
wall units. Their output has climbed 
during the past few years and one- 
quarter of it is now exported to over 
80 different countries. 


Co-ordinated Records 


The stores recording system covers 
all general stocks including raw 
materials. At present, each factory 
maintains its own records but these 
are already co-ordinated for the pur- 
pose of centralized accounting, pur- 
chasing and budgetary control. From 
3,500 to over 7,000 different items of 
stock are held at the individual stores. 

In the past the records were kept 
manually, using a visible-edge card 
index system. This required a higher 
standard of labour in the stores 
records office. Moreover, it was 
sometimes difficult to keep the 
records up-to-date. 

The new system — virtually the 
same at all factories — is based on the 
use of a National Class 31 accounting 
machine with facilities for direct 
multiplication in pounds, shillings 
and pence. Its main advantages are: 
1. There is only one card for each 

item of stock. This contains 
information which was previously 
written on four different cards. As 
a result, the storekeeper sees the 
whole picture at a glance. 

. Because of the sterling multiplica- 
tion feature, the cash values of 
receipts and issues are recorded as 
a by-product of the usual in-out- 
balance routine. Previously the 
evaluation had to be done separa- 


tely — after the receipts and issues 
had been recorded. 


. Automatically-computed totals 
check the accuracy of day-to-day 
records. There are fewer errors to 
cause trouble in the production 
shops. 

. The machine automatically prints 
‘re-order’ and ‘urge’ signals when 
free stocks drop below levels pre- 
determined by management. 


Automatic — and Flexible 


The Class 31 is a general-purpose 
accounting machine with built-in 
electric typewriter. In operation it is 
largely automatic-adding, subtract- 
ing or multiplying figures indexed on 
its keyboard, tabulating its carriage 
to the right position, printing the 
results on the appropriate documents, 
and accumulating data, as required, 
in its mechanical memory. To do all 
this, it continuously senses ‘instruc- 
tions’ stored on a special programme 
bar which clips on to the front of the 
carriage. Since there is a programme 
bar for each of the user’s bookkeep- 
ing routines, the machine can be 
switched from one job to another in a 
matter of seconds. 

This flexibility enables the stores 
records office to deal smoothly and 
economically with all kinds of stock 
movement — orders, receipts, alloca- 
tions nd issues. The sterling multi- 
plication feature is particularly useful 
because of the company’s insistence 
on strict budgetary control. Their 
internal costing system involves over 
1,000 different heads, grouped into 
three main fields. For evaluating 
direct materials (i.e. those actually 
used in the manufacture of their 
products) Crittalls employ standard 
costs. Indirect materials are charged 
at average prices. 


Preparing the Input 


For every item of stock there is a 
ledger card measuring 154 inches 
wide by 10 inches deep. The top 
section of this contains such informa- 
tion as a brief description of the item, 
the unit of quantity, the price (stand- 
ard or current average) and the re- 
order level. The remainder of the 
card is divided into 15 columns. 


At the foot is recorded the stores 
number of the item. It is thus hidden 
from the operator once the card has 
been placed in the machine -a 
feature which concerns one of the 
checks described later. 

The input to the stores recording 
system consists of a variety of dock- 
ets, including goods received notes, 
transfer notes, ‘own make’ notes and 
stores requisition notes. These arrive 
at the stores records office in a 
continuous stream. Each docket is 
scrutinized by the senior cost clerk. 
He makes sure that the right cost 
code number has been inserted by the 
works department which prepared 
the docket. 

The dockets are then sorted: first, 
into four main categories — orders, 
receipts, allocations and issues — and 
then into 14 control groups, repres- 
enting the principal types of material 
used in the Crittall factories. After 
sorting, they are passed to one of the 
girls for ‘offsetting’. 

This operation consists of taking 
each docket in turn and extracting 
from the files the ledger card for the 
stock item to which it refers. As a 
result the accounting machine opera- 
tor is presented with two sets of 
documents - dockets and ledger 
cards — arranged in the same order. 


Posting by Machine 


The Class 31 operator's first job is 
to evaluate the item. She does this by 
entering on the multiplication part 
of the keyboard (1) the quantity and 
(2) the unit price. The machine auto- 
matically multiplies these figures 
together. Simultaneously it prints the 
quantity, unit price and extended 
price on a roll of plain paper at the 
righthand side of the carriage. 

In the case of goods received notes 
for direct materials, the operator 
reads the standard unit price from 
the top of the ledger card. In the case 
of indirect materials the actual pur- 
chase price has previously been 
recorded on the note and the opera- 
tor uses this in the multiplication. If, 
however, it differs from the average 
unit price at the top of the ledger 
card, she puts the card on one side so 
that the new average price can be 
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don’t fight shy of figures... 


‘scan Conner 


“the machine to count on” 


Why be afraid of figure-work? Armed with one of these 
extremely efficient adding and listing machines, you can 

face the most formidable page of figures with enthusiasm - and 
the satisfaction of knowing that the total will be automatically 
right. What a blessing these precision-made Swedish machines 
can prove! Their modern styling, simplified keyboard and 

easy, rapid, silent operation will convince you that you were 
right to choose an Odhner. Available from Dealers and 

Block & Anderson branches throughout the country. 


BLOCK & ANDERSON « 


Head Office: Banda House, Cambridge Grove, Hammersmith, London, W.6, Telephone Riverside 4121 (20 lines} 





Please send me full detai!s N Position 
of Odhner Adding & List- 

ing Machines and the 

name and address of my 

nearest stockist. 


Address 
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THEY ® 
DON'T 
WASTE 
TIME 


even when recording it 


SERVICES The heart of the TR Time Control System is the Impulse Transmitter 


which controls the slave clocks, time recorders and automatic time 


- 
Time Gontrol signals linked to it. The TR Dual Purpose Time Recorder can be used 
for both attendance recording and job timing. 
at the 


The flexibility of colour and day change programmes of TR Time 


B 7 i t i Ss h SG u g ar Recorders makes them ideal for use in the Corporation's factories 


because shift work is necessary due to the continuous processes 


Corporation Ltd. mone 





TR Time Control is at work in 17 of the Corporation's factories 

In addition TR Internal Telephones are employed extensively in the 
ofganisation as also are Staff Location and alarm equipment for 
mustering works fire brigades 








TR SERVICES FOR EFFICIENT COMMUNICATIONS 


TR Services installed on a renta! basis cover all aspects of business 
communication—internal telephones, internal broadcasting, staff location 
attendance and job recording, synchronized clock systems and machine 
performance recording. TR Security Services include watchman protection 
OPERATING R SERVICES fire alarm and fire detection «ystems. See your TR representative when he calls, 


or write to 


Telephone Rentals Ltd. (Dept. 22), 197 Knightsbridge, London, S.W.7. Tel: Kensington 1471 
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calculated and recorded before the 
next issue is made. 

After evaluating the issue or 
receipt the operator enters on her 
keyboard the previous value balance, 
the previous free stock balance, the 
stores number and the re-order level. 
She then enters a special check total, 
which is the sum of these four items. 
The purpose of this is to make sure 
that everything has been picked up 
correctly and -an important point 
—that the right stores record card 
has been placed in the machine. The 
Class 31 automatically totals the four 
items and compares the result with 
the check total. If they agree, the 
posting can proceed; if not, the op- 
erator has to start again. At the end 
of the posting the machine auto- 
matically computes a new check total 
and prints this in a column on the 
right-hand side of the ledger card. 

During the ‘prior proof’ routine, 
the value balance, free stock balance 
and re-order level are read from the 
top of the ledger card. But the 
fourth check total item — the stores 
number — is hidden from view and 
consequently the operator has to 
read this from the docket, thus con- 
firming that she has inserted the right 
card. 

The operator then re-enters the 
quantity and price. One subtlety here 
is that the quantity is picked up from 
the tally roll and not from the dock- 
et itself. Thus any error in entering 
the multiplication factors is pin- 
pointed by the normal proof-listing 
operation at the end of each batch of 
postings. 

The rest is automatic. Following 
the ‘instructions’ on the programme 
bar, the Class 31 adjusts the balances 
affected by the posting, computes the 
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‘re-order’ and ‘urge’ figures, and 
prints details of the transaction in the 
appropriate columns of the ledger 
card. 

Each line of posting is carbon- 
copied on to a summary sheet placed 
in the back-feed of the carriage. This 
sheet, automatically advanced by 
one line whenever a new ledger card 
is inserted in the front feed, contains 
additional columns for the ‘re-order’ 
and ‘urge’ signals. 


Foolproof Controls 


During each batch of postings, the 
Class 31 automatically accumulates 
separate totals for receipts and issues. 
Afterwards, the quantities recorded 
on the Jockets are listed on an adding 
machine. This produces a control 
total which is used to check the 
results of the posting operation (as 
printed out on the proof sheets) and 
makes sure that nothing has been 
overlooked or entered incorrectly. 

The ledger cards are then returned 
to the files and the dockets are 
collated into daily bundles and placed 
on steel racks. All dockets are kept 
for two years — 6 months in open file 
and 18 months in closed file. 

The proof sheets are passed to the 
factory’s cost department. There they 
are analysed and the individual items 
are posted to the cost ledgers. At the 
end of the month, the cost analysis 
totals are agreed with the control 
totals maintained in the stores 
records office. 

This and other checks make the 
system practically foolproof. One of 
the biggest advantages is that evalua- 
tions are done at the same time as the 
quantity postings. In the past there 
were 70 control groups and the dock- 
ets had to be evaluated in a complet- 
ely separate operation. An electric 
calculator was used for this purpose, 
the results being manually entered on 
a series of control schedules. Inevi- 
tably there were many discrepancies 
between the two sets of records - 
quite apart from the delay in pro- 
ducing cost data. 


High-speed Working 


The Class 31 in each stores record 
office works almost continuously for 
74 hours per day. One girl operates 


the machine while the other does the 
offsetting; and to avoid strain or 
boredom the girls change jobs at least 
every day. If either of them is sick, 
the senior cost clerk can take a turn 
at the machine. 

With this method of working 
Crittalls have been able to achieve a 
daily average per machine of 600 
postings, 80 per cent of them involv- 
ing multiplication. At busy periods 
one operator has produced as many 
as 750 postings per day. Under the 
old manual system, the output was 
never more than 150 postings per 
man per day. Moreover, the old 
system produced only records of 
quantity; the subsequent work of 
evaluating the dockets also accounted 
for a large number of man-hours. 

Credit for this remarkably high 
output is partly due to the enthus- 
iasm of the operators (none of whom 
had previous experience of machine 
accounting) and partly to the care 
with which the working routines have 
been refined and simplified. Careful 
studies have been used to eliminate 
wasteful actions and produce a 
smooth flow of movement; for 
example, the operator actually re- 
moves the ledger card from the 
carriage while the machine is auto- 
matically printing figures in the 
additional columns at the righthand 
side of the proof sheet. 

It is largely because of this speed 
(achieved with greater rather than 
less accuracy than before) that each 
machine saves well over £1,000 per 
year in clerical salaries alone. Indeed, 
the salary saving is even greater than 
these figures suggest since the steady 
growth in the flow of work would 
have made it necessary to bring in 
extra clerical labour if the manual 
system had been retained. 

Mechanization has also simplified 
the task of revising standard prices 
at the end of each financial year. The 
new prices are circulated among the 
three factories in the form of a small 
card index file. Each factory is res- 
ponsible for extracting the prices 
which apply to the materials which 
it handles. 

The job used to take several weeks, 
but using the Class 31 multiplier it is 
now done in a few hours. END 
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I didn’t have to get more 








I got more work ! 


How? Well, as you know, our big difficulty was forms—order forms, invoices, statements, 
delivery notes and so on. We were faced with the prospect of an enormous typing pool to keep 
up with them. 

Then a Primus man called. He told us that specially designed Primus Continuous Stationery 
would cut down the amount of typing by collating different forms into 
sets that could all be typed at once. And at the same time, he said, 
the basic minimum of typing that was left could be got through more j Praag ce 
quickly, because with Primus Continuous Stationery, all the girls have in Your area 
to do is type and tear off each set. There’s no continual stopping and =< Fe who will be 
starting as each separate set of forms is inserted into the machine. fe glad to show 

To cut a long story short—it works. We're getting about half as = you, m fice. 
much work again with no increase in staff, and we had no capital ae ws Ps 

expenditure. Shali I give you [Continuous Stationery can 
Primus’s name and address? solve your problems. 


PRIMUS s propuct oF CAR TIER- DAVES Lp. 


, ’ -¢ ; > 20 QUEEN ELIZABETH STREET, LONDON, S.E.i 
continuous stationery state a plement 





* There isa 
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Essentials of Management 


The Manager and the Organization. By Eric Moonman, 
introduction by William H. Whyte (Tavistock Publica- 
tions) 21s. net, 22s. 6d. post paid. 

Already well-known by reason of his work in the 
British Institute of Management, Eric Moonman brings 
together in what is set out as a text-book the basic 
essentials of management practice. Each chapter has a 
series of exercises attached that will help the student to 
clarify his thoughts and lay out his ideas in good order. 

Mr. Moonman discerns that, however useful a 
knowledge of the technical skills of his industry may be 
to him, the higher a man rises in the ranks of manage- 
ment the more he is concerned with the personal and 
organizing side of it. That, after all, is what a manager 
is for ! Management itself is rooted in techniques of 
setting objectives and making plans to achieve them 
and if managers do not master these techniques they 
are reduced to a panic reaction to emergencies as they 
arise. Having set their objectives and laid their plans 
they have to win the co-operation of others in imple- 
menting them. This involves selecting teams capable of 
co-operating and then reaching understanding with 
them. Accordingly Mr. Moonman deals at considerable 
length with the fundamentals of interviewing and 
communication. 


The misunderstood 


Staff in Organization. By Ernest Dale and Lyndall F. 
Urwick (McGraw-Hill), 46s. 6d., 50s. post paid. 

The authors explore that field of business that is 
covered by general staff men. Often misunderstood in 
their practice by business at large, these men, who go 
under such titles as ‘assistant-to’, are being less profit- 
ably employed than their services deserve 

To find out how the business erecutive can use the 
general staff man to the best effect, the book analyses 
staff structures and their inter-reiations, and what the 
executive's functions are within these systems. Military 
organizations, which met these problems several years 
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before business, and the use of general staff men within 
the White House, serve as the guinea pigs on which the 
authors experiment. 


What’s wrong with Britain ? 


The Stagnant Society. By Michael Shanks (Penguin), 
3s. 6d. net, 4s. post paid. 

Although mainly critical of the present condition of 
the British nation, this book by an experienced economic 
and industrial journalist is very far indeed from being a 
mere Osborneian rampage. Anybody reading it in the 
expectation of having a good rant will be disappointed. 
Mr. Shanks does not damn England and leave it at that 
but analyses the economic problems and fallacies, the 
social traditions and structures and the inner defects of 
industrial and trade union organization that are holding 
up our development as a nation. 

Those who have followed the news and the controv- 
ersies of the past few years will find in the book com- 
paratively little that is original in the analysis. What is 
valuable in it is the marshalling of the arguments and 
the evidence to show in a positive way where change 
is needed. Of particular interest is his analysis of 
working class mentality at different social levels within 
the class itself. 


The world indexed 


The Statesmen’s Year Book, 1961. Edited by S. H. 
Steinberg, Ph.D. (Macmillan) 45s. net, 46s. 6d. post 
paid. 

This famous reference book has too modest a title. 
Many who would hardly claim to be statesmen must 
find it useful. But possibly the title has snob-value. To 
forget China and take only Peru, it has sections on the 
constitution and government, area and population, 

continued on page 128 
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How? Well, as you know, our big difficulty was forms—order forms, invoices, statements, 
delivery notes and so on. We were faced with the prospect of an enormous typing pool to keep 
up with them. 

Then a Primus man called. He told us that specially designed Primus Continuous Stationery 
would cut down the amount of typing by collating different forms into 
sets that could all be typed at once. And at the same time, he said, 
the basic minimum of typing that was left could be got through more \ } Pann me 
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PRIMUS A PRODUCT OF CARTER-DAVIS LED. 
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Essentials of Management 


The Manager and the Organization. By Eric Moonman, 
introduction by William H. Whyte (Tavistock Publica- 
tions) 21s. net, 22s. 6d. post paid. 

Already well-known by reason of his work in the 
British Institute of Management, Eric Moonman brings 
together in what is set out as a text-book the basic 
essentials of management practice. Each chapter has a 
series of exercises attached that will help the student to 
clarify his thoughts and lay out his ideas in good order. 

Mr. Moonman discerns that, however useful a 
knowledge of the technical skills of his industry may be 
to him, the higher a man rises in the ranks of manage- 
ment the more he is concerned with the personal and 
organizing side of it. That, after all, is what a manager 
is for ! Management itself is rooted in techniques of 
setting objectives and making plans to achieve them 
and if managers do not master these techniques they 
are reduced to a panic reaction to emergencies as they 
arise. Having set their objectives and laid their plans 
they have to win the co-operation of others in imple- 
menting them. This involves selecting teams capable of 
co-operating and then reaching understanding with 
them. Accordingly Mr. Moonman deals at considerable 
length with the fundamentals of interviewing and 
communication. 


The misunderstood 


Staff in Organization. By Ernest Dale and Lyndall F. 
Urwick (McGraw-Hill), 46s. 6d., 50s. post paid. 

The authors explore that field of business that is 
covered by general staff men. Often misunderstood in 
their practice by business at large, these men, who go 
under such titles as ‘assistant-to’, are being less profit- 
ably employed than their services deserve 

To find out how the business executive can use the 
general staff man to the best effect, the book analyses 
staff structures and their inter-relations, and what the 
executive’s functions are within these systems. Military 
organizations, which met these problems several years 
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before business, and the use of general staff men within 
the White House, serve as the guinea pigs on which the 
authors experiment. 


What’s wrong with Britain ? 


The Stagnant Society. By Michael Shanks (Penguin), 
3s. 6d. net, 4s. post paid. 

Although mainly critical of the present condition of 
the British nation, this book by an experienced economic 
and industrial journalist is very far indeed from being a 
mere Osborneian rampage. Anybody reading it in the 
expectation of having a good rant will be disappointed. 
Mr. Shanks does not damn England and leave it at that 
but analyses the economic problems and fallacies, the 
social traditions and structures and the inner defects of 
industrial and trade union organization that are holding 
up our development as a nation. 

Those who have followed the news and the controv- 
ersies of the past few years will find in the book com- 
paratively little that is original in the analysis. What is 
valuable in it is the marshalling of the arguments and 
the evidence to show in a positive way where change 
is needed. Of particular interest is his analysis of 
working class mentality at different social levels within 
the class itself. 


The world indexed 


The Statesmen’s Year Book, 1961. Edited by S. H. 
Steinberg, Ph.D. (Macmil!n) 45s. net, 46s. 6d. post 
paid. 

This famous reference book has too modest a title. 
Many who would hardly claim to be statesmen must 
find it useful. But possibly the title has snob-value. To 
forget China and take only Peru, it has sections on the 
constitution and government, area and population, 
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HOLD YOUR CONFERENCE IN COMFORT AT 


Hotel Russell, Russell Square, London, W.C.1. 
Offers you all the comforts you expect from such a 
famous establishment Spacious public rooms for 
Trade Exhibitions and Conferences are at your dis- 
posal. Ideally situated within a few minutes of the 
West End, Hotel Russell has suites with private 
bathrooms, theatre booking office, ladies’ and 
gentlemen's hairdressing, adequate parking space 
and adjoining tube station. TER 6470. 


Hotel Majestic, Harrogate. Revelling in the beauty 
of the Yorkshire dales and enjoying all the ameni- 
ties of the Spa, Hotel Majestic extends you a warm 
nvitation to share in the excellence of its facilities— 
a specially built Conference Hall, accommodating 
600 persons, with full amplification equipment; 
orchestra, ballroom, tennis and billiards—and to 
experience its faultless service and superb cuisine. 
Harrogate 2261. 


Crown Hotel, Scarborough. Attractively situated 
high above the town—commanding views of the 
Harbour and Castle Hill. Ideal for Conference 
delegates, the Crown provides luxurious lounges, 
first-class cuisine and personal service. Scarborough 
| 200 


For full information please write 
to the Hotel Managers 


A FREDERICK HOTEL 


NOTED FOR COMFORT . THE CROWN, SCARBOROUGH 
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appreciation | 13 hours flying time ! 


TO YOUR EMPLOYEES 
FOR THEIR LOYALTY 
TO YOUR COMPANY 


Present them with a DIRECT SERVICES WITH 


Long Service Tie. 
There's the XXV tie 


for those with 25 

years’ and the X for 

those with 10 years’ JE ? AY 
service. Soa r 

The XXV tie (left) 


features a Roman 25 

within laurel leaves, both 

woven in gold on either a 

maroon ora navy-blue ground. . 

each Your long-service staff will Connecting flights from Rio bring 


be proud to wear these all-silk ties. ALL SOUTH AMERICA 


The X tie features a Roman 10 within a shield, ; within easyreach, all by the same airline 
both woven in silver on either a maroon or a j T 1A 
navy-blue ground. These ties are also ali-silk. Consult your Travel Agent, or 
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Exploring in a 
Silent World 


by Charles MacDonald 


VERYBODY, at some time or other, likes to 

explore. Whether its that old box in the corner of 

the garden shed — full of rusty nails, mysterious 
bits of plumbing, and door knobs that have long lost 
their doors — or the sad treasures of the past which 
teeter on the dusty shelves of the antique shops in the 
Portobello Road. Sometimes it’s a woodland path that 
catches the imagination, sometimes just another back- 
street. The more adventurous of us have hacked a path 
through steaming jungles, been proudly photographed 
clutching a flagpole on the top of Everest, or struggled 
to immortality across the Polar wastes. 

The net result is that today the element of achieve- 
ment has virtually gone out of exploring, there are few 
opportunities remaining in which one claim to be ‘the 
first." Almost everywhere has had its ‘first,) though 
admittedly it still remains for someone to set foot on the 
Moon — but that is an expensive journey and the first 
boot is liable to have snow on it anyway. 

Still wish to do some really original exploring ? Then 
consider these statistics. The Earth’s superficial area is 
roughly 196,836,000 square miles, of this, 55,786,000 
square miles represents land area. Therefore a quick 
sum will disclose that approximately seven-tenths 
of the Earth’s superficial surface is covered by water 
and all but a minute proportion of it is patiently awai- 
ting the ‘first’ impact of a flippered foot. 

In this country there are nearly 140 sub-aqua clubs 
whose members regularly glide across the sea-bed 
exploring, seeing, and touching for the first time. A 
wreck which has nestled on the bottom for half a cen- 
tury may not strictly be a ‘first’ but at least there is a 
very good chance that it has never been seen actually 
down there before. 

One of the foremost branches of the British Sub- 
Aqua Club is the Brighton and Worthing Sub-Aqua 
Club. Its superiority claim is partially partisan and 
partially fact. The fact bit exists for two reasons, one 
is that they are extremely efficient and the other - 
probably the more tangible — is that they are the proud 
possessors of their own sea-going motor launch. Nearly 
every weekend some of the club members set out to 
spend a day at sea, weather permitting, anchored at a 
predetermined spot miles out in the Channel. Once 
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Up from the depths 
a Jules Verne character 
climbs aboard 


there they bid a temporary farewell to surface life and 
disappear to a new world some 150 feet below. 

I joined the “Blue Dolphin” at Shoreham, where 
about twenty members of the club were busy stowing 
aboard their equipment for the day’s diving. This 
equipment consisted of air bottles, rubber suits, under- 
water breathing-units, masks, lead weights, under- 
water lighting and cameras. Also food for the day, 
canisters of hot soup for the boat's galley, and a 
supply of dry clothing which ranged from the briefest of 
bikinis to woollen jerseys of vast dimensions. After a 
few late arrivals had jumped aboard and the navigator 
had finished scribbling all over his charts the engines 
were started and the day’s trip was on. The object was 
to dive and explore the sunken wreck of the S.S. 
Muldavia, an ex-P & O boat which, it is claimed, was 
sunk in 1918 while serving as a troopship. The wreck 
lay in about 100 feet of water some seven or eight 
miles off the Brighton coast. 

During the hour’s sailing time to the anchoring point 
the secretary of the Brighton and Worthing Sub-Aqua 
Club, Patricia Lynch, gave me one or two details about 
the club and its activities. This blue-eyed water sprite 
has been club secretary for about three years, the club 
itself having been formed in 1955. Apart from the 
obvious enthusiasm required for the sport the basic 
qualifications for entry are, over sixteen years old (no 
upper age limit), medically sound, a preferred ability to 
swim and an annual club membership fee of £3. 

Equipment can be loaned from the club during the 
training stage, and to a certain extent when qualified. 
But there are obvious advantages in having one’s own 
equipment, the total cost of this being in the region of 
£100, but it can be acquired over a period — borrowing 
club equipment in the meantime. If you feel enthusiastic 
about sub-aqua diving and prepared to face the cost of 
the equipment there still remains the problem of joining 
a club. Most of the clubs throughout the country are 
only too anxious to welcome new members, but some 

like the Brighton club — have had to impose member- 
ship limitations. This has become necessary owing to 
the comparatively few qualified diving instructors 
available and the length of time needed to train a pupil 

continued on page 124 
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SKYWAY HOTEL 


5 minutes from LONDON AIRPORT 


Conferences and Exhibitions 

Delegates can fly in from all parts of the world. 
Complete facilities for every size and type of 
function. First-class service with the personal 
touch. All modern amenities. Car park for 200 cars. 
Conventions 

260 bedrooms, centrally heated, each with its own 
telephone, television and private bathroom. Lifts 
to all floors. Laundry and valet service. 
Directors Meetings 

Private suites for large or small meetings. Relax 
afterwards in the fully licensed Cocktail Lounge 
to a background of soft music. 

Luncheon and Dinner Parties 

Superb food and perfect service in an atmosphere 
of luxury and exclusiveness in private rooms. 
Fully licensed Restaurant open 6 a.m. to 2 a.m. 
Recreation 

Heated outdoor swimming pool. Easy access to 
the theatres, cinemas and clubs of the West End 
of London. 


Monthly headquarters of London Airport Branch of the 
Institute of Marketing and Sales Management 


Full details from: 


SKYWAY HOTEL 
Bath Road, Hayes, Middlesex 
Telephone: SK Yport 6311 
Cables: Skyotel, Hayes, Mx. 
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to the required standard which permits sea diving. The 
Brighton club has eight instructors who are invariably 
busy offering tuition or maintaining diving standards. 

A conversation with the club's training officer, David 
Clark, a company director, revealed the elements of 
danger in the sport and underlined the need for thorough 
training and strict discipline in terms of personal safety. 
During its six years in existence the club has never had 
an anxious moment or accident while diving — this is 
indicative of its thoroughness. 

But all exciting sports have their element of danger, 
and I asked Tony Baverstock, the club’s diving officer, 
if this was the main attraction. He said, “No, I think 
the real reason is that it’s something fairly new and 
therefore different and comparatively adventurous. It 
gets you away from the more mundane things in life. 
Apart from the actual diving interest it provides a rare 
opportunity to explore. Other interest can be combined 
with the sport, such as photography, the study of 
marine life, and geology.”’ He added,**When diving it’s a 
strange silent world, where everything is weightless and 
new.”’ Outside of diving for personal interest the club 
members find themselves working for others, i.e. clear- 
ing fouled boat propellers, freeing trawler nets, survey- 
ing and inspecting harbour installations, or simply 
recovering lost articles. The fees for such work make 
useful additions to the club funds. 

Soon after the “Blue Dolphin” had anchored over 
the sunken wreck the divers, operating in pairs, slipped 
over the side to descend on the “Muldavia’ 00 feet 
below on the Channel bed. At intervals, determined by 
their air supply, they surfaced and slithered back on 
board to excitedly tell their tales. Rather like the 
proverbial fishermen their tales varied considerably. 
Some reported the wreck as laying on its side like a vast 
skyscraper, others had different views. For example, 
when I asked one lissom beauty what she had seen she 
said, “Oh, just a mass of twisted iron and buckled 
plates.” When I suggested that about the same sight 
could be seen on any London building site she replied, 
“Yes, but not in over 100 feet of water.” 

After a full day’s diving the boat was turned for the 
return to Shoreham and liberal helpings of food and 
hot soup were handed round. Tales were still being told, 
but I wondered that if I had just spent the best part of a 
day on the sea-bed exploring and seeing where nobody 
else had been what my reactions would be. One thing is 
certain, my tales would be bigger and better than 
anybody else’s. END 
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Jackie shows how— 


‘‘Paraflex’’, the revolutionary new Paragon 
Continuous Form, speeds output on all types of Data 
Processing machines—from electric typewriters to high speed 
electronic printers. 

A new dimension in multiple part forms ensures perfect 
registration and trouble-free operation at all speeds. 

Every Business Executive should know more about 


“Paraflex”’ High Speed trouble-free forms, and are invited to 
write to: 


T LAMSON PARAGON LIMITED 


MEM™M BE R Oo F T H AM Do WN inodvus F 8&2 S Grou P 
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PERSONALISED BLEND 


Scotch Whisk 


Every order specially bottled with each label bearing 
the recipient's name, or your company’s name 
beautifully hand-inscribed by an expert calligrapher. 


IVE 


SLAINTHEVA 


BLENDED SCOTCH WHISKY 75°, PROOF 
Available only at 
EXPORT STRENGTH, AGE and QUALITY 

You supply the 
NAMES 
We do the rest... 
Your own message or card in- 
cluded without extra charge 
Available in dozen bottles orders 
names may be assorted) or in 
large quantities, for your entire 
gift list according to your ins- 
tructions. Requirements should 
be placed as early as possible to 


ensure delivery at specified date 


Blended and Bottled 
in Scotland by 
AINSLEY, DUNN & 
COMPANY LIMITED 

for the 


SOLE AGENTS and DISTRIBUTORS 
WHITE & FARRELL LTD in the Advertising Business Gift Trade 
PLASTICS SECTION R. SCULTHORP & CO. LTD. 
CAROLINE STREET HULL BLACKFRIARS HOUSE, NEW BRIDGE STREET, 
. LONDON E.C.4 
FLEet Street 5754 (5 lines) 
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THINGS 
ARE BETTER 


PUT ON 
EVERTAUT 


This new Catalogue gives you fact- 
packed information on Evertaut 
Shelving and Works Equipment.. . 
a range that meets your every re- 
quirement, saves space, time and 
money. Write today for a copy to 


keep in your files. 


POST COUPON FOR CATALOGUE 


To: EVERTAUT LTD., WALSALL ROAD 
PERRY BARR, BIRMINGHAM, 22b 


Please send me the new Evertaut Steel Shelving and Works Equipment Catalogue. 
Name 
Address 
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religion, education, social welfare, justice, finance, 
defence, production, commerce, communications, bank- 
ing, weights and measures, diplomatic representation 
and a list of further reference books. The rest of the 
world is treated with similar exhaustiveness. 


Retailing en masse 


Supermarketing. By Frank J. Charvat (Macmillan), 
48s. 6d. net, 50s. post paid. 

This is a study of the supermarket — its development, 
operational features, and its influence on food sales. 

The author discusses the internal and external factors 
which have contributed to the amazing growth of this 
type of retailing, and analyses the economic, technical 
and psychological influences that have brought it into 
being. 

The techniques of buying and selling in this field, 
pricing, expense control, profit relationships, and 
investment requirements are given particular study. An 
interesting section examines the effect which super- 
markets have had on food retailing generally. 


Statistics and statisticians 


Sample Design in Business Research. By W. Edwards 
Deming (John Wiley and Sons Inc.), 96s. net, 98s. post 
paid 

Non-mathematical readers are likely to wilt with 
despair on opening the later chapters of this volume 
The pages of long calculation may well frighten them 
off. But these chapters are intended either for profess- 
ional statisticians or for those who need to follow their 
work more closely. 

Earlier chapters are more general in appeal and set 
out to show business executives what they can reason- 
ably expect from statisticians dealing with such matters 
as market surveys. Who is responsible for what; how 
should the statistician be briefed and what, if any, is his 
contribution to decision-making once he has produced 
his information ? Questions such as these are fully 
treated. 


How to save and pay tax 


Tax Saving for the Business Man. By Henry Toch 
(Museum Press Ltd.) 18s. net, 19s. 6d. post paid. 
Following on the success of his first book, How to 
Pay Less Income Tax, Henry Toch has narrowed his 
field for a more specialized public and deals in greater 
detail with the matters involved. The basic principles 


of income tax on business profits, Profits Tax, Estate 
Duty and Surtax are exhaustively described and copi- 
ously illustrated. 

The book does not attempt to replace the professional 
adviser, but it will help the businessman to arrange his 
affairs to the best advantage, and to give his adviser all 
the relevant facts and ask the right questions. 


Putting it right 


Master of Others. By Nevil Tronchin-James (Cassell 
and Co. Ltd.) 2\s., 22s. 6d. post paid. 

Dr. Tronchin-James, an experienced observer-con- 
sultant in industry, sets out to remedy the lack of 
organization and understanding at managerial levels. 
This, he believes, lies within the power of the Business 
Manager, the master of others. This book deals with 
his development, selection, training, his attitude to 
those he employs, and to those who employ him, and 
the methods of organization and administration which 
suit him best. 

Though a serious subject, the theme is lightly handled, 
and well illustrated with practical examples. The bus- 
inessman can dip into it, and always be sure of pulling 
out a rewarding plum. 


The waiting game 


Queues. By D. R. Cox and Walter L. Smith (Methuen 
and Co. Ltd.), 2\s., 22s. 6d. post paid. 

This book is an introduction to the theor_tical meth- 
ods used in the study of systems involving congestion 
and queueing. There is an account of the general ideas 
useful in describing and thinking about queuing systems. 
Then examples are given of the mathematical tech- 
niques used in studying them. 

The book should be valuable to operational research 
workers, and postgraduate students, teachers and re- 
search workers in mathematical statistics and the theory 
of probability. 


The debt of business society 


Management and Society. By Sir William Robson Brown, 
V.P., (Sir Isaac Pitman and Sons), \5s., 16s. 6d. post 
paid. 

In this book a number of public speeches made by 
the author in recent years have been collected and 
published for the first time. The theme that unites them 
is the responsibility of management and employees to 
each other and to society. Sir William Robson Brown 
adds his own conclusion in the final chapter. END 
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PINTAS GO TO WORK 


Is milk becoming our national drink? It looks like it. 
More and more managements are finding it desirable to 
provide milk for their staff. You'll find milk in the 
canteens —the dispensing machines do a good job here; 
you'll find milk in the factories, distributed from troileys 
or from vending machines. So that nowadays, wherever 
there are men at work—or women either for that matter 
there seems to be ice-cold milk at hand. Reviving, 


soothing and sustaining. 


Phe daily pinta habit is a good habit—one thing about 


which management and men always agree. 


Write to the National Milk Pub y Council In Velbourne House, 


Photographed at a Colvilles Ltd 


teelwork 


Milk vending machines, for instance, suit everyone in industry: 


time is money. Vending machines save both 


they’re cheap to install. They can go anywhere. 


they 


encourage milk drinking —and that means healthier workers 


they 


give a 24-hour service — whatever the shift. 


they eliminate the very real hazard of empty bottles 


on the factory floor. 


veryone appreciates really we-cold milk. Served from vending machines 


dispensers, ut’s visible proof of good working condition 


EVERYONE PROFITS FROM MILK IN INDUSTRY 


Aldwych, London, W.C.2, who'll be pleased to gwe you full information about milk in industry 
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Fresh Thinking on 


Management 





continued from page 98 


During the last few years management literature has 
displayed a new clarity, and the reason is that the 
counter-revolution has been consolidated. Only a 
handful of barricades fell to Labour. The steel barricade 
swayed but held. By 1951 it was all over, though it took 
at least one more electoral battle to prove it. Now 
management feels secure again. It is free to think 
Straight and set about making real if slow progress. In 
industrial relations in particular, it can stop thinking up 
advertising slogans and concentrate on the product. 


Sharing risk means 
sharing control 


During the desperate post-war years there was a lot 
of facile talk about the need to make the workers feel 
identified with their firms. Profit-sharing schemes were 
introduced with rather slick publicity. The disappear- 
ance of the threat of nationalization has not, however, 
seen any diminution in profit-sharing schemes. What 
began in a defensive and even cynical mood has acquired 
a moral momentum. The end of it may be not that the 
workers are brainwashed into feeling identified with 
their firms but that they actually are identified with 
them. There are trends away from piece rates and 
towards greater job security, with contractual compen- 
sation for redundancy, as well as towards profit-sharing, 
and the trend in management thinking has advanced 
even further towards forms of industrial democracy. 
None of these trends has been inspired by trade-union 
agitation. The trade unions are even liable to oppose 
them. 

One was not too surprised when Mr. H. G. Lazell, 
writing on “Ten Years of Profit-Sharing in the Beecham 
Group,””* concluded that profit-sharing was not enough 
and that it would have to be recognized that employees 
must have a vote; for his article was published in the 


QUOTE 


“Much of the purpose, difficulty 
and interest of management 
consists of reconciling or balancing 


different aims and interests’ 





journal, Co-Partnership, where such views are un- 
exceptional. It was a different matter to find in an article 
in The Accountant (by J. N. Matthews) the casual 
assertion: “In any case it will be generally agreed that 
spontaneous co-operation can only be fully achieved if 
employees, who are to share the risk, are also given 
representation on the board of directors.” Mr. Matt- 
hews makes the good point that, with the general adopt- 
ion of substantial profit-sharing schemes, labour, like 
capital, would tend to seek out the profitable firms: 
“Mobility of labour, a classical economic good, would 
be encouraged in the right direction at the right time.” 

A different aspect of the new thinking on profits is to 
be found in Mr. Enoch Powell’s Saving in a Free 
Society. It needed someone as freethinking as Mr. 
Powell to make mincemeat of the sacred cow of 
undistributed profits. He declares that “the onus of self- 
justification ought to be with company savings, not with 
distributed profits,” since the standards applied by 
directors to re-investment of their profits will be much 
less stringent than those applied by the capital market 
to investment in general. Directors will find it much less 
guilt-making,to distribute a high proportion of profits if 
their employees enjoy a substantial profit-sharing 
scheme. 

It will be observed, however, that if the nation’s total 
capital investment is not to be reduced, Mr. Powell's 
thesis requires that any increase in distributed profits be 
matched by an increase in original investments. This 
requires in turn that the growth of profit-sharing be 
accompanied by a growth in small savings. Fortunately 
there is evidence that this will happen. The unit trusts 
are flourishing. More people are taking out more 
insurance, which means the insurance companies have 
more to invest in equities. And many profit-sharing 
schemes provide for the purchase of shares in the 
company. 


Conflicts of interest 


Profit-sharing alone could spread throughout industry 
without doing more than scratch the surface of industrial 
relations. Profit-sharing combined with employee 
shareholding and participation in control would amount 
to a social revolution. Even unidealistic managements 
nowadays feel sufficiently hamstrung by the trade 
unions to be sympathetic to the idea of attaching 
responsibility to power. There remains, however, a 
geniune scepticism about its practicability. Most 
managements’ nearest experience to industrial demo- 
cracy has been joint consultation. Whether the infer- 
ences drawn from failures of joint consultation are valid 
is not here the issue. The fact is managements have 
drawn them, and they will not now easily be converted 
by theory alone. 

For this reason the most influential recent work is 
likely to be Mr. Wilfred Brown's Exploration in 

continued on page 158 


1 References for the writings mentioned in this article may be obtained on 
application to the Editor 
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OUR KIND OF CUPBOARD 


AN D YOU RS ! This cupboard suits our needs admirably, combining as it 
*s es « 


does, storage space with a wardrobe. You may have other 
requirements. In this cupboard you might want more shelves. 
You can have them, and they're all adjustable. There are 
larger cupboards, smaller ones, some with sliding doors, some 
with pigeon-holes. All are strongly, rigidly made, elegantly 
designed and beautifully finished. We're now equipped 
throughout with ART METAL. Why don’t you find out about 
ART METAL furniture and systems? Fill in the coupon 
below — now, and Art Metal will gladly send you all informa- 


Art NN at a snes 


this Art Metal 


Filing Cabinets 201 BUCKINGHAM PALACE ROAD, LONDON, S.W.1. 
SLOane 5201 


—another fine product from 


Filing Systems 


Please send me Catalogue No. 601 and/or 
Desks 
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COMPUTER 
SERVICES 
(B’ham) LTD. 


STILL ANOTHER STEP FORWARD 


COMPUTER SERVICES 


(BIRMINGHAM) LTD. 


develops its rapidly 


expanding Punched Card Division 


Processes payroll - stock control - production 
control - sales 7 purchase invoicing and analyses - market research 
Statistics - dividend warrants, etc. by IBM 1401 Computer, or pun- 
ched card machines. 


Offers a top grade programming service for all 
makes of Computers. 


Has a Data Processing Centre, where time can be 
booked on an hourly basis on an IBM 140] Computer and you can 
use your own operating staff. A 24-hour 7-day per week service 
is available. 


Handles tape to card processing and the provision 
of analyses from paper tape attachments to keyboard Accounting 
Machines. (5- or 8-channel tape) 


Has a complete range of IBM and ICT punched 
card machines, including high speed Counting Sorters, Reproducers, 
Collators and Tabulators for processing your work. 


Operates a large scale punching service of IBM, 
Hollerith and Powers Samas Cards, with daily delivery to all parts 
of the country. One million cards are punched and verified each 
week, every week. Three hundred punched card operators are at 
your disposal. 


Has contracts with Government Departments; 
motor, metal, chemical, aircraft, electrical, steel and canned food 
industries; market research, statistical and insurance companies. 


Undertakes free investigation by their technical 
experts as to possible Computer or punched card application of 
your work, 





Use the Bureau with the most competitive rates and fastest delivery service in the 
country. ... 


We aim to give you the finest Computer Centre in Europe. 


(COMPUTER SERVICES (Birmingham) LTD., does not make or sell office machines. 
An Associate Company of The Calculating Bureau) 


REGENT HOUSE, 223 BRISTOL ROAD, BIRMINGHAM 5 ayers 
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Management on the 
Platform 


Industry's future depends on better 


communications between management 
and the shop floor. At Oxford industrial 


leaders encourage apprentices to make 


the most of their opportunities 


by Nigel Farrow 


HAT is industrial welfare ? 

Whatever the theory, a 

practical exercise in it 
brought 140 apprentices from the 
smoky connurbations of the North 
to the second most beautiful city in 
England. 

But the Industrial Welfare Society 
had more than that in mind. Last 
month they held three five day con- 
ferences for apprentices in that dis- 
of red brick, Keble 
Oxford. The conferences 
“The Approach to 
Responsibility” and the 
aim was “to foster in apprentices an 
awareness of their future industrial 
responsibilities as operatives, techni- 


tinctive riot 
College, 
headed 
Industrial 


were 


cians or members of management.” 
given this 
material, five days is a short time in 


Even far from raw 


which to fashion it into industrial 


responsibility. The programme was 
necessarily crowded, and it needed a 
strong personality or a_ startling 
argument to impress itself on dele- 
punch-drunk with lectures, 
diagrams, discussion groups, factory 
visits and sightseeing tours. 

Richard Banks, a director of 1.C.L., 
who spoke on Britain’s future in the 
Common Market, made a valuable 
plea for our entry into Europe, but 


gates 
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Discussion groups pave the way to confidence and 


understanding 


he was, as he readily admitted, an 
interested amateur rather than an 
expert. The questions that were put 
to him proved that the apprentices’ 
concern with this topic had been 
underestimated. The points made 
were of sufficient relevance and com- 
plexity to demand the attention of a 
full-time economist. Bob Dickinson’s 
talk on the role of the Trades Unions 
also hung fire. He gave a compre- 
hensive survey of the fundamental 
principles of Trade Unionism, but in 
speaking on the more controversial 
aspects of the movement he was, as he 
said, “paid to be biassed.” By the 
nature of his office — Assistant Gen- 


eral Secretary of the Association of 


Engineering and Shipbuilding 
Draughtsmen — he could not answer 
pertinent queries with sufficient inde- 


pendence or flexibility. The lesson of 


these two talks was that speakers 
must be able and willing to offer 
young and uncommitted minds 
knowledge in breadth and depth. 
This just what Thomas 
Roberts, Personnel Officer for the 
Beecham Group, was able to do. An 
ex-lecturer in economics at Hull 
and a practiced speaker he extended 
the potentiality of his audience. His 
subject was “Why People Work,” 


was 


and his object was to get his listeners 
to consider sympathetically the un- 
derlying motives of people working 
in industry. He showed that a ma.i’s 
work is not only a means to a wage, 
or a way of occupying five days in 
seven, but something necessary to 
his self-respect and social 

I went around the discussion 
groups with Mr. Roberts and we 
listened to the animated arguments 
that he had aroused. Granted that 
his talk had been a success, I asked 
him how he had achieved it and what 
was the resulting ‘welfare.’ He said 
that he had spent the first few min- 
utes assessing the level of his aud- 
ience. Then he threw out his ideas 
just high enough above their heads 
for them to have to reach up to catch 
them. These general, provocative 
theories would, he hoped, provide a 
frame for their own experience. In 
effect he told them what they did not 
know they knew. 

This is an answer that satisfies my 
opening question. These apprentices 
will go away from Oxford more 
confident of themselves because they 
have been shown that from their own 
knowledge they can build up an 
understanding of industry and the 
men who run it. END 
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REQUEST 
FORM 
THE TAN-SAD CHAIR co., 
(1931) LIMITED 


Lincoln House, 296-302, High 
Holborn, London, W.C.!. 


To ALL EXECUTIVES 


Another Unique Tan-Sad Offer! 


Please deliver to the address 
below, without obligation on 
our part, one Tan-Sad Execu- 
tive chair on one month’s free 
trial. 


Executives can enjoy entirely at our expense the rare comfort of 

another Tan-Sad Executive chair, for a trial period of one month. 

PLEASE SIGN 
AND ATTACH 
you have experienced the comfort and sense of physical TO YOUR 
BUSINESS 
HEADING 


This unrivalled offer is made with the conviction that once 


well-being that come from scientific Tan-Sad seating, you SIGNED 


will be loath to part with this executive chair. 


If you are not entirely satisfied at the end of the trial period, 
B2 


—=e oo 
BUSINESS 


we shall take back the chair — but how you will miss it! 
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* For more details of any products use one of the New 
Equipment Service cards included in this issue. 


New Equipment 


Getting to 
the point quickly 

A new mains - operated pencil 
sharpener, the Tombow, has just been 
introduced which is operated by 


Sharpens in two seconds 


simply inserting the pencil in the 
machine, which forms a point in 
under two seconds. 

The Tombow is styled to harmonize 
with modern office equipment, yet is 
solidly constructed for heavy duty in 
large offices, schools, drawing offices, 
studios etc. The cast iron casing is 
base mounted on rubber feet and 
finished in grey and black. 

It is fitted with an easily removable 
clear plastic shavings container. The 
size is 9in. by 4in. by 64in. high and 
the weight 54 Ibs. 

Enquiry Ref. No. 010/1 


Telephone answering 
24 hours a day 


A new machine for answering 
telephones automatically is called the 
Robophone, it saves time and money 
and provides a 24-hour service for 
telephone subscribers anywhere in 
the British Isles. 

In many small businesses the new 
Robophone machine will replace the 
need to employ a full-time secretary. 
The new robot instrument will ans- 
wer the telephone, record messages 
and orders, give callers information 
and will also act as an all-purpose 
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dictation machine. Its greatest value 
to most companies will be for main- 
taining round-the-clock telephone re- 
ception for customers and clients. 
It will be a boon, too, for professional 
men and women who are compelled 
to leave their telephones unattended. 

It records on magnetic tape all 
incoming calls without disturbing in 
any way those going out. When there 
is an incoming call, the machine does 
not come into operation until after 
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four double rings. If the call is not 
answered in the usual manner during 
this period, the machine automati- 
cally engages and transmits a pre- 
recorded announcement to the caller. 
This tells the caller the telephone 
number, the name of the subscriber 
and any other information before 
inviting him to dictate a message 
which will be recorded and played 
back to the subscriber when he 
returns. When the caller hangs up 
after giving his message (of any dur- 
ation), the machine will wait for a 
few seconds and then close down and 
reset itself for the next call. 

The pre-recorded announcement is 
contained on a tape loop which plays 
for up to 22 seconds, and the sub- 
scriber has the added facility of using 
a second track on the same loop for 
recording his own private announce- 
ments. A switch on the control panel 
allows a choice of one or the other. 
This is a particularly valuable feature 
for users such as doctors and photog- 


raphers who may wish to change the 
announcement every day to inform 
callers of their movements and ex- 
pected time of return. 

The Robophone has a recording 


A 24hr service 


capacity of four hours — the equival- 
ent of between 100 and 150 average 
telephone messages. The recording 
level of the machine adjusts itself 
automatically to compensate for 
good and poor lines, for loud and 
faint speech. 
Enquiry Ref. No. 010/2 


Furniture with 
the edge off 


A smart new range of wood office 
furniture will shortly be available. 
The range consists of 3ft. 6ins. and 
4ft. Oins. single pedestal desks, two 
4ft. 6ins. admiralty type desks and 
4ft. 6ins. and 5ft. Oins. double ped- 
estal desks. Telephone tables, ward- 
robes, bookcases and an executive 
range will also be produced. 

The drawer fronts are rounded on 
the vertical edges and the veneers are 
wrapped round this shape. Each 
drawer is fitted with a satin brass 
handle and all top drawers are fitted 
with locks with a pull out slide fitted 
to each pedestal. Kneehole drawers 
are included in the 4ft. 6ins. and 
Sft. Oins. desks. 

The deep filing drawers are mount- 
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about dictation 
and 


communication 
systems at 


STAND 146 


Business Efficiency 
Exhibition 








Here you'll find... 
Eminet—the new personal system of 
recording centralised dictation 
and Telex messages 


Everyone with a telephone has a dictation point and 
is automatically connected to a personal secretarial 
service. Dictation/messages are transmitted directly 
to the person who will do the typing. No hold-ups, no 
load on messenger services, no intermediate handling. 
A straight flow of the work from tape to type. 

Try the system for yourself on our Stand. Our Con- 
sultants will be on hand to give all information. 


SEE ALSO... 
EMIDICTA Officedictationand message relay machines. 
RINGMASTER Inter-office communication that’s five 
times faster than the telephone. 
MINIFON ATTACHE Pocket tape magazine dictation 
machine and recorder for the ‘man on the move’. 
MINIFON P.55 Still the ONLY pocket-size recorder/ 
reproducer providing a non-stop recording period of 
up to 5 hours. 


E.M.I. Sales & Service Ltd. (Office Equipment Division) 


LONDON—E.M.I. House, 20 Manchester Square, W1. HUNter 44°" 
MANCHESTER—Regent House, Cannon Street. Deansgate 6045 
BIRMINGHAM—Lichfield House, Smallbrook Ringway. 
Midland 9394 
GLASGOW—135 Renfield Street. Douglas 6061 
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ed on ball bearing metal extension 
slides giving maximum extension and 
smooth running, each of these draw- 
ers is designed to house quarto or 
foolscap filing systems or may be 
used with partitions only. The ebon- 
ized legs can be taken off for trans- 
port, storage or replacement by sim- 
ply removing two hidden bolts. 

Finishes available include light 
oak, medium oak and medium ma- 
hogany-all in satin finish with 
ebonized legs. 

Enquiry Ref. No. 010/3 


Adhesive tape 
that’s easy to use 


A new improved double-sided cel- 
lulose tape has been added to an 
existing range. Its special features 
include an extremely aggressive adhe- 
sive and a new release coated inter- 
leaving, which takes the place of a 
standard «embossed vinyl interleaving. 

The tape is claimed to have very 
high tenacious qualities of its adhe- 
sion (50 ounces per inch width on 
both sides) and notable ease with 
which the interleaving can be re- 


moved. This can be achieved by 
bending over a small tag at the end 
of the tape, so that the adhesive 
faces meet, when this is done it is 
found that the ‘spring’ of the inter- 
leaving or backing is sufficient to 
cause the kraft interleaving to come 
away from the tape itself. 
Enquiry Ref. No, 010/4 


Making life easier 
for the typist 

Now available are sets of rubber- 
faced, sprung units which clip over 
the individual plastic or metal-framed 
keys of typewriters and calculating 
machines. It is said that these key- 
tops aid typing speed by their non- 
slip rubber surface and individual 
springing, and prevent typists from 
breaking their finger nails. While the 
basic shapes of the typewriter keys 
are such that it is relatively easy to 
apply the units, a difficulty has been 
presented by variations in shapes of 
the space and tabulator bars, which 
have to be covered with soft moulded 
rubber pads. 

Previously these were secured by 
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metal clips but now it is possible to 
coat these items with a pressure sensi- 
tive adhesive. This adhesive is pro- 





An aid to typing speed 


tected until use by a length of release 
coated paper which is easily peeled 
off the rubber pad, providing a clean 
and efficient method of overcoming 
this problem. 

Enquiry Ref. No. 010/5 


New light on 
an old problem 


Here is a new type of personal 
receiver which is an addition to the 
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To BEANSTALK SHELVING LTD 


from 
Please tell us 
where we can 
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who Cell Bosses abovt 


BEANSTALKS 
desewe Bonuses 


If all the trays sold over the past 
ten years were placed end to end 
they would span 945 miles. That's 
a lot of evidence that Beanstalks 
do a fine job in goodness knows 
how many offices! Add extra trays 
in seconds—they build to the 


ceiling! 


Foolscap size: 16”x 11” x 34”. 


2-tier 21/9 
4-tier 47/9 


Stand 16/7 


CHICHESTER 


3-tier 34/9 
5-tier 60/9 


Label holder 6d. 


SUSSEX 
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Staff on call 


Personal Call staff location system. 

This receiver provides a flashing 
light on an extended cord. It enables 
the light unit to be clipped to the 
wearer's lapel ensuring that a call is 
readily received irrespective of the 


local noise in factories and other 
areas of high ambient sound. 
Enquiry Ref. No. 010/6 


Single control 
for good copies 


The most important feature of the 
new electric Copy-rite Golden Streak 
Automatic spirit duplicator is the 
single lever control. This lever locks 
the master on to the drum, starts the 
silent motor, feeds paper and fluid 
and locks a protective cover into 
position over the working parts, all 
in one smooth operation. 

The feed-tray is designed to carry 
paper of various weights from post- 
card to 9in. by 14in. size and the 
paper guides have pre-set locations 
for maintaining a correct alignment 
of paper. It feeds down to the last 
sheet, when an automatic cut-out 
stops the machine. 

The reset counter, which is clean 
and easy to read, eliminates over- 
runs. 

Copy can be raised and lowered 
whilst the machine is in operation 
and a five-position colour control 


lever maintains the correct pressure 
to give a maximum number of uni- 
formly clear copies in up to seven 
colours on one master. A signal light 
warns the operator if the fluid flow 
and roller pressure have been left on. 
The machine measures 27in. long 
and 17in. high when in use, and 
22in. by 12in. when packed away. 
Enquiry Ref. No. 010/7 


Aiding the 
lecturer 


The Tutor overhead transparency 
projector is claimed to present the 
latest development in co-ordinating 
visual communication with the spok- 
en word. It projects a large, clear 
picture, even in a fully lighted room, 
and gives the lecturer a number of 
advantages that are not possible with 
the blackboard or lantern slide. 

It means that he can face his audi- 
ence throughout his lecture using 
previously prepared transparencies in 
single or overlay colours, use a pre- 
printed roll of foil on which type- 
written notes and diagrams are laid 
out in sequence, and make on-the- 
spot notes. The notes are made on a 


problem solved! 


The problem of where to put those hats and coats can be 
solved in a neat and tidy way if you install VALOR Stee! Clothes 


Lockers. 
are designed to last for years. 


Robust and smart, VALOR Steel Lockers 
Valor make them that way! 


¥& First class quality throughout—yet cost only a fraction more 
than low grade lockers! ye Standard size 72” x 12” x 12”. 
%& Available in single, double or triple units. Each locker fitted 


with hat shelf and two clothes hooks. 


¥e Six lever locks. 


STEEL CLOTHES LOCKERS 


Small spaces too! No end of uses for these Valor Small 


Steel Cupboards 


v 


THE VALOR COMPANY LIMITED 


Measure 36” x 18" x 12° 


Write for illustrated brochure to: Dept. PM/3 


Bremford Erdington, Birmingham 24 
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Systemize your paperwork with a 


‘Bl 


up to brief size, written or typed, printed or drawn, in 
4 seconds flat. More. In 4 seconds they produce an 
itemised, addressed statement that needs no checking. 
Or 39 labels on perforated, gummed paper, because 
‘Black Heat’ works without messy chemicals, fluids or 
powders. No wonder go-ahead offices are taking over 
1,000,000 Thermo-Fax copies per day! 


It's ‘Black Heat’— invisible, low-frequency heat waves 
that gives a Thermo-Fax Copying Machine pheno 
menal speed and cleanliness. And ‘Black Heat’ enables 
it to go far beyond simple copying and do a host of 
other time- and labour-saving jobs. Thanks to ‘Black 
Heat’, Thermo-Fax Copying Machines are perfectly 
clean and perfectly dry. They copy almost any page 


Thermo-Fax Visit us on 


THE ONLY ‘BLACK HEAT’ 
COPYING MACHINES STAND No. 70-83 
A Thermo-Fax copying machine at the 
d d 
ee wT eu caen BUSINESS EFFICIENCY 


a statement, 39 gummed enquiry, a quotation, 


abels, a “Short note reply, a specification, a legal | 
document 


a receive note 


a ind hundreds more IN JUST 4 SECONDS OLYMPIA 
ANOTHER OCTOBER 2nd to 11th 


Thermo-Fax" is a trade mark of the Minnesota 
Mining & Manufacturing Company 
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SO POSAS2 ES aS 


A fully transistorised electronic computer, the Monrobot XI is 
the least erpensive complete data processing system yet devised, 
The entire computer is contained in this desk sized console. 


VONROBOT MARK XI 


Monrobot Mark XI, the world’s first truly low-cost general- 
purpose electronic computer, is priced well within the reach 
of the average-size business, yet has the basic abilities of 
equipment costing many times as much. 


Monrobot XI offers complete flexibility. It is capable of 
simultaneous output on up to three devices which could in- 
clude typewriter, 5-8 channel tape, card or edge-punched 
card. Input/output components can be plugged in or out 
according to the job to be done. 


Compatible with any procedure already in use, Monrobot XI 
will interpret any code, whether number or letter, from type- 
writer, tape, card or keyboard. It has a built-in parity check 
on all alpha-numeric input information, and automatically 
outputs with correct parity. 


Due to its versatility and low cost the Monrobot XI is equally 
suited to use in small businesses, to perform a complete data 
processing job; in a large computer installation as ancillary 
equipment used for data conversion, editing, or proof; or in 
branch offices to ensure accurate and standard record keeping 
and the production of output which can later be processed 
and analysed at the Head Office. 


Aovsion oF THE BUSINESS MACHINES 
GROUP OF LITTON INDUSTRIES 


MONROE CALCULATING MACHINE COMPANY LIMITED, BUSH HOUSE, ALDWYCH. LONDON, WC2. COV 0211 


Accounting machines *‘ Calculating machines ‘ Adding-listing machines 
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conveniently placed strip of clear film 


with a grease pencil, the image of 


which is projected on the screen as 
he writes. 
Enquiry Ref. No. 010/8 


Light weight 
pocket-file 

Traffic inspectors, laboratory tech- 
nicians, students, engineers, store- 
men, site-foremen, draughtsmen and 
supervisors will find the Kolt light- 
weight pocket clip file a valuable aid. 
It saves stationery costs by using 
inexpensive paper — scrap paper, cut 
paper, pads or strips of note-paper. 

This pocket clip file is plastic 
covered, fitting snugly into a labora- 
tory or overall-pocket it is hardly 
noticeable. There is a strong clip to 
hold the paper and means of hanging 
the clip-file up when required. 

Enquiry Ref. No. 010/9 


Streamlined 
dictating 

An entirely new all-transistor dic- 
tation machine with several note- 


Streamlined and efficient 


worthy features is the model EL.3582. 
The flat, low machine has piano 
key type control buttons, a tiny new 
snap-in tape cassette and a censtant 
tape speed of 1} i.p.s. The large tape 
indicator is marked off in four divi- 
sions for each of the 20 minutes play- 
ing time on each side of the tape. 
Enquiry Ref. No. 010/}0 


Seating in 
personal comfort 

The Thinkerchair has self-adjusting 
back and short arm-rests to guaran- 
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tee maximum freedom of movement. 


The seat is adjustable to six different 


heights and the spring-loaded rota- 
ting base makes it adaptable to any 
individual requirements. 

It is of steel construction, in 


C 


Comfort with mobility 





A tribute 


to her skill... 


See us at the BUSINESS EFFICIENCY EXHIBITION, 
October 3rd to 11th 


T.S. (OFFICE EQUIPMENT) LTD. 


Olympia 


The NEW 


| ADLER “electric 20” 


Real and attractive beauty co-related to the latest advances 
in mechanism perfection. 


We understand the value of her training and experience 
and show our appreciation in the most practical way, by 
designing a beautiful electric typewriter that will make 
her work easier and happier. 


* Feather-ligt 
ALLY 


nanua 


they pressure 
18th of that reau 
machine 


that is LITER 
red for a 


* Pneumatic noise free braking 


* Drastic simplification of assembly that 
does away with unnecessary parts. thus 
achieving greater reliability and 


ASTONISHINGLY LIGHT WEIGHT 


We suggest that you phone an Adler dealer today, asking him to 
bring an “‘E.20” to you for demonstration. Adler dealers are care- 
fully picked for their skill and experience, therefore you will gain 
the advantages of a real service 


by calling him in 


STAND 22. 


140 - 148 Borough High Street, London, S.E.1. ~ 


Tel: HOP. 3191 
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chrome finish, and with all wooden 

parts matt ebonized. The chair is also 

available with flat upholstery. 
Enquiry Ref. No, 010/11 


Typing by 
automation 


Auto-typist is an automatic typ- 
ing machine expressly designed for 
the fast and accurate typing of office 
correspondence -and an_ effective 
solution to the problem of shortage 
of qualified typing staff. 

It will operate any make of type- 
writer at a typing speed of up to 
140-150 words per minute. Output 
from one machine can be as high as 
120-140 letters a day, ie., three to 
four times the manual typing volume. 

Enquiry Ref. No. 010/12 


New machine for 
statistics 


An interesting new calculating 
machine is the VSR 18 “n"-a 
statistical version of the older model 
VSR. 

The main feature of the machine 


is the fitting of an external “n” 


counter which is electronically oper- 
ated from the machine. This should 
be of interest to both cost accountants 
and statisticians because in many 
instances one would use this machine 
for calculating a series of results 
working with a constant factor 
where it is important to know the 
number of operations that have been 
carried out. The “n” counter itself 
can be reset at any stage. 
Enquiry Ref. No. 010/13 


Simplified 
add/lister 


The Summa Prima 20 is a simplified 
hand-operated adding listing mach- 
ine designed for rapid and accurate 
calculation. 

It features a simplified modern 
keyboard with nine white keys for 
entering figures 1-9, and three 
smaller white keys for entering 11d., 
10d., and 4d. only, and three black 
keys for entering single, double and 
triple ciphers respectively. It adds 
and subtracts, and the entering 
capacity is £9,999 19s. 114d. while the 
totalling capacity is £9,999,999 19s. 
114d. The machine incorporates a 


Electrically Gperaied 


COUNTER 


AT NEW LOW COST 


Rated speed-up to 1000 Counts per minute. 
Designed for panel or base mounting. 


Centre reset by knob. 


Connection by flying leads. 
Maximum voltage 110 D.C.—250 A.C. 





English Numbering Machines Limited 


Enfield 
Grams: Numgravco, Enfieid 


Dept. 38 Queensway 
Tel: HOWard 2611 (5 lines) 





Middiesex 


conveniently placed four position 
ball switch to control subtraction, 
total, sub-total, and non-add func- 
tions; a repeat lever for simple 
multiplication; repeat subtraction 
lever: column indicator and credit 
balance signal. 

It is a lightweight unit, weighing 
only 9ibs., and the carrying case :s 
an optional extra. 

Enquiry Ref. No. 010/14 


Typewriter 
into data writer 


The Datawriter series T2A50 is a 
conversion of the Lexicon 80L 
electric typewriter for use as a range 
of automatic data writers. The key- 
board and facilities for manual 
operation of the machine as a normal 
typewriter are unchanged. 

There are several variations of the 
conversion. The keyboard can be 
converted for numeric operation 
only, or for full alpha numeric. 

Full programming facilities are 
available enabling control of other 
equipment to be made from the 
document format. 

Enquiry Ref. No. 010/15 


a 


MODEL 442 


Full technical information on request 


LEADING MANUFACTURERS OF COUNTING AND NUMBERING DEVICES 
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Flexishelves: movable dividers fit in the 
slots at 4 im. intervals. Ideal for filing, 
books, wallets, stationery, storage, etc 


Rails: for lateral filing, linked or hook-on 
type files 


Pigeon-hole Sections: for segregation or 
sorting, fitting over dividers on the Fiexi- 
shelf providing eight or less pigeon-holes 
per shelf 


Stationery Dispensers: Fooiscap (as illus- 
trated) or Brief size for stationery or 
collating 


Full Width Drawer: for sundries storage 
or rolled plans 


An entirely new approach to Office Equipment and 
strategic Office lay-out. 


FLEXIFORM comprises Master Units and a variety of 
components for every known office application. These 
components can be assembled to plan—as needs require 

with maximum economy of floor space. The com- 
binations achieved are infinite, a few examples of which 
are illustrated. 


drvet FLEE XIFORM 


6 Card Index Drawers (16 sizes). 7 Plain Shelves. 
8 Pull-out Desk Top. 9 Stencil File. 10 Refreshment Unit. 
11 Visible Index Panels. 12 Work Trays, etc., etc. 


See us at 
Sicaniiteeme 8-E.E. STANDING 


Introducing for the first time the new functional FEXIDESK, 
based on Flexiform principles incorporating a special locker for 
shopping bags and personal belongings. 


AMSEL LTD., 39-40 BUCKLERSBURY, CHEAPSIDE, E.C.4 
Crr. 5975/6 








| 
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Maximum legibility and good taste are combined 
in the Gents wall clocks shown here. 


Styled by a leading industrial designer they 
provide a choice of standard models which fit 
happily into present-day surroundings and décor. 


These and others in the extensive Gents range 
have been selected by the Council of Industrial 
Design for inclusion in Design Index. 


All are available for operating either on A.C. 
Mains or as part of a Master Clock System. 


May u od you literature? 


GENTS 


LEICESTER 


ELECTRIC CLOCKS 


GENT & COMPANY LIMITED, 

Faraday Works, Leicester. Telephone: 36151 
London Office & Showroom: 

47, Victoria Street,8.W.1. Telephone: ABBey 6888 


Also at: BIRMINGHAM. BRISTOL. EDINBURGH. GLASGOW. NEWCASTLE. BELFAST 
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* For more details of any product use one of the New 
Equipment service cards included in this issue. 


worKsttiPact 


Automation for the smaller 
manufacturer 


Although large companies dominate manufacturing in this country, small 
firms predominate and play a very decisive part in production. In terms of 
resources there is little comparison, and this puts the smaller concerns at a 
relative disadvantage especially when it comes to installing the latest equipment. 


The introduction of a low-cost 
industrial robot promises to intro- 
duce for the first time automation on 
the assembly line for even the small- 
est manufacturer. It is designed to 
work on any assembly line under the 
command of its own electronic 


Performs repetitive 


brain, and is capable of performing 
practically any repetitive task asso- 
ciated with hand and arm motions 
Its greatest asset is its flexibility 
Any operator can be trained to 
handle it within one hour, and by 
simple mechanical adjustments and 
switches, the unit can be used for a 
wide variety of entirely different jobs 
The machine consists of an arm and 
an actuator which can be fitted with 
many types of fingers and jaws 
Once the programme is set, the 
machine uses its fingers to grip, move 
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and position the work pieces as they 
pass on the assembly line. By the use 
of an accessory swivel which provides 
it with a wrist, its range of actions is 
greatly increased. 

If the assembly line has a number 
of jobs to be completed simultan- 


work automatically 


eously, it is possible to couple up a 
number of the machines in synchron- 
ized co-operation. Another distinc- 
tive feature of the robot is that if the 
brain informs the machine some- 
thing has gone wrong, the machine 
and the supervisor is told 
through flashing lights or buzzers. 
Among the jobs now being per- 
formed by the machine are a com- 
plete oiling operation of a clock 
assembly as it passes On a conveyor 
belt: the part assembly of type- 
writers, and the feeding of partially 


stops 


fabricated parts to a trimming press 
in a car factory. 
In addition to the sales campaign, 
it is to be released on a rental basis. 
Enquiry Ref. No. W10/1 


Automatic lifting 
and counting 


Far teo many accidents are caused 
in this country through lifting and 
carrying. Most of the heavy work is 
carried out by a variety of powered 
trucks, but where loading is primarily 
concerned, much of this is still carried 
out manually. 

A range of sack and box loaders 
and stackers with a lift of up to ISft. 
are now available to speed and ease 
the work. They range from the small- 
est models, designed for sacks and 
boxes, and the more specialized 
models including self-upping hopper 
feeders. Some are manual control, 
but others are automatic. They in- 
clude mains electric or petrol power- 
ed machines. 

Enquiry Ref. No. W10/2 


Improving safety 
with plastics 


The number of hours lost through 
accidents can be cut down. That has 
been proved by firms that make their 
employees safety-conscious and by 


Stronger and cheaper 





the passport 
to all markets 


Presenting details of all your products to 

all potential markets at Home and Overseas — 
United Kingdom KOMPASS, comprehensive, 
accurate and multi-lingual —is shortly 

to be published in this country. 


KOMPASS is up-to-date, international and 
technically unsurpassed. 


KOMPASS Registers are standard works of 
reference, already published or in preparation 
in all European countries. 


KOMPASS is unique — Managing Directors 
and Top Executives are invited to find out why 
when the District Information Officer calls. 


Kompass is published by: 

KOMPASS Register Limited 
R.A.C. House, Lansdowne Road 

Croydon, Surrey 

Telephone : MUNicipal 2262 

in association with Brown Knight & Truscott Ltd. (Printers and 
Lithographers) and Engineering Ltd. (Publishers of Engineering) 
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WORKSHOP 


those who provide the maximum 
amount of safety equipment. 

Until recently, machine guards 
were made of either metal or wire. 
Now comes a polyester/glass fibre 
belt guard, claimed by the manufac- 
turers to be corrosion free and 
cheaper than guards of comparable 
strength. The use of reinforced plas- 
tics permits the making of a wide 
variety of forms from standard casts. 

Enquiry Ref. No. W10/3 


Closes the box tightly 
before stapling 


Among the latest range of carton 
closing equipment is a stapler design- 
ed for the close drawing of the two 
flaps prior to sealing. This tended to 
grip firmly the carton before stapling 
thus ensuring a firm and secure 
package. 

The clincher has two simple 
controls. One governs the depth of 
the staple, and the other the tightness 
of the clinch. These two controls 
ensure that the machine can be used 


Grips and closes 


with any normal type of corrugated 
carton. The size of staples can also be 
changed very easily in the jin, jin 
and jin range. 

The same machine can be used 
manually for automatically where 
an air-line is available. 

Enquiry Ref. No. W10/4 


New kind of contemporary 
office heating 

There are many ways of heating 
offices. But a system recently devised 
promises to combine individually 
controlled heating with contempor- 
ary appearance. 

Included in the range for office 
heating are three models capable of 


Make your wages van completely 


BANDIT 


Protect your staff, cash and valuables 


PROOF! 


let us supply you with a van 


incorporating the security aids listed below, or fit them to your present 
vehicles. These new devices are the most advariced of their kind, with 
a 100°, effectiveness confirmed by Scotland Yard. A special key allows 
the aids to be quickly neutralised if the vehicle is needed for other work. 


Automatic Car Immobiliser, works 
immediately ignition key is removed. 
Portable Car Safe with 2-way klaxon 
which brays if safe is tampered with. 
Metal Wages Case with 200 or 350 
compartments and fitted with alarm. 


Portable Car Wages Alarm shrills at 
touch of button and fits any vehicle. 


Leather Guard-All houses metal 
strongbox with Chubb 6-lever lock. 
Klaxon blares if case is snatched — 
audible for 250 yards. 


AND —THE VERY LATEST IN SAFETY DEVICES —THE GUARD-ALL ALARM 
FOR SAFE, HOUSE OR FIRE 


Play safe 


ask for a demonstration now 


SECURITY PRODUCTS 


MANUFACTURING COMPANY LIMITED 
A division of Security Services Ltd., 
346 Grays Inn Road, London, W.C.!. Tel: TERminus 4303/5. 
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being fitted into existing walls and 
furnishings with the minimum of 
disturbance. The cabinet model pro- 
vides heating for one room as does 
the Flush model which is fitted into 
the wall. The Slimline has front and 
rear outlets for heating two adjoining 
rooms. 

Important features of the current 
range is that they are spacesavers and 
convect heat throughout the room. 





Alarm. Turn ignition key, set immobiliser 
knob. Alarm sounds if anyone leaves or 
enters vehicle. 


Grid for paying out window. Also removable 
windscreen and window grids, locks and 
bolts for doors. 


Detachable safe (with alarm) fitted inside 
van. Metal bar protects van reer. 
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The radiators are also capable of 
being fitted to an existing hot water 
system. 

Enquiry Ref. No. W10/5 


Feeding by gravity 

Shelving is now commonly used in 
most warehouses and shops. But too 
often this is accompanied by a rapid 
turnover of goods stored in front, 


Load from the back 


with those at the back of the shelves 
left to accumulate dirt and dust. 

In an effort to overcome this draw- 
back, new gravity feed shelving is on 
the market which can be adjusted to 
meet individual requirements. Four 
standard bays are on the market, 
ranging from 4ft. 6in. to 12ft. deep 
by 3ft. wide and up to 9ft. 3in. high. 
Loading is completed from the rear 
and articles can be divided by the use 
of small partitions which are adjust- 
able at I4in. intervals. The shelves 
are also altered as required. 

The front of the bar is fitted with 
a card holder for identification slips, 
and a technical service is available if 
required. 

Enquiry Ref. No. W10/6 


Spraying on the 
data in colour 

Many ways have been tried to in- 
crease production in the despatch 
department. Where crating or pack- 
aging is involved, much time is spent 
either painting or stencilling on des- 
tinations or contents. Several ways 
have already been perfected of 
speeding up this work, including the 
use of aerosol dispensers, and this 


Press the button 


has now had added to a colour range 
including blue, green, white, red, 
orange, yellow and aluminium. 

They are suitable for most porous 
and non-porous surfaces like wood, 
metal drums, bales, tarpaulins, con- 
crete and stone, all colours being 
waterproof and non-flaking. The 
fluid is ready for use in the dispenser 
and is discharged by the press of a 
button. 

Enquiry Ref. No. W10/7 


Making room 
for more 

One of the problems facing expor- 
ters is to keep space for the large 
containers necessary for the heavier 
and more easily damaged equipment. 
Most firms keep a supply of these in 


IMPORTANT ANNOUNCEMENT TO PROFESSIONAL MEN 
Now you can purchase your 


DIRECT FROM THE 


at full wholesale discounts 


“Our new policy is to supply carpets direct from the manufacturers to owners of 
businesses at FULL WHOLESALE DISCOUNTS 
‘Tower’ Brand Carpeting is available in 9 attractive colours and in two qualities:- 
‘Super Tower’ Wilton Carpet (a super all-wool Contract quality), and ‘Wiltex 
Royale’ Broadioom. These are exceptionally hard-wearing and offer unusual value 
for money. Ideal for offices, waiting rooms, corridors, etc. where frequent heavy 
wear is encountered. A Kit of large size samples will gladly be sent on request, 
without any obligation. 


concerns. 


a saving of approximately 30°, 


These discounts are available only to bona-fide professional offices or business 


ATTACH THIS COUPON TO YOUR LETTER-HEADING - AND POST NOW 


To: STAFFORDSHIRE CARPET WEAVERS LTD., 
(Midland Sales Division) 8S STATION ST., BIRMINGHAM 5. 
Please send Kit of Free Samples and full details of ‘TOWER’ Carpets 


without any obligation. 
NAME 
ADDRESS 


BUSINESS 





@ Marking 


Many marking 
problems can be 
solved by using one 
of the‘DEDRUMA’ 
machines and we 
invite details of 
your specific re- 
quirements. The 
outstanding feat- 
ure of all ‘DEDRU- 
MA’ machines is the 
the extreme rapid- 
ity with which var- 
iable data can be 
set. Large electric 
models are avail- 
able for various industrial applications 
in many trades. 


@ Cutting 


With a range of 18 models, “IDEAL” 
GUILLOTINES offer a solution to the 
rapid and accurate cutting of paper, 
board and many other materials. 


© Shredding 


With an output of 
90 Ibs. per hour, 
the “SCIMITAR” 
DOCUMENT 
SHREDDER will 
provide for thesafe 
disposal of office 
records and at the 
same time create 
valuable packing 
material. 


@ Also... 


These are just three items from our range, 
we invite you to send for fuller details of 
these and other machines. 





business aids Itd. 
185 Goswell Rd., London EC1 


Tel: CLErkenwell 6054 & 6081 
OCTOBER, 1961 


from all sides... 


PRAISE FOR THE 


§ 


DABO4 


The finest vehicle engine of 
its class and horsepower in 
the world—that’s the con- 
census of opinion from all 
sides of the industry. 





MANUFACTURERS 
now fitting the Six 354 
include 


COMMER, DENNIS, 
DODGE, E.R.F., AND 
SEDDON. 


Cert ie 


MOTOR 
TRADERS 
—Kays (Derby) 
Lid., Say :- 

“There is a terrific 
swing to vehicles 
powered by the 
Perkins Six 354. 
Users report in- 
creases up to 3 
m.p.g. over other 
standard power 
units.” 
eR 


Sr 
¥ 


Pl 
we” ~=OPERATORS —Richard Read, Haulage 

<. a Contractor, Longhope, Gloucester, say :- 

a “We have operated an E.R.F. 64P fitted 
with the Perkins Six 354 for the past six 
months, and have done 40,000 miles with 
it, with pay load of 9 ton 10 cwt. The fuel 
consumption 14.9 m.p.g. with a perfor- 
mance which equals any other vehicle in 
its class. All our drivers like this engine 
and we feel it is the power unit for us on 
the 7-8 ton.”” 


Vital statistics of the p 
5.8 litre Six 354 are : 
112 b.h.p. at 2800 
r.p.m. (260 Ib. ft. 
torque). And if you'd 
like to know more 

just write to Perkins 


NOW AVAILABLE ADDITIONALLY FOR BEDFORD TK COMMERCIAL VEHICLES 


is) :... FOR VEHICLE, CAR, 


INDUSTRIAL, AGRICULTURAL AND 


DIESELS: 
‘ MARINE APPLICATIONS 


PERKINS ENGINES LTD - PETERBOROUGH - TEL: PETERBOROUGH 5341 


aowv 
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the stores, and they normally take a 
considerable amount of room. 

One company found that the limit 
on storage space had been reached, 
but expanding business meant more 
cases. After considerable research 
they developed a collapsible case 
which, after 8 months of use, has not 
resulted in one claim for damaged 
goods. There are three standardized 
cases to meet most requirements, all 
constructed from 6mm. plywood. 

Goods can be packed within car- 
tons or stored in wood wool. Where 
shipment is to countries with high 
humidity, waterproof liners are also 
used. Metal edging is used on the 
containers, and packing is completed 
by tension straps. 

Enquiry Ref. No. W10/8 


Opening with safety 


A wide range of equipment suit- 
able for improving packing efficiency 
is now coming on the market, but as 
yet, this has not been matched by 
tools for opening. This gap is partly 
filled by a very simple staple remover 


Out with the staples 


designed for lifting staples without 
damaging the carton or box so per- 
mitting its immediate re-use. 

The remover is sturdily built from 
steel, and a range is available to suit 
all sizes of staples. 

Enquiry Ref. No. W10/9 


Good hygiene is essential 
in all establishments 


Hygiene in factories and offices is 
as important as actual working 


conditions. Only too often improve- 
ments are made in physical condi- 
tions at the workplace, while little 
regard is paid to sanitary arrange- 
ments. 

Recently an entirely new sanitary 
incinerator has been introduced 
which should help to sweep away 
many of the antiquated methods in 
some of our establishments. It is 


—— 





EVERY DEPARTMENT 


AT YOUR FINGER TIPS 


The Dialled Despatches pneumatic carrier tube system, tailor made to 


answer your specific requirements, brings the whole firm to your finger 


tips. Documents, sample files, punched cards, etc., which usually have 


to be transferred manually can now be sent to any part of a building in 


a matter of seconds at the turn of a dial. For speed and efficiency 


install Dialled Despatches 





THE GREEN, GOSPORT, 


HAMPSHIRE 


Tel: GOSPORT 80221/5 


Reg'd Office: LIVINGSTONE HOUSE, || CARTERET ST., BROADWAY, LONDON, S.W.! Tel: WHitehall 3633 
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PRODUCTIVITY 
COMMON MARKET 
LOWER TARIFFS 
ROTAPRINT 
TRADE OPPORTUNITIES 
EXPORT ORDERS 
STERLING VALUES 
EXPANSION 


EXPORTS - IMPORTS 


With rising costs, restrictions on expendi- 
ture, increasing competition from abroad, 
now —— more than ever before — British 
industry must become more streamlined, 
more efficient. Every effort must be 
made now for greater output, for an 
increasing share in world markets. 

That is where good quality print can 
help, and no printing can be of better 


NOW MORE THAN EVER YOU NEED 


quality than that produced by Rotaprint 
machines. Technical literature, cata- 
logues, price lists, reports, all can be 
printed rapidly and cheaply on Rotaprint 
machines . . . stretching budgets .. . 
keeping pace with rapidly changing 
marketing conditions. 

Rotaprint, finest of all small offset litho 
machines. 


), Feapsrtonl 


A BRITISH 


ROTAPRINT LTD + ROTAPRINT HOUSE - HONEYPOT LANE - LONDON - NWS - Tel: COLindale 8822 (12 ines) 


SHOWROOMS IN LIRMINGHAM, BRISTOL, 
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GLASGOW, LEEDS, MANCHESTER 
wat 
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It's $0 small- 
it’s unbelievable! 


The most inexpensive 
automatic exchange 
AVAN ADDIE ax: eives vou a sori 


internal telephone system that is incredibly 
compact and inexpensive. The automatic 
exchange measures only 10} in. by 10 in. with 
a 6-inch depth, and has all the reliability asso- 
ciated with ordinary mains power supply and 
GPO-type uniselector operation. 


Ordinary dial telephones are used (you can 
have the new GPO design or elegant Centenary 
Neophone), and only one digit need be dialled 
to call an extension. Yet when you feel big 
enough for a larger exchange and more lines, all 
the telephones and all the wiring can be retained 
they do not become expendable Top 
The Centenary 
Learn how you can have this wonderful aid Mecgnans 
to your business installed at a low all-in rental Bottom 


The new GPO 
by sending for full details now! Telephone 


Telecommunications Division 
Private Telephone Department 

3 Avon Trading Estate, Avonmore Road 

West Kensington, London W.14. FULham 9471 


Associated Electrical Industries Ltd 
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manufactured from sheet steel, is 
wall mounted and rated at 750 watts. 
The height is 24in., overall width 10in. 
and net weight 60lbs. 

The unit is guaranteed for 12 
months, and is included in a range 
for up to 150 users. 

Enquiry Ref. No. W10/10 


For the smaller 
factory 


Heating of industrial and commer- 
cial premises can be very expensive, 
either in fittings or maintenance. An 
oil fired heating cabinet is now avail- 
able which is claimed to have the 


 —_— 
Oil fired factory heating 


lowest operating cost of any system 
of similar heat output. 

It is specifically aimed at the 
smaller premises where integrated 
heating arrangements are too ex- 
pensive. The cabinets, which are free 
standing, are fed from outside storage 
tanks. Complete with thermostat and 
time clock, they operate automatic- 
ally. 

The manufacturers operate a spe- 
cial 7-day demonstration scheme for 
customers. 

Enquiry Ref. No. W10/11 


Filtering the dirt 
out of the oil 

Damage to precision instruments 
and tools is frequently caused by 
small particles which are lodged in 
the working parts. These are trans- 
ported either by dust or through the 
lubricating liquid, but the result is 
the same, often severe damage to the 
finished product. 

A small filter is now available 
which extracts all ferrous particles 


BUSINESS 





Helps to stop damage 


from machine tool coolants, includ- 
ing clay slurries, oils and other fluids 
as they service the machine. The unit 
is simple to instal and easy to clean. 
Enquiry Ref. No. W10/12 


Throwing it out 


A new mixing machine which the 
manufacturers claim can mix com- 
pounds many times faster than other 
conventional now on the 
market. 

The use of a tapered worm in the 
container causes a turbulating move- 
ment which is not possible with a 
normal worm which tends to carry 
the material its whole length without 
movement. With the mixer filled 


a: 


A ton a minute 


ways IS 


from the top, and discharged from 
the bottom, 
pletely mixed when in motion. Tests 
carried out so far show that five tons 


the contents are com- 


of material can be mixed under five 
minutes. With chemicals such as sili- 
cates, tests carried out produced an 
average mixing time of 17 minutes 
Enquiry Ref. No. W10/13 
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SPACESAVER 

is designed to 

save space, time 

and money. It 
is the most advanced British- 
buile storage and materials- 
handling system! 


SPACESAVER 

eliminates all 
unnecessary 

handling. Every 

bit of storage space is fully 
utilised. Installations are quick 
to erect or re-group 


SPACESAVER 

installations 

always look 

neat, and their 
cost is soon recovered by the 
increased efficiency of your 
stores and the better use of 
available space 


BRADLEY & COMPANY LTD, 
Albion Works, Bilston, Staffs 


Semi-open con- 
tainer front pro- 
vides instant 
accessibility and at- 
a-glance visibility. 


The rigid self-stacking 
shelf units can be 
built up to whatever 
length and height 
required, Additivnal 
units can be added 
whenever needed. 


The SPACELIFTER 
Truck and other acces- 
sories turn SPACESAVER 
Storage into a complete 
materials-handling system. 


write for 


"_ full details TODAY 


a 


To Bradley & Company Ltd. 
SPACESAVER Equipment 
Albion Works, Bilston, Staffs. 


Please send me the FREE 
16 page SPACESAVER booklet 


NAME . 


ADDRESS 
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UNLEASH 
HER HANDS 


unleash your mind into 
an Edison Voicewriter 


WORKSHOP 


New truck protects the 
delicate fabrics 

In many of the textile or clothing factories, large 
quantities of goods have to be regularly transported 
through the departments. A wide variety of trucks are 
available for this kind of work, and this range has now 
received a canvas bag type truck suitable for moving 
delicate fabrics. 

The 120z. canvas covering is protected by an all- 
welded tubular steel framework which meets all pro- 
truding objects without affecting either the canvas or its 


The canvas can 
easily be washed 


on this trolley 


load. To reduce tension on the strap, the bag is support- 
ed by a frame which greatly increases its safe loading 
capacity. The bag itself is secured by a single cord which 
is easily removed for the canvas to be cleaned. Rubber 
tyred roller bearing wheels are fitted to all models, and 
truck sizes range from 2ft. 9in. by Ift. 8in. by 2ft. 3in. 
deep to 10ft. by 3ft. by 3ft. deep. Any size can be made 
to customer requirements. 
Enquiry Ref. No. W10/14 


Cooker that keeps the fat 
clean and fresh 


Catering establishments should find the new frying 
machine with a specially constructed cool zone a useful 
addition to their kitchen equipment. The cool zone is 


You can fry 
most kinds of 
food in this 


machine 
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the unusual feature, and this is designed to receive small 
chips or particles of batter during frying in order to 
preserve the oil. The fryer, which is especially deep and 
designed for high capacity chip cooking, can also be 
used for cooking other foods. 

The burner assembly and all controls are situated 
behind the hinged door. Variable control within a 
range from 220°F to 410°F is possible. The unit is 3ft. 
high, 2ft. wide, with a pan cooking area of 2lin. by 
18in 

Enquiry Ref. No. W10/15 


Coder which is operated 
by goods it stamps 
There are many coding machines capable of being 
fitted to conveyor lines, but few are automatically 
operated by the products as they pass the inking device. 
Among the latter category is a new and simple fixture 
for lettering aerosols and cans or any round container. 
It is installed by four screws, and can handle up to 
150 units a minute. As it is driven by the stream of 


Can 
handle 
up to 

15C units 


a minute 


products it has no electrical components whatsoever. 
The manufacturers claim that because of its simplicity 
in make and operation it is especially suitable for 
factories where there is any danger of explosion or 
where moisture is liable to affect the working of more 
intricate machines. 

There are inter-changeable parts available to enable 
the machine to handle various sizes of containers. 

Enquiry Ref. No. W10/16 


Plan your ventilation before 
you start to build 

“Design to installation” is the service offered to 
contractors wishing to improve the ventilation of 
buildings. All the units, which are manufactured from 
aluminium, are easily installed in sheeting, brickwork 
or glazing. Two standard widths are available, 1ft. 10in. 
and 3ft. 10in., and the standard heights are from 4ft. to 
7ft. 9in. in Sin. increments. 

All units can be operated manually, remotely or 
electrically, between the closed and fully-open position. 
The use of aerofoil blades ensure a weathertight unit 
when fully enclosed 

Enquiry Ref. No. W10/17 END 
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more time 
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FREE YOUR MIND 
FREE HER HANDS 
Get to kn 


about the V 


THOMAS A. EDISON 


Victoria House, Southampton Row 
London, W.C.1 HOLbern 9988 
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*Two-Station unit 
with open 
cupboards and two 
four-door pedestals 
£59. 6. 11 complete 
for eight persons 
£237. 7.8 

for twelve persons 
£356. 1. 6.” 


In our general office . . . 


... we've standardised and come right 
up to date with Pullman-Speke wood 
furniture. The craftsman-built “Unit” 
range consists of interlocking desk- 
tops, cupboards and pedestals, 
cleverly designed to clamp together 
in a number of different ways. 

We've arranged our layout to give 
everyone the maximum desk space 
and to fit in with our own work 
rotation system. It looks smart and 
efficient and our people are now 
really comfortable. 


and right through the organisation 
Commercial range: desks and tables 
for the smaller offices. 


Executive range: for the boardroom 
and senior staff. 


Prullinosp.-$ PEKE 
office furniture 


in oak or mahogany 


The three ranges blend in matching 
wood. 


The whole range will be on show at 

71 Hammersmith Road, London, W.14 
(opposite entrance to Empire Hall, 
Olympia) during the time of the Business 
Efficiency Exhibition — Oct. 2-11. 


For full details of Pullman-Speke office furniture, 
fill in and post this coupon today 


To: Pullman Office Furniture Ltd., 
Pullman House, 29-37 Goswell Road, 


London, EC! Tel 


Name 


Address 


Office Equipment Division of Pullman Industrial Holdings Limited. 
Branch Offices: 
Edinburgh, Birmingham, 


Clasgow, 


Clerkenwell 6911. 


Manchester, Bristol 


Fresh Thinking on 
Management 





continued from page 13} 


Management, wherein the theory is all based on what 
has actually bzen done at The Glacier Metal Company. 
This describes an elaborate system of joint consultation 
the feature of which is that it breaks down the artificial 
dichotomy between management and men. All sectional 
interests and all grades including the senior are repres- 
ented. In his role as a representative of his group, a man 
may oppose the policies of senior management. Return- 
ing to his role in the executive chain of command, he 
does as he is told. This respect for the distinction 
between representative and administrative function 
(parliamentary privilege) is what has made political 
democracy possible. It is implicit in all joint consulta- 
tion, but usually only as between the “two sides.” 
Everyone knows there are many more sides than two. 
Glacier Metal has recognized and institutionalized the 
conflicts of interest between management and manage- 
ment and between men and men. 

To do this is to reduce the consciousness of conflict 
of interest — to reduce the distinction — between manage- 
ment and men. More revolutionary things have 
happened in other firms—in particular in the few 
thoroughgoing co-partnerships — but these are regarded 
by other managements as something apart. Glacier 
Metal has the look of something ahead. 

Mr. Brown's book illustrates another important 
trend. The basic justification for thinking about 
management at all has always been given as the need to 
clarify the roles and relationships in the organization. 
Till recently there was a marked tendency to equate 
clarity with simplicity. In fact modern industry is 
necessarily complex, and if you set out to define the 
complex you must choose between clarity and simplic- 
ity. Glacier Metal was the first company to come down 
wholeheartedly on the side of clarity. Its careful role 
specifications, based on the distinction between pres- 
cribed and discretionary activity, arose from the work 
done by Dr. Elliott Jaques on salary structures, but 
their implications both for organization and for selec- 
tion are self-evident. In the end of course, if you choose 
clarity, life becomes simpler. 

The old urge to simplicity of definition received its 
greatest indulgence in the drawing of management 
charts. The charts became an end in themselves. The 
fewer and straighter the lines on them the better.Every 
organization had to be entirely analysable in terms of 
line and staff and of functional relationships. Even at 
that, the non-line tended to be resented for spoiling the 
pattern, though with ingenuity one could sometimes 
make them look symmetrical. 

The most advanced thinking here is embodied in the 
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work of Dr. T. T. Paterson of Glasgow University. 
While he has much that is pertinent to say on the nature 
of authority and responsibility (you can delegate the 
one but not the other), the chief interest of his work 
consists in his analysis of the degrees of authority and 
lack of it. He distinguishes between full control, actual 
control, nominal control, actual advising, nominal 
advising, actual informing and nominal informing. It 
needs only a little reflection on the different advisers, 
experts, inspectors and the like who now abound in 
industry to realize that the complexity implied by all 
these categories is not of Dr. Paterson’s invention. 

Probably no two specialist functions are quite alike 
in their impact on organization. Both the channels and 
the degrees of authority are more numerous than the 
traditional management charts admit. Dr. Paterson’s 
charts are forbidding to look at. They may not be 
suitable to hang on the walls as an encouragement to 
the boys. But they will be invaluable to those such as 
managing directors and consultants who are responsible 
for improving organization. A complex and accurate 
chart may reveal how an organization may be usefully 
simplified. Simpluying the chart itself is as idle an 
occupation as touching up a photograph. 


improving control 


Complexity for the sake of clarity has also been a 
feature of the development of “‘“management control” 
so much so that a subject which is of fundamental 
concern to every manager is in danger of being regarded 
as an esoteric pursuit of the specialists. Management 
control is concerned with improving the processes of 
co-ordination in a business — for example, with know- 
ing, while allowing the smallest possible margin, when 
production needs to be increased to meet orders, and 
when stocks need to be replenished or more employees 
taken on to meet the needs of production, and also with 
knowing as soon as possible when there is going to be 
any difficulty in doing these things. It seeks both to 
reduce co-ordination to a routine and to assure that any 
necessary exceptions to the routine will be recognized in 
time for appropriate action to be taken. 

Management has long had its specialist controls — for 
production, stock, sales, purchases, methods, quality, 
finance — but without being able to co-ordinate them 
quickly enough. Mr. John L. Burbidge, an exponent of 
“integrated control,” says of present practice: “We 
start the year with a wonderful set of carefully related 
plans and budgets... Then our specialist controllers 
decide that it is necessary to alter the plant layout, or 
production methods, or selling prices, or credit terms, 
or batch quantities ...and we wake up one morning 
to find that if we are to carry on with the production 
programme we are obliged to abandon the expense 
budget and probably most of the other special plans as 
well.”” Alternatively, the problem is concealed by 
sticking to plans to the point where potential improve- 
ments are prevented. 

continued on page 160 
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now we're 

on 
Mr. Thompson, 
our problem is 


how to find people. . . instantly! 





Under the G.P.O. Subscriber Trunk Dialling 
System ALL calls are charged on a TIME basis from 
the moment your operator answers. A caller will lose 
money (and you will lose goodwill) if he is kept 
waiting while the person he wishes to speak to is being 
found—or, he may ask to be “Called back” at your 
expense. 


Install a Dictograph Staff Location System NOW 
and ensure that any member of your staff is found, 
the moment he is wanted, wherever he may be in the 
building. 

The cost is surprisingly little—a fraction, in fact, of 
the amount it enables you to save. Goodwill is 
enhanced too. 


Dictograph Staff Location 


cuts telephone costs 


INTERNAL TELEPHONES « STAFF L< 
AUDIBLE TIME SIGNALS « O 
MASTER CLOCK CONTROLLED T AND RE 
WATCHMAN PATROL EQUIPMENT + 





FIRE ALARM «+ POCKET PAGING 


DICTOGRAPH TELEPHONES LIMITED 


ABBEY HOUSE. WESTMINSTER, LONDON &S.W.1. ABBey 5572-6 
26 Dictograph Offices throughout United Kingdom and Ireland 
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Electrically operated I.C.C. machines that 
bulk-seal and open envelopes in a trice are the order 
of the day for every modern industrial ‘king’. Consider, 
for example, the time and labour that can be saved with 


a fully automatic machine that will open a score of 


letters safely and consistently in a matter of seconds 
(simple adjustment for large and small envelopes). Also 
an envelope sealing machine the only one in Great 


Britain fitted with an automatic feed sealer 


SPEED THE MAIL 
WiTH 


* 

They also make 

the best coin-counting 
machines. 


Full details from 
INTERNATIONAL 
COIN COUNTING MACHINE CO. LTD. 
248/250 Tottenham Court Road, London, W.1 
Telephone: LANgham 8416, 8416/9 


Branches and agents throughout Great Britain also the Dominion of 
Canada by LC.C.'s Associated Company, Rand Equipment Lid. 


AISA AAT TT 
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continued from page \59 


Management control uses “feedback.” It is to 
management (equals administration) what automation 
is to production-and, as Mr. John Diebold has 
impressed on us, automation is in direct conflict with 
the concept of the division of labour on which modern 
industry was built. Management control no doubt 
seems forbidding because it tends to be discussed in the 
language of cybernetics, and because the mathematical 
and integrated-data-processing techniques it employs 
are properly the preserve of specialists. In addition, 
much misunderstanding is caused by the word “decen- 
tralization.”” When the Conservative backbencher uses 
it, he has in mind taking power away from top manage- 
ment and giving it to “the man on the spot.” When the 
management theorist uses it, he means almost the 
opposite. His concern is to devise means of bringing 
“exceptions” automatically to the attention of higher 
levels of management. This means that more important 
matters will be left in the charge of the lower levels 
(decentralization), but only because the higher levels 
are confident they will be called on for any important 
decisions. 

Management control is closely bound up with the 
theory of the growth of the firm. Before the war, when 
large companies were looked on askance, comfort was 
derived from reflecting on the fate of the dinosaurs. It 
was alleged that every company had an optimum size 

a size at which any further economies of scale were 
less significant than diseconomies arising from manage- 
ment’s inability to co-ordinate. Today the aggressive 
health of the dinosaurs is a marvel for all to see, and the 
one serious work that has appeared recently on The 
Theory of the Growth of the Firm (by Edith Tilton 
Penrose) finds no evidence whatever for diseconomies 
of size. The ability of management to co-ordinate has in 
practice set a limit only to the rate at which a company 
can expand. Size itself presents no problem that cannot 
be solved by decentralization, though it may be desirable 
to separate off part of a rapidly expanding company so 
that the part may in turn expand as rapidly as possible. 
The acceptance of expansion as normal constitutes the 
biggest change in management thinking since the war. 

This article has been confined to management per se. 
There are of course many important developments in 
the “tool subjects” such as ergonomics, work study, 
and operational research. It has also been confined to 
those developments in management theory which bear 
on life. Or I could have reported the fight to the death 
now going on among American academics to determine 
whether organization structure or the decision process 
is the dependent variable. END 
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Next Month's 
BUSINESS 


FORECASTING ECONOMIC TRENDS 


Sir Roy Harrod, distinguished econo- 
mist, examines the problem of anticipa- 
ting the future movements of trade and 
industry. He shows how Government 
control adds a complicating factor that 
must not be overlooked. 


EXECUTIVES IN SOCIETY 


It used to be said that the middle classes 
were the backbone of the British nation. In 
the United States executives are encouraged 
to join in public and social affairs from a public 
relations point of view. Business devotes a 
survey to investigating the state of affairs here 
and now. 


HIGH-POWERED SCHOOL FOR 
EUROPEAN BUSINESSMEN 


Tony Burgess visits the European Institute 
of Business Administration in Paris to discover 
how businessmen from all over Europe— 
including this country—are being trained along 
Harvard lines to meet the challenges of the 
Common Market. 


BUILDING NEW PLANT 


Many firms are having to establish new fac- 
tories. What does this operation involve? Do 
the public authorities co-operate usefully’ 
How are workers recruited and trained? How 
is the project financed? Clifford O. Rhodes 
describes the experience of a firm that has 
successfully answered these questions. 


WOMEN AT WORK 


Firms employing large numbers of women 
workers have special difficulties. Gwilym Jones 
has investigated these and shows how leading 
firms are coping with them. 


Books reviewed in this issue and any other works 
dealing with management can be obtained from 
the Business Book Centre, Mercury House, 
109/119 Waterloo Road, London, S.E.1. 
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We are a 


SECRETARIAT 


and do all 
kinds of 
SECRETARIAL WORK 


TYPING 
DUPLICATING 
OFFSET LITHO PRINTING 


in our Offices 
(or yours when 
practicable) 


EFFICIENTLY 


THE ST. STEPHEN'S SECRETARIAT, 


3 Lincoln's Inn Fields, W.C.2. 
316 Vauxhall Bridge Road, S.W.1. 
12 Liverpool Street, E.C.2 
CHAncery 2775 








GIFT 7 


4%. 


) 
} 


* 


THE PERFECT A 
A 


Show your good taste 

this Christmas by / 

giving Beefeater Extra 

Dry Gin. It’s the gift 

with the distinguished : 

difference that gives so much extra pleasure. Secret of 
Beefeater’s perfection is the Burrough family’s 
method of distilling — the 140 year old method that 
gives this de Luxe gin its diamond brightness, 

velvet softness and subtle dryness. Give Beefeater by 
the bottle or by the case. It costs a little more - 

but generosity will never be more appreciated. 


41/- a bottle (including 10% surcharge) 


=} =] = oF 
EXTRA DRY GIN 








Regd. Trade Mark 


TUBULAR 
STEEL SHELTERS 


An entirely NEW range of 
Tubular Framed Steel Shelters 
for 
BICYCLES, MOTOR CYCLES and 
MOTOR VEHICLES 


Type TD! Tubular Shelter with integral type 5A Pedal cycle stands at Ministry of Commerce Factory, 


Dromore, County Down 


ODON I! present an entirely new range of Tubular Framed Steel Shelters in both traditional 
and contemporary outlines, designed either for use with the well-known ODONI All-Sceel bicycle 
stands which may be integrally or loosely fitted, or as an open shelter with uninterrupted 


floor space 


Shelters may be single sided (6° 1” wide) or double sided (9° 10” or 12’ 6” wide) with gable or 
butterfly roofs, and are manufactured in a wide variety of profiles 


Special Shelters with curved or cantilevered roofs are also available 


supplied in 
with roof sheeting 


End and rear panels are 


contemporary design or with full weather screens to match or contrast 


Leaflets and full details from Sole Manufacturers and Patentees 


ALFRED A. ODON!I & CO. LTD., SALISBURY HOUSE, LONDON WALL, E.C.2 


TELEPHONE: NATIONAL 8525/6 


“GREATMET” 


FLOORS 
DESCRIPTION 
PAVINGS & WALL TILING 


Evening, Weekend & Holiday 
work is a speciality 


NEW FLOORS 
WALL TILING 
STAIRCASES 
OLD FLOORS 
RECONDITIONED 


All work is carried out by 
Expert Craftsmen 


OF EVERY 


THE GREAT METROPOLITAN 
FLOORING CO. LTD. 


73 Kinne Street, Knightsbridge 


London, $.W.! 


“AUTOMATIC 


SANITARY TOWEL MACHINES 





in every modern 


FACTORY, 


OFFICE 
BUILDING, 


DEPT. STORE, 


LAUNDRY, 
ETC. 


where women 
are employed 


The machine 
illustrated dis- 
penses the well- 
known ‘KOTEX 
WONDERSOFT’ 
Soluble Towel, 
individually 
packed in cartons 
with two safety 
pins. We can give 
prompt delivery 
of both the mach- 
ine and towels. 
The mechanism 
allows for easy 
adjustment to a 
selling price of 
2d., 3d. or 4d. 


12 MONTHS’ 
GUARANTEE 





Full particulars from 


THE SIMPLAMATIC MACHINE Co. Ltd. 


42 Old Bond Street, London, W.1  Tel.: HYD 5461 


CABLES: ODONI 


LONDON 





serves INDUSTRY 


with SLOTTED STEEL SHELVING 
STEEL PARTITIONING, STEEL 
LOCKERS, etc 





GALVANISED 
STACKING 


TOTE PANS 


Strongly 

made of 22G 
Galvanised Steel, 
wired 
Prices 


rims, drop handles 


include 


Rustproof 


punched card holders 


Minimum order 25 

SPECIAL PRICES 

12 in. x 12 in 100 6s. 9d., 1,000 
6s. 4d.;: 18 in. x 12 in. x 6 in 100 
7s. 10d., 1,000 7s. 4d.; 24 im. x 12 in. x 
6 in 100 8s. lid., 1,000 8s. 4d. Carriage 
S per cent extra 


x 6 in 











* SEND FOR PRICE LIST AND CATALOGUE 


WELCONSTRUCT Co. Ltd. 


35 CARRS LANE, BIRMINGHAM 4 MiDiand 1691 
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BUSINESS BEGINS WITH GOODWILL 


The illustration shows some of the goodwill and advertising gifts produced by ALPA 


* 


1. Executive Desk Diary 4. Chubby note pad* 
2. Desk Blotter* 5. The ‘Dialdex’ clip-on telephone number reminder 
3. Stand-up engagement diary* 6. Combined Desk Diary & Jotter 


*Selected by the Design Centre 


Let ALPA goodwill gifts become your 

daily link with business friends and silk ieteréneed tn ALPA peediile, ities 
associates, reminding them of your send me your illustrated booklet. 

name throughout the year. 


Your trade mark or advertising mess- 
age can be gold or colour blocked, 
silk screened or in applique. 

Firm 
Ask your secretary to send the coupon 
for a four colour booklet explaining 
ALPA products and services. 


Address 


ALPA also manufacture standard 


and custom-built steel office equip- 
‘ ment; put a cross if you require 
information 


ALPA PLASTICS LIMITED 


240-246 MAYBAN K ROAD + LONDON + E18 
Telephone: BUCkhurst 9211/4 Telegrams: DONDAY LONDON E18 
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YOU'RE NOT A MACHINE— 


SO YOU CAN'T WRITE CHEQUES ... Stand 30, Business 
Efficiency Exhibi- 


ry ry tion, Grand Hall, 
Af —A = Oi, Olympia, October 
2nd to 11th, 1961 


as this PROTECTOGRAPH CHEQUE WRITER 


Only a modern precision-built cheque writer can 














make cheque writing easier, faster and safer in 
your accounts department. A _ Protectograph 
Cheque Writer saves countless hours of a busy 
executive’s time and adds a new prestige and 
security to any organisation. These machines can 
handle from 500 to 1,000 cheques an hour. Banks, 
Government and Municipal Departments as well 
as business firms all over the country use them. 
Why not see a demonstration for yourself? Or 


get your secretary to send for illustrated literature. 


— 


Hand Operated Model 74 
All electric models available P RO T E Cc T fe) G R A P H Cc H f i U E WwW R ij E R S 


HALSBY & CO. LTD. ROOM 45, 52 DEAN STREET, LONDON, W.1. GERRARD 4163 


the complete 


| MOBILE 
OFFICE show-unit 


FURNITURE | service 


LEASING 


we 
FULL RANGE OF BRANDED FURNITURE DESI G Ni ws B U ] L D 
oct TOW -: ERECT 
tangs Cases ALLO WAOLE As tad & STORE 
BUSINESS EXPENSE 
FURNITURE IMMEDIATELY AVAILABLE 





Tors ot per IS ALREADY IN 5 CESSFUL OPERATION AND [5S 
5 cé OFFERED BY 


D. MATTHEWS (LEASING) | LTD. 
DALE STREET - LIVERPOOL 


ON THE FULL RANGE OF OFFICE EQUIPMENT SOLD BY 


D. MATTHEWS & SON LTD. 
COMPLETE OFFICE FURNISHERS 


DALE STREET, LIVERPOOL - DEANSGATE, MANCHESTER 
* WELLINGTON STREET, LEEDS 


te 90 PAGE PRICED CATALOGUE ON REQUEST 


LANDSMANS SERVICES 
Buckden, Hunts. Buckden 287 
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CLASSIFIED ADVERTISEMENTS 


RATE—? /- a line (average 45 letters per line). 
Minimum three lines costing 27 /-; each addi- 
tional line or part of a line 9/-. Box No. 
counts as one line and is to be paid for; 
replies are forwarded free of charge, five per 
cent discount for six insertions, 10 per cent 
for 12. Payment with order for single insertion. 








THE ABBEY SCHOOL FOR SPEAKERS 


36 Victoria Street, $.W.1 (Abbey 6488) pro- 
vides sound training in all branches of public 
speaking, Chairmanship, Meeting Procedure, 
Voice Control, etc. Classes or private tuition 
Experienced Tutors available for staff courses 
at firms’ own premises. Speakers available for 
meetings anywhere 





DUPLICATE BOOKS 


Better Duplicate Books at lower Prices. Specialist 
equipment enables us to produce attractive 
specially-printed duplicate books at amazingly low 
prices. List free. Browns Ltd, Caldervale Works, 
Burnley, Lancs 





FOR SALE 


Kardex, Roneodex and Shannovue cabinets, as 
new. F. H. Jolly & Co. Led, 289 King Street, 
London, W.6. Tel. RIV 5381 


Stenorette Dictating Machine Office Equipment 
Our activities are devoted solely to the sale and 
service of Stenorette equipments and our service 
agreement ensures continuous use without 
recourse to Manufacturers. We are unique in this 
respect, so send you next enquiry to the Stenorette 
Specialists, 227 Oxford Road, Manchester, 13. 
Te. ARDwick 4269. 


Addressograph" Machines (rebuilt-guaranteed), 
cabinets, frames, plates and accessories. Nevard 
Dessoy & Co. Led., 102-105 Shoe Lane, London, 
EC4 


Offers are invited for one model 221 ‘Azograph’ 
machine — well maintained and in ‘as new’ condi- 
tion. Inspection by arrangement. Apply Box No 
1611 c/o “BUSINESS”, 109/119 Waterloo Road, 
London, S.E.1 


Three 65 column Hand-verifying punches for the 
sum of £40. Telephone Hither Green 1051, 
S.E. London 


Four ‘Dictaphone’ office dictation machines 
complete with head-sets etc., for sale. Inspection 
invited. Apply Box No. 1610 c/o “BUSINESS”, 
109/119 Waterloo Road, London, S.E.1 


One Anson Model E.B.40 Photographic Copying 
Machine — Size 23” x 23”. Worth £116 - used 
only one hour. £85 or nearest offer. Box No 
1608, c/o BUSINESS", 109/119 Waterloo Road, 
London, S.E.1 


To Bostitch users. Quantity genuine Bostitch 
staples. 56 boxes SCCr 5025}: 145 boxes STCr 
$0194. Also 1,000 ‘Vetro’ quarto suspended file 
pockets complete. All at half listed prices. Bransons 
Led., Leicester. 


Document Destroying of Motorised Paper 
Shredding Machine for sale. Takes sheets 9” wide 
cuts into strips -0275” wide. Capacity 66lbs of 
paper per hour. High speed steel cutters not 
damaged by clips or staples. Overall size 18” x 
154” x 124” high. Ex stock. F. J. Edwards Limited, 
359 Euston Road, N.W.1, or 41 Water Street, 
Birmingham, 3 





MISCELLANEOUS 


Interested in Investing’? Looking for capital 
gains’ Send 10/- for current copy “Shares to 
Buy Valuable suggestions for keen investors 
G. J. Matson, St. ives, Huntingdon 


High blood pressure, the valuable properties of 
Rutin are well known. Take it in Rutivice Tablets 
5 from Health Stores, Chemists or direct 
from Rutin Products Ltd., Wokingham, Berks 





WANTED 


Addressograph equipment complete and/or 
cabinets, frames, accessories, etc. Box No. 1352, 
c/o “BUSINESS”, 109/119 Waterloo Road, 
Lendon, S.E.1. 


A mains /rechargeable battery Dictaphone wanted 
Box No. 1609, c/o “BUSINESS”, 109/119 Waterloo 
Road, London, S.E.1 


Dictaphone ‘Timemaster’ Dictating and Trans- 
cribing Machines wanted. Details to Director 
109 Twemiow Parade, Heysham, Lancs 
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Overhauled and Guaranteed 
DICTOREL 
ELECTRONIC DICTATING MACHINES 
£20 each 
HOLDINGS of BLACKBURN Lcd... 
39-41 Mincing Lane, 
BLACKBURN 














NEW AND REBUILT 
FULL KEYBOARD ACCOUNTING MACHINES 
* All equipment guaranteed for one year 
* Installation with full After Sale and Maintenance 
Service 
* Preparation of Systems 
* Training of Operators. 
H. H. DURHAM LTD 
85 BLACKFRIARS ROAD, LONDON, 
WaATterloo 6081 /2 


$.E.1 








Burroughs “‘Checksigner” for sale. 





Cheque signing machine (Model 7.141) with 
automatic feeder (Model 1.144) and locked 
vault. May be inspected in Bournemouth 
Total cost £740 new in August, 1960. Offers 
invited. Please write Assistant General 
Manager, Bowmaker Limited. Bowmaker 
House, Lansdowne, Bournemouth. 








COMPTOMETER USERS 


We can repair and rebuild all models irrespective 
ef age. Your model “K" machines can be converted 
to the new “992” style key touch operated motor 
rebuilt machines (all models) fully guaranteed from 
stock. Hire from £1 per week. Comprehensive 
service contracts. Consult the comptometer 
specialists :— 


K. LOWTHER & CO 
18 MIDDLE HILLGATE, STOCKPORT 
Tel.: STO 4670 





GIVE YOUR CUSTOMERS A SCOTCH 
TARTAN TRAVEL RUG FOR 
CHRISTMAS. 


RALLY-KLAD LTD. 
462 ALBION STREET, GLASGOW, C.1. 














ONE-TIME-CARBON 
NCR AND PLAIN 


SETS 


In Unit or Continuous form 


A specimen set or form posted 
to us for quoting will point toa 
saving in your printing cost... 


LIBERTY PRINTERS 


(A.R. & R.F. REDDIN) Led 
SUNNYHILL ROAD, STREATHAM 
LONDON, 5S.W.16 STReatham 7067 


PPPS SII LLL IIIA AS SADA 
DPSS ASA PDD AS AAS AAA A PD DO AS 





Which 
Dictating 
Machine? 


NEW OLYMPIA MAINS 


OR...? 


To decide which Dictating Mach- 
ing will give you the most efficient 
service at the least cost consult us. 


We can advise you which of the 
many machines we handle will suit 
your purpose best 


At the same time we ensure that 
asatisfactory maintenance & repair 
service (by the makers and by us) 
is available 


OR THE FICORD 101 


FREE CONSULTATION AND 
SURVEYS 

FREE TRIAL 

FREE INSTALLATION 
PROMPT REPAIR SERVICE 
(Grundig, Stenorette, Philips 


etc.) 
PROMPT TRANSCRIPTION 
SERVICE 
MACHINES ON HIRE 
%* MAINTENANCE 
*% “TRADE-IN” TERMS 


THE 
DICTATING MACHINE 
CENTRE 


5 NEW BRIDGE STREET, LONDON, E.C.4. Tel. CiTy 4815 





BUSINES S 


ACCOUNTING 
MACHINES 
Block & Anderson Led. 117, 167 
Burroughs Machines Led 26 
National Cash Register Co 
Led., The 
RUF Organisation Led. The 52 


ACCOUNTING 
SYSTEMS 

Art Metal 

Copeland-Chatterson 
Led., The 

Kalamazoo Lcd 

Shannon Led., The 


ACOUSTIC ENGINEERS 
Matthews, D.. & Son Led. 164 
ADDING MACHINES 
Addo Led 
Block & Anderson Led. 117, 167 
Burroughs Machines Led 26 
National Cash Register Co 
Led., The 100 
Sumliock Comptometer 
Led 5S 
ADDRESSING ~~ alates 
ATTACHMEN 
Lamson Paragon ty 125 
ADORESSING MACHINES 
Block & Anderson Led. 117, 167 
Ellfiote Business Machines 
Led 24 
ADVERTISING GIFTS 
Alpa Plastics Led 
Sculthorp, R., & Co. Led 126 
Stephenson & Wilson Led. 58 
AIR TRANSPORT 
Panair Do Brasil 
AUTOMATIC DATA 
PROCESSING 
C.E.LR. (U.K.) Led 23 
Computer Services 
(Birmingham) Led 133 
Honeywell Controls Led. 47, 67 
National Cash Register Co 
Led., The 100 
AUTOMATION 
Honeywell Controls Led. 47, 67 
BANKING SERVICES 
Helbert, Wagg & Co. Led. 103 
BATTERIES 
Mallory Batteries Led 10 
BOOKS AND 
PUBLICATIONS 
Dickinson, John & Co. led. 49 
Kompass Register Ltd 148 
BROADCAST MUSIC 
AND STAFF LOCATION 
SYSTEMS 
A.E.1. Limited 
Blick Time Recorders 
Led 
Dictograph Telephones 
Lcd 


- 122 


154 
28, 114 


159 
Gent & Co. Led 146 
Modern Telephones (Great 
Britain) Led 
Multitone Electric Led 
Reliance Telephone Co 
Led Cover iv 
Telephone Rentals Led 118 
BUILDINGS— 
PREFABRICATED 
Terrapin Limited 34, 35 
BUSINESS ee 
Aipa Plastics Led 
Coombs, H. A. Led ‘2 
Ford, T. B., Led 
Jayjex (London) Led 58 
Kent Kordiess Led 54 
Matthews, D., & Son Led “aa 
Visibell Led 
White & Farrell Led 
CALCULATING 
MACHINES 
Addo Led 68 
Block & Anderson Led. 117, 167 
Burroughs Machines Led 26 
Monroe Calculating 
Machine Co. Urd 
Sumlock Comptometer 


4 
105 


136 


192 


Led 55 
T.S. (Office Equipment) 

ied 143 
CANTEEN EQUIPMENT 
Sankey, Joseph & Sons Led. 102 


166 


CLASSIFIED GUIDE TO 
BUSINESS AND INDUSTRIAL 


EQUIPMENT 


CASH REGISTERS 
National Cash Register Co 
Led., The 


CHARTS AND PLAN 
BOARDS 
Block & Anderson Led. 117, 167 


CHEQUE WRITERS 
Halsby & Co. Led 164 


CINE EQUIPMENT 
Rank Precision Industries 
Led ; 2,44 


CLOAKROOM 
EQUIPMENT 

Abix (Metal Industries) Led S 

Constructors Led . 

Simplamatic Machine Co 
Led., The 

Valor Co. Led 


COIN COUNTING 
MACHINES 

international Coin Count- 
ing Machine Co. Led 


CONDENSERS 
Telegraoh Condenser Co 
Led., The Cover iii 


CONTINUOUS 
STATIONERY 

Carter-Davis Led. ... 

Copeland-Chacterson Co. 
Led., The 

Hunt & Colleys Led. 

Lamson Paragon Ltd. 

Petty & Sons Ltd 

Witkes, James, Led 


COUNTING AND 
NUMBERING 
MACHINES 

English Numbering 
Machines Led. 144 

Pitney-Bowes Led 51 


bag ty ee MACHINES 
‘OR BANK NOTES 
hn. Bowes Led 51 


CREDIT SERVICE 
Export Credit Guarantee 
Department 


CYCLE PARKS 
Abix (Metal industries) Led 
Constructors Led 
Odoni, Alfred A., & Co 
itd 
Welconstruct Co. Led., 
he 


DICTATING AND 
RECORDING 
EQUIPMENT 

Dictating Machine Centre 

E.M.1. Sales and Service Led. 

Edison, Thomas A., & Co. 
Led 156, 157 

Minnesota Mining and as 
Co. Led... . 141 


DIESEL ENGINES 
Perkins Engines Ltd 


DIRECT MAIL 
British and International 
Addressing Led 65 
DUPLICATING 
MACHINES 
Block & Anderson Ltd. 117, 167 
Ellams Duplicator Co. Led. 104 
Gestetner Duplicators 
(B.S.0.) Led. ‘ 34 
Rotaprint Led -- 153 
FLECTRIC CLOCKS 
Blick Time Recorders 
Led 28, 114 
net soa Telephones 
Led 


162 
140 


160 


151 


159 
English Clock Systems 97 
Gent & Co. Ltd 146 
Reliance Telephone Co 
Led over iv 
Telephone Rentals Led 118 
ELECTRONIC 
COMPUTERS 
Computer Services 
(Birmingham) Ltd 
Ferranti Led 18 
Honeywell Controls Led. 47, 67 
Leo Computers Ltd 106 
National Cash Register Co 
Led., The 


133 


& SERVICES 


FACSIMILE 
COMMUNICATION 
SYSTEMS 

Creed & Co. Led 20 


FACTORY EQUIPMENT 
AND ACCESSORIES 
Constructors Led 64 


FILING AND VISIBLE 

RECORD SYSTEMS 
Amsel Led.... 145 
Art Metal - 132 
Beanstalk Shelving Led 139 
Block & Anderson Led. 117, 167 
Business Aids Ltd 151 
Cave, C. W., & Co. Led 52 
Constructors Ltd 64 
Copeland-Chatterson Co 

Led., The 15 
Expandex Visible Filing Co 

Led 56 
Kalamazoo Led 19, 40 
Lamsor Paragon Led 125 
Rotadex Systems Led 60 
Shannon Led., The 36 
Wilson, Frank, & Co 50 


FILMS 
British Transport 

Commission 54 
Rank Precision Industries 

Led , . 44 
Turners (Photography) Ltd 42 


FINANCE 

Export Credit Guarantee 
Department 70 

Helbert, Wagg & Co. Led. 103 


FIRE ALARM Gverenss 
Gent & Co. Led : 146 
Reliance Telephone Co 

Led Cover iv 
Telephone Rentals Led. . 118 


FLOORING 

Great Metropolitan 
Flooring Co. Led 

Staffordshire Carpet 
Weavers Ltd 


FOLDING MACHINES 
Block & Anderson Led. 117, * 
Pitney-Bowes Ltd. 


FUEL SUPPLIERS / 
SERVICES 

National Industrial Fuel 
Efficiency Service 113 


HEALTH SERVICES 
Simplamatic Machine Co 
Led., The 


HOTELS 
Frederick Hotels Led. 122 
Skyway Hotel 124 
INDUSTRIAL CLEANING 
Cleaners Limited Cover ii 
Columbus-Dixon Led. 
INTERCOMMUNICA.- 
TION SYSTEMS 
A.E.1. Led. 
Communication Systems 


162 
150 


162 


154 
16 


Led. 
Dictograph Telephones 
Led 


t 159 
Gent & Co. Led , 146 
Modern Telephones (Great 

Britain) Led 
Multitone Electric Ltd 
Reliance Telephone Co 
.. Cover iv 


105 


Led. ove . 
Smith, S., & Sons 
(England) Lea . 11 
Standard Telephones and 39 
Cables Led . 2 
Telephone Rentals Led . 19 
LANGUAGE COURSES = 


Linguaphone Institute 


LETTER-OPENING 
MACHINES 
Block & Anderson Led. 117. 167 
International Coin Count- 
ing Machine Co. Led 
Picney-Bowes Led 
LIGHTING 
Atlas Lighting Led 
Electrical Development 
Association “1 
General Electric Co. Ltd., 
The : 33 
Philips Electrical Led 


160 
51 


2,3 


LOOSE LEAF LEDGERS 
AND SYSTEMS 
Alpa Plastics Ltd. . 
Copeland- Chatterson Co. 
Led., The ‘ 1 
Kalamazoo Led. ‘ 49, 40 
Lamson Paragon Led ee 125 
Nationa! Cash pe gee Co. 
Led., The : ‘in 
Shannon Led., The ... ... 36 


LUBRICATION 
Mobil Oi! Co. Led. .. oe . 


MARKET RESEARCH 
C.E.A.R. (U.K.) Led 


MARKING vo 
Speedry Products Ltd ‘ 


MICROFILM ngpicgpens™ 
Kodak Led. 


MOTOR CARS 
Renault Led 


OFFICE FURNITURE 
RENOVATION 

Office Equipment Renovat- 
ing Co. Led 1 


OFFICE FURNITURE 
(STEEL) 

Art Metal 

Constructors Led 

Evertaut Led 

Harvey, G. A., & Co. 
(London) Ltd 

Valor Co. Ltd 

Waddells (Stratford Steel 
Equipment) Led. .. 


OFFICE FURNITURE 
(wooo 

Cave, C. W., & Co. Led 

Esavian Led 

Leabank Office Equipment 


110 


Led 
Maple & Co. Led 
Matthews, D.. & Son Ltd. 
Pullman Office Furniture 


Led. . 
Shannon Led., The 


OFFICE —— 
AND SUPPLIES 
Yates o & Sons Led 


OVERALLS 
Sketchley Led. = 
Wheeler, H., & Co. Led 


PAPER 
Tullis Russell & Co. Ltd 


PARTITIONING 

Abix (Metal Industries) Led 

Art Metal 1 

Constructors Ltd 

Harvey. G. A., & Co 
(London) Ltd. 

Waddells (Scratford Steel 
Equipment) Ltd. .. 

Welconstruct Co. Ltd.. The 


PHOTOGRAPHIC 
SERVICES 

Rank Precision Industries 

Ltd . 2,4 

Turners (Photography) 

Led ; inte 


PLASTICS 

Alpa Plastics Led 
Jayjex (London) Ltd 
White & Farrell Led. 


PNEUMATIC TUBE 
SYSTEMS 
Dialled Despatches Led. ... 


POSTAGE STAMP 
AFFIXERS 
Block & Anderson Ltd. 117, 167 


POSTAL FRANKING 
MACHINES 
Pitney-Bowes Ltd. ... ... 51 


PRINTERS AND 
STATIONERS 

Petty & Sonsitd. .. .. #8 

Spicers Led. , ion oe 


PRINTING MACHINES 
Ellams Duplicator Co. Led. 104 
Gestetner Duplicators 

(B.S.0.) Led — 
Rotaprint Led . 153 


PUNCHED CARD 
SYSTEMS 

Cave, C. W., & Co. Led. $2 

Copeland- -Chatterson Co 
Led., The os 2 


152 


REPRODUCING 
EQUIPMENT 
Block & Anderson Led. 117, 167 
British Equipment Co. Led. 
Burroughs Machines Ltd.... 26 
Huber, J. J., Led. . & 
Kodak Ltd. 63 
Solicitors’ — Stationery 
Society, T' e 61 


RIBBONS prod 
CARBONS 

Columbia Ribbon and Car- 
bon Mfg. Co. Led 


Kolok Manufacturing Co 
Led : . rm 


ROTARY REPRODUCERS 
Block & Anderson Led. 117, 167 
Ellams Duplicator Co. Led. 104 
Gestetner Duplicators 

(B.S.O.) Led. .. 43 
Rotaprint Led 153 


SEATING 

Abix (Metal industries) Ltd 42 
Art Metal ... 132 
—_ Office Equipment 


‘on Sad Chair Co. (1931) 
Led., The 


SECURITY SERVICES 
Security Products Manu- 
facturing Co. Led 149 


STORAGE 7 ogee 
Bradley & Co. itd 
Brown, N. C., Led 4 
Constructors Led 64 
Copeland-Chatterson Co 

Led., The 15 
Evertaut Ltd 59, 127 
Harvey,G.A., & Co 

(London) Led 45 
Odoni, Alfred A., & Co 

Led 162 
Weilconstruct Co. Lted., The 162 


TELECOMMUNICA- 
TIONS 
Pye Telecommunications 


Led ; 
Smith, S., & Sons (England) 
Led 


TELEPHONES AND 
SOUND EQUIPMENT 
AE! Led .. 154 
Communication Systems 

Led 16 
Dictograph Telephones 

Ltd . ‘ ase Te 
Gent & Co. Ltd 146 
Modern Telephones (Great 

Britain) Led 
Reliance Telephone Co 

Led. Cover iv 
a Telephones and 

Cables Ltd 39 
Telephone Rentals Led. 118 


TELEPRINTERS 
Creed & Co. Led . 20 


TIME RECORDERS 
Blick Time Recorders 


Led 
eg Telephones 
Led 


English Clock Systems 
Gent & Co. Ltd 
Reliance Telephone Co. 

Led : .. Cover iv 
Telephone Rentals Ltd. ...118 
TRANSPORT SERVICES 
B.R.S. (Contracts) Led 109 
British Transport 

Commission .. os wo 


TYPEWRITERS 

Block & Anderson Led. 117, 167 
British Equipment Co. Led. 40 
imperial Typewriter Co. 

Led <_. ~ 
Royal McBee International 14 
T.S. (Office Equipment) 

Led. : . 143 


VEHICLE CONTRACT 
HIRE 
Davy, J., Car Hire, Led. .. 


VENDING MACHINES 
Sankey, Joseph, & Sons Led 102 


bay = ~H AND SALARIES 
syYSsT 
Skirden += Led. 135 


WATCHMEN’S CLOCKS 


Blick Time Recorders 
Led. re . 28,114 
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NEW advance in 


Machine 


Accounting 


Stand 65, London B.E.E., 
Grand Hall, Olympia, 
October 3rd to 11th. 


THIS FULLY-AUTOMATIC INEXPENSIVE ODHNER BRINGS 
MACHINE ACCOUNTING WITHIN THE REACH OF EVERY BUSINESS 


SO SIMPLE... SO QUICK... 
that any member of your staff can quickly learn and reliable, that it's bound to save you money. 
to use it. Ledger posting or stores routines can CHIEF APPLICATIONS: 
be mastered in an hour or two. Ledger posting; Payroll (wages or salaries); Hire 
SO VERSATILE... Purchase accounts; Stores Control. 
thanks to the exclusive Odhner “memory register”, A Block & Anderson specialist will gladly call and 


that a much wider range of applications can be discuss particular applications or problems. 


handled than with any other machine in its class! 


=] Role) @. me - hie) — -t-1e) meer has S 


Head Office: Banda House, Cambridge Grove, Hammersmith, London, W.6, Tel: Riverside 4121 (20 lines) : oe 


ofa 
@ EBvSINEsSs 


© AUTOMATION 
> —at its best/ 


OCTOBER, 1961 
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; a Mar aQenent 


A.E.1. Led 1S4 
Abix (Metal industries) Led 2 
Addo Ltd 68 
Alpa Plastics Led 163 
Amse!l Ltd 145 
Art Metal 132 
Acias Lighting 2,3 


BRS. (Contracts) Led 
Beanstalk Shelving Led 
Blick Time Recorders Led 


Block & Anderson Led 
Biurton, T. KR. & Co. Led 
Bradley & Co. Led 
British Equipment Co. Led 
British & International 
Addressing Ltd 
British Transport 
Commission 
Brown, N. C. Led 
Burroughs Machines Led 
Burrough, James Led 
Business Aids Led 


C.E.1R. (UK.) Led 
Carter-Davis Led 
Cave, C. W. & Co. Led 
Cleaners Lcd cover ii 
Columbia Ribbon & Carbon 
Mig. Co. Led 
Cotumbus-Dixon Lid 62 
Communication Systems 
Led 16 
Computer Services (Birm- 
ingham) Led 
Constructors Led 
Coombs, H. A. Led 2 
Copeland-Chatterson Co 
icd., The 15 
Creed & Co. ied 20 


Davy. ). Car Hire Led 112 
Dialled Despatches Led 152 
Dickinson, John & Co. Led ” 
Dictating Machine Centre, 

The 165 
Dictograph Telephones ird. 159 


E.M.1. Sales & Services iced. 138 
Edison, T. A. Led 156, 157 
Electrical Development Assn. 41 
Ellams Duplicator Co. Led. 104 
Elliott Business Machines 

Led ‘ 24 
English Clock Systems 9” 
English Numbering Mach- 

ines Led 
Esavian Led s7 
Evertauc Led $9, 127 
Expandex Visible Filing Co 

Led 
Export 

Dept 


Credit Guarantee 


ADVERTISERS IN THIS ISSUE 


For Classified Guide to Business and Industrial Equipment 
see page 166 


Ferranti Led 
Ford, T. B. Led 
Frederick Hotels Led 


General Electric Co. Led 
he 
Gent & Co. Led 
Gestetner Duplicators 
(B.S.0.) Led 
Great Metropolitan Floor- 
ing Co. Led. 


Halsby & Co. Led 

Harvey. G. A. & Co. (Lon- 
don) Led 

Helbert, Wagg & Co. Led 

Honeywell Controls Led 

Huber, J. J. Led 

Hunt & Colleys Led 

imperial Typewriter Co 
Led 

International Coin Counting 
Machine Co. Led 


Jayjex (London) Led 


Kalamazoo Ltd 

Kent Kordiess Led 

Kodak Led 

Kolok Manufacturing Co 


Led ‘ 
Kompass Register Led 


Lamson Paragon Led. 

Landsmans Services ... 

Leabank Office Equipmenc 
Led 

Leo Computers Led 

Linguaphone Institute 


Mallory Batteries Led 

Maple & Co. Led 

Matthews, D. & Son Led 

Minnesota Mining & Betas 
Co. Led 

Mobil Oil Co. Led 

Modern Telephones (Great 
Britain) Led 

Monroe Calculating Machine 
Co. Led 

Multicone Electric Led 


National Cash Register Co 
Led. The 

National Industrial 
Efficiency Service 

National Publicity 
Council Inc aie 


Odoni, Alfred A. & Co. Led 
Office Equipment Renovat- 
ing Co. Led 


Fuel 


Panair Do Brasil 
Perkins Engines Led 


RIGMEL SHRUNK 


33 
14 


43 
162 
164 


45 
103 


47, 67 
48 


62 


58 


19, 40 


54 
63 
66 
148 
125 
164 
30 
106 
32 
10 
53 
164 


141 
7 


4 
105 


100 
113 
129 
162 
168 


Petty & Sons Ltd 438 
Philips Electrical Led 101 
Pitney-Bowes Led 51 
Puliman Office Furniture 

Led 
Pye Telecommunications 

Led 6 


RUF Organisation Led $2 
Rank Precision industries 
Led 

Reliance Telephone Co. Led. 
cover iv 

Renault Led 110 

Rotadex Systems Led 60 

Rotaprinte Led 153 

Royal McBee International 14 


Sankey, Joseph & Sons Led. 102 
Sculthorp, R. & Co. Led 126 
Security Products Manufac- 
turing Co. Led 149 
Shannon Led., The 36 
Simplamatic Machine Co 
Led., The 162 
Sketchley Led : 
Skirden Products Led 
Skyway Hotel 
Smith S. & Sons (England) 
Led 
Solicitors’ Law Stationery 
Society, The 
Speedry Products Led. 
Spicers Led. 
St. Stephen's | Secretariat 
Standard Telephones & 
Cables iced. ... 
Staffordshire Carpet 
Weavers 
Stephenson & Wilson Led 
Sumiock Comptometer Led. 


T. S. (Office Equipment) 


Led. 

Tan-Sad Chair Co (1931) 

Led., The 13% 
Telegraph Condenser Co 

Led. cover iii 
Telephone Rentals Ltd. ... 118 
Terrapin lcd... 34, 35 
Tullis Russell & Co. Led. .. 99 
Turners (Photography) Ltd. 42 


143 


Valor Co. Led. ans one. OD 
Visibell Led. , 38 64 


Waddells (Stratford Steel 
Equipment) Led. ... 
Welconstruct Co. Led., The 162 
Wheeler, H. & Co. Led 168 
White & Farrell Led... 126 
Wilkes, James Ltd 38 
Wilson, Frank & Co 50 


Yates Duxbury & Sons Led 52 








Specialists in 


RECONDITIONING 
STEEL 


WOOD 
Office 
Equipment 


and all of 


types 
Upholstering 





2 COAL WHARF ROAD 
SHEPHERD'S BUSH, W.12 
SHE 2833 & 4081 











% BOILER SUIS 


%* BIB & BRACE 
OVERALLS 


* APRONS, etc., for 
MEN &WOMEN 


% COATS, JACKETS 


Write for PRICES and PATTERNS 


H. WHEELER & COMPANY LTD. 
107 London Road, Plaistow, London, E.13 
Phone: GRAngewood 4071 (5 lines) 
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Organization and Manage 





RS REDUCE 

4AND BY A QUARTER 

D SAVE {i176 Pp : 
Goenes Oy TE 


rN 


FLOUR 


AN 


saved £1,408 
Rect iw 8 yeows 


Eight years ago, T.C.C. were asked to investigate the plant of a flour 
millers in East Anglia and to submit a scheme to effect a substantial 
reduction in KVA maximum demand. 


R 


The scheme prepared by T.C.C. provided for individual power 
factor correction condensers to the larger motors, the smaller motors 
being corrected as a group. This system, already applied successfully 
to millions of horse-power, has many advantages. No expensive 
switchgear is required to control the condensers as they are switched 
‘on’ or ‘off’ automatically with the normal motor control gear. At 
times of light loading, therefore, the amount of capacity injected into 
the mains is not excessive. 

With these condensers, the KVA maximum demand was reduced by 
no less than a quarter, and a saving of £176 per annum was effected. 


May we send you our two booklets, “The Evidence” and “More for your 
Money’”’? These expiain Power Factor Correction in non-technical language, 
and give examples of savings in a wide variety of industries. 


THE TELEGRAPH CONDENSER CO. LTD 


INDUSTRIAL DIVISION - NORTH ACTON - LONDON ~- W3-> Phone ACORN 006! 








